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Top Cars _ 


"months plus one state for Octo- 
ber: 











955 Pos. Make 1954 Pos. 
1—1,220,448 Chev. 1,034,025— 1 | 
2—1,169,111 Ford 1,033,970— 2 

585,775 Buick 393,948— 3 
515,624 Plym. 300,552— 5 
455,049 Olds. 307,426— 4 
408,022 Pontiac 260,476— 6 
281,367 Mercury 216,360— 7 
217,875 Dodge Q x 
123,342 Chrysler 
108,588 Cadillac 
92,147 DeSoto 
76,696 Stude. 
74,338 Nash 
40,091 Packard 
35,250 Hudson 6,952—16' 
24,091 Lincoln Hester 
5,594 Willys 14,336—17 
889 Kaiser 7,146—18 
36,015 Misc. 21,174 
Total All Makes 
§,470,312 4,140,105 


Further details on Page 44. 


By Robert M. Lienert 
Associate Editor 

the cleanup of '55s all over 
except for the shouting (or 
‘Howls of anguish), dealers last 
ek found time to take stock of 
the current new-car retailing situ- 
~ ation. 

_ There are virtually no ’55 models 


@ cross-country sampling by AvurTo- 


‘motive News, but there are these 


@ pesky headaches: 


1. The new models are proving 





ancellations. Up, 


wen 


x 
BS 


‘Survey Reveals 


x 


Techniques Obscure 
Extent of Axwork 


“EQRANCHISE cancellation pres- 
sure this fall was at a record 


* level, key trade sources around the 
» €ountry agree. However, 


these 
Sources also agree that no one will 
ever know how many dealers were 
cancelled or threatened with can- 
cellation. 

The reason: It is to the dealer’s 
advantage to cooperate going out, 
just as it is going in. 

As a result, queries to NADA 
@nd trade-association managers all 
@ver the country reveal that the 

only specific thing that can be said 
‘about cancellations is that they are 
up. 
x * * 


TRAWS in the wind, however, 
are many. Most areas report in- 
Creased pressure for cancellation 
or nonrenewal. In connection with 

_ its membership drive, NADA found 
_ that the number of dealerships re- 
Ported out of business was greater 


. than ever before. 


Pressure has been mainly on 
the Big Three dealers, and dealer 
leaders tie it directly to the race 
for sales. In connection with 
some makes, nonrenewal notices 
were believed used as a “shocker” 
to put the dealer in a frame of 
mind to accept a rider to his new 
contract pledging him to get a 
certain percentage of sales in his 
area. 

Obscuring the picture is the 
method of cancelling dealers. 


(Continued on Page 52, Col. 3) 
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Dealers’ New-Car Total Tops 575,000 see 


New-car registrations for nine 


Stocks Up as 56 Pipeline Fills | 


By Bob Sheldon 
Associate Editor 
oa surmouted the hump of 
the most spectacular cleanup 
Z teor-trr-etrtorropive history, the 
indu: Pes RARY hre entering a 
a b ith a stockpile of 


575,266 unsold n 





ed last week 
s from data 
1, compares 
stock noted 
Q ar-ago figure 
represents ow. 

The current overall inventory of 
575,266 cars shows a moderate 
gain from the revised count of 538,- 
375 for October. 

* 






* * 


N ACTUALITY, however, new- 
car stocks at the dealership level 


: Cleanup Squeezes Profit 


°56 Debuts Fail to Halt ‘Giveaway’ Discounts; 
Few 55 Cars Left Over 


“sticky” and are off to a creeping 
start. 
2. Discounts are rampant, having 
n granted in some cases even 
ore “official” introduction day. 
3.\Profit, expected to be slightly 
betterNhan it was last year by the 
majority\of dealers, is still too low 










said a California 
better if we don’t 
in November and 
is looking rough 


dealer, 
go into a tailspi 
December—and 
at this point.” 

ck 


tics they had to employ a 
couraged by the no-profit 

“A complete giveaway,” 
one in describing his cleanup 
efforts, although he added that 
he had no 55s left. 

“Worse than '54; almost as bad 
as ’53,” said another. (Last year’s 


cleanup was one of the most order- 
ly in recent years; ’53’s was one of 
the most hectic.) 
One dealer in the southwest spe- 
cifically blamed his competition for | 
(Continued on Page 52, Col. 
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Nash Ambassador 


Custom 4-Door— 


Speed-line styling is a feature of the 1956 Nash which dealers will display Thursday (Nov. 17). The new side-view treatment 
Dealer leaders say that the dealer | extends from the parking-running lights to the restyled tail lamps. Ambassador Custom models have a new Jetfire V-8 engine | 
develops 220 horsepower. A 130-horsepower Typhoon 6 powers the Statesman. (Story and other pictures are on Page 25.) 


have held about even over the 
|month. The rise in the industry 
| total is caused by &*refilling of fac- 
tory-to-dealer pipelines as haul- 
away trucks start their trek, loaded 
with ’56s that are pouring from the 
revived assembly lines. 

October was a month of sag- 
ging new-car sales. High-powered 
dealer promotions in connection 
with the liquidation of ’55 stocks 
took some of the gloss off ’56- 
model announcements. In soshe 
cases, dealers with new models 
on the showroom floor concen- 
trated on selling ’55s to prospects 
who had come in to browse 
among the ’56s. 

This attitude of “first things first” 
swept many auto rows é¢lear of out- 
going models that ight prove 
troublesome in later months. 

* ~ * 


ROFITWISE, the picture ranged 
from firm de to losses. One 
dealer says he ed out his ’55s 
on about the sa basis as in July. 








“will dissipate 
year. 

In nearly every section of the 
country, .howé¢ver, the cleanup 
was carried oft in calm fashion, 
although /with considerable fire- 
sale advertising. Most dealers say 
they are satisfied—if not happy— 
with the re 

The suc¢ess of this year-end 
clearance fan be measured by the 
fact that’ for six months in 1955, 
new-ctar/inventories were the heav- 
iest of/the postwar. decade. They 
reached their peak June 1, with 
848,498 units. 

The present 575,266-car overhang 
looks comfortable by comparison 
although it exceeds a 30-day supply 
at current sales rates. Past per- 
ermances indicate ‘that the stock- 
pile is just about right for this time 


er profit” for the 


“| of year—if the ’56s catch fire short- 


ly. 
= * * 
OME of the new models have 
been on the market for weeks, 


venture an opinion as to how well 
they will sell in coming months. 
The slow start which ’56s re- 
ceived in many communities is 
attributed partly to the strong 
emphasis placed on wheeling out 




















Another reports//that the cleanup | 


but dealers are not yet ready to| 


port that competitors are “offering” 
as much as $700 off on new models, 
others say that discounting is not 
yet a problem. 

* 


the ’55s/ Prospects are making 
the rouhds but are wary of quick 
deals. / 

“Wed? have had our ’56 models on 
displA4y for two days,” relates one 
deaJer. “There seems to be a lot of 
inferest. However, people are still 
lgdking for big deals.” 

While dealers in some areas re- 


* * 


ISCUSSING the sales lull, one 
Pacific Coast dealer says: 

“Dealers realize that the market 
(Continued on Page 4, Col. 1) 


Dealers’ Total New-Car Stocks 


{In Field and in Transit to Field) 


4 SUI), 575,266 Cars 
157,607 Cars 
WSO 

| VOLE A 000i 296,469 Cars 


265,153 Cars 





538,375 Cars 


PREVIOUS RECORDS 


HIGH LOW 
| 848,498 Cars—June 1, 1955 157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 





Car Producers Hurrying : 
Past 7 Million Milestone 


By Martin L. Whitmyer expect to achieve this week are: 
Staff Writer | 1. Production of the seven mil- 
AINTAINING efforts to build|lionth car of 1955 on Saturday, a 
1% million cars during the last | mark that never has been achieved. 
Nearest the industry has come was 
the 6,658,510 cars built during the 
entire 12 months of 1950. 


|two months of this year, the auto 
|industry last week rolled 176,416 
cars from the assembly lines and 
| moved within a week’s output of| 2. Production of the eight mil- 
|two industry milestones. lionth vehicle on Wednesday, or 

Milestones the manufacturers | only 2,433 fewer cars and trucks 
than were built during 1950. 

* a * 

ONTINUING at their present 

rate of 29,400 cars a day, the 
manufacturers should assemble ap- 
proximately 1,175,000 cars during 
the remaining 40 work days of the 
fourth quarter and complete the 
(Continued on Page 53, Col. 3) 


Inside 
Auto News 


@ What do Plymouth dealers 
think about the franchise 
splitup plan? Page 2. 






























@ Wisconsin Supreme Court 
backs dealer cancellation 
law. Page 4. 

@ Nash enters ’56 lineup. 
Page 25. 

@ Models are new, but ads 


are the same. Page 3. 


New - car registrations and new - car 
prices, Page 44. Used-car auctions 
and prices, Pages 6, 34 Produc- 
tion by makes, Page 53. 
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} Plymouth Idea Will Have to Be Sold. . . 


Chrysler Dealers Split 
On Separation Plan 


SURVEY of dealers in 11 sec- 

tions of the country regarding 
the Chrysler Corp. plan to develop 
separate Plymouth dealerships 
showed a receptive attitude in two 
areas, an unreceptive attitude in 
five areas and a “wait and see” atti- 
tude in four areas. 

A typical opposition group was 
the Buffalo dealers who said it 
would wipe out a portion of their 
business which they had spent 
considerable time and money de- 
veloping. 

On the other side, several Atlanta 
dealers said they could do a better 
selling job with one product and 
that less service facilities, overhead 
and personnel would be required. 

* * * 

pore pegged the thinking of 

many dealers — regardless of 
their present feelings—is what will 
be the final lineup of dealers in 
their sales area. In other words, 
“How many dealers will there be 
and where will they be located?” 

Quite a number of dealers were 
complacent about the matter be- 
cause they don’t feel that the fac- 
tory will do anything substantial 
about exclusive Plymouth outlets 
for many years. 

Generally, Chrysler and DeSoto 
dealers were more strongly op- 


Ford Stock Sale 


Cheers Dealers 


Company’s Retail Sales 
Expected to Benefit 


1 gepemepoed are hoping that the 
projected sale of Ford stock 
early next year will produce a per- 
manent heightening of public inter- 
est in the company and its prod- 
ucts. 

Shareholders historically are 
steadfast customers. Moreover, 
dealers feel that the publicity 
being given to the Ford stock 
transaction can have a healthy 
effect on the market for Ford- 
made vehicles. 

They cite the enthusiasm which 
greeted last week’s announcement 
that the philanthropic Ford Foun- 
dation was preparing to place on 
the block some of its vast holdings 
in Ford Motor Co. 


* * * 


HE sale, which will involve issu- 

ance of nearly seven million 
shares, of a new voting common 
stock, will end the Ford family’s 
exclusive control of the company. 
The family has agreed to surrender 
60 percent of its voting privileges 
in return for an increased equity 
in the company. 

The value of the first offering 
may run as high as half a bil- 
lion dollars. An asking price for 
the stock has not yet been set, 
but the current worth of an in- 
dividual share—taking into ac- 
count a contemplated 15-to-1 
split—is estimated at $60 or more. 
The stock, which is to be sold 

through the New York Stock Ex- 
change, is the property of the Ford 
Foundation, and all proceeds will 
go toward continuing the founda- 
(Continued on Page 50, Col. 3) 








7 Firms to Manage 
Sale of Ford Stock 


NEW YORK.—The Ford Foun- 
dation has designated seven in- 
vestment banking houses to man- 
age the public sale of Ford Motor 
Co. stock. 

Blyth & Co. Inc. will serve as 
chairman of the managing group 
and Lee M. Limbert, Blyth’s top 
executive officers, will direct the 
operation. 

Other marketing managers are 
First Boston Corp.; Goldman, 
Sachs & Co.; Kuhn, Loeb & Co.; 
Lehman Brothers; Merrill Lynch, 
Pierce, Fenner & Beane, and 
White, Weld & Co. 

The seven firms have total capi- 
tal resources of more than $100 
million and have offices in 45 
major U. S. cities. 








posed to the plan. A Chicago 
dealer said, “You can’t do busi- 
ness when you are handling only 
a car that starts at $4,000.” 


In Kansas City, where the first 


Plymouth exclusives will be estab- 
lished, a leading Chrysler-Plymouth 
dealer was more or less neutral on 
the matter, although he said he 
would be reluctant to give up either 
of his franchises. _ 
Detroit 

HRYSLER CORP. dealers in 

Detroit take an extremely dim 
view of any plan to separate them 
from their Plymouth franchises, 
according to a spot check made 
last week. 

Speaking frankly, most of the 
dealers said they would give up 
their entire business before they’d 
be parted from either franchise. 

The dealers give the impression 
that the only reason they have 


not been up in arms about the) 
separation plan is their conviction | 


that the separations will not take) 
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Miss America. At left, 


preceding ‘56 announcement. 
Woolson, DeSoto _President. 


Winsome Threesome Plugs DeSoto— 


DeSoto hit the jackpot during its public announcement promotions by tieing in its own Mrs. America with Miss Universe and 
Mrs. America, Ramona Deitemeyer, accepts keys for her official car during a week's visit in Los Angeles 
from Y. M. Posthuma, regional sales manager, while Robert Mahler, DeSoto national sales promotion manager, looks on. 
mingham, Ala., center, Miss America, Sharon Kay Ritchie, beat the drums for Kirksey Motors by driving a ‘55 for the week 
At the factory in Detroit, right, Miss Universe, Hillevi Rombin, got right to the top with L. Irving 






In Bir- 








By W. C. Lockwood 
Staff Writer 


place in Detroit for many years—| DEARBORN.—At present every- 


if ever. 
A Dodge-Plymouth dealer made| 


this comment, which was a synthe- | 


sis of many dealers’ remarks: 
“We're a two-car operation. The 
factory has persuaded us to build 


these monuments of dealerships. 


They've got all the dealers com- 


mited to terrific overhead, and now 
they say they’re going to take half| ' 


or more of our business from us. 
This dealer said he had spent 
considerable money in advertis- 
ing both cars, in purchasing serv- 
ice facilities for both cars and in 
providing parts for both cars, and 
he couldn’t see washing these 
investments down the drain. 


Although admitting that Detroit 
(Continued on Page 54, Col. 1) 


°55 Cleanup Problem 
Plagues Independent 


OKLAHOMA CITY.—An inde- 
pendent dealer specializing in 
“current” models, hasn’t started 
pushing ’56s yet. 

The reason? He’s having trou- 
ble cleaning up ’55s. 


Chrysler Nets 








| one knows that the station wagon 
is the current “Horatio Alger” hero 

. of the automobile 
industry. But 
why? What has 
caused its rise in 
popularity from 
1.40 percent of car 
registrations in 
1940 to 6.10 per- 
cent in 1954? Its 
popularity con- 
tinued to rise in 
1955, and makers 
are giving 
larger place in 
1956 schedules. Basically the reason 
is that America is changing. And 
the changes have been so gradual 
that the average man going on 
about his daily life is hardly aware 
of it. 

But men like Robert J. Eggert, 
marketing research manager of 
Ford division, are aware of it and 
are helping to shape the cars of 
the future by finding out and 
reporting what the customer 
wants and needs. 

“Innovations pay off,” he said 
and pointed first to the station 


$70 Million, 





R. J. Eggert 





Output Hike Planned 


DETROIT.—Announcing plans for 
a year-end production boost, Chry- 
sler Corp. last week reported net 
earnings of $70,637,012 for the first 


nine months of 1955. This compares | 


with $3,724,383 net for the same 
pericd of last year. 

The current calendar year 
brought Chrysler’s third best 
three-quarter period with 1950’s 
$105,246,991 being tops, followed 
by the more than $97 million 


earned during the first nine | 


months of 1949. 


The earnings were scored on sales | 


of $2,466,251,614 which was a 76 per- 
cent increase over 1954’s total sales 
of $1,402,925,592. 


Chrysler, in its nine months’ 
ments of cars and trucks amounted 
to 1,145,255, a 95 percent increase 
over the 585,783 vehicles shipped 


during the same period of last year. 


Defense work during the period 
dropped to $130,000,000 as compared 


with $235,000,000 during the first | 


nine months of 1954. This year’s 
work amounted to 5 percent of sales 
while 1954’s was 17 percent of sales. 
“Since the unveiling in October 
of our 1956 cars ... orders have 
been received in such volume that 


our assembly plants are sched- | 


uled to ship more than 425,000 


vehicles during the last three 
months of the year,” the report | 


said. That compares with the 297,- 
986 shipped in the last three 
months of 1954. 


“Practically 
months’ 


all of the 


| Teport continued. 


nine || an 
earnings this year were | 
made in the first six months,” the| 
“Extensive plant | 


rearrangement and manufacturing 
changes were required in the third 
quarter preparatory to early intro- 
duction of our 1956 cars and heavy 
fourth quarter output. 

“Third quarter shipments of all 
| Chrysler Corp. vehicles were 244,709 
| aS compared with 454,948 in the first 
and 445,598 in the second,” the re- 
port said. 
|. Expenditures for improvements 
|during the 1955 period were $102,- 
986,640 and depreciation charges 
were $41,024,552. 





Auto Production — 204,746 cars, 
trucks in week vs. 138,457 year be- 
fore. 


Business Failures—237 in week 
vs. 204 year ago. 

Department Store Sales—Up 8 
percent in week from year before. 

Electricity Output—10,659  mil- 


lion kilowatt hours vs. 10,644 million 
kilowatt hours week before. 

Carloadings — 835,396 cars in 
week, up 99,163 cars from year ago. 

New-Car Registrations — 5,470, 
312 in 1955 t& date vs. 4,140,105 
year before. 

New-Truck Registrations—700,- 
909 in* 1955 to date vs. 629,245 year 
ago. 

Oil Stocks — 257,514,000 barrels, 
increase of 484,000 barrels in 
week. 


Soft Coal Output—9,965,000 tons 


it a 


|Business Barometer 


financial report, said that ship-| 








wagon example. In 1951, the divi- 
sion’s bite of the station wagon 
market was 17 percent. Last year 
it was a whopping 50 percent. 

What about the future? Is the 
station wagon trend continuing? 
Yes. The Crowell-Collier survey 
found that new-car prospects in 
1955 who indicated that they were 
going to buy a station wagon were 
nearly double the 1953 count and 
11.10 percent of them said they pre- 
ferred Ford. 


There is no question that mar- 
ket research has helped prepare 
Ford for the station wagon boom 
and — although such figures are 
secret—there is no doubt that a 
large hunk of Ford’s present pro- 
duction is devoted to station 
wagons. 

Now for what Eggert has found 
out about America; the reasons 





behind the station wagon success 
story: 

1. Number of three, four and five- 
children families have increased. 

2. The tremendous pressure ex- 
erted by increasing numbers of 
teen-agers for such cars as station 
wagons and convertibles. 

3. Basic change in product. 

4. Versatility of product. 

5. The move to the suburbs. 

6. The continuing bulge in births 
which contributes generally to a 
rising car market. 

Of course these six reasons are 
more or less interlocking, one con- 
tributing to the other. But let’s 
examine them one at a time with 
Eggert. 

The population increase is not so 
much a result of large families— 
say eight to ten or more—but by 
an increase in the number of} 
medium-sized families with three,| 
four or five children. 

This pretty generally clutters up 
the old four-door family sedan 
which brings mom and pop to eye 
the three-seat spaciousness of a 
station wagon with growing inter- 
est. 

The increase of teen-agers, with 
their flair for informality and 
outdoor living, is creating a tre- 


in week vs. 9,203,000 tons year ago. 

Steel Output — 98.3 percent of 
capacity estimated vs. 99.4 percent 
week before. 

Used-Car Prices — $956 in No- 
vember to date (including 1956 mod- 
els) vs. $725 in October (not including 
*56s). 

Wholesale Prices—111.0 percent 
of the 1947-49 index vs. 111.1 week 
before. 


7 K * 


Common Stocks 
Nov. Nov. 
9 2 

Am. Motors 9 8%, 
Chrysler 924%. 94% 
GM "48% 133% 
Kaiser 3% 
S-P 10% 


Average 32.83 50.12 


1955 
High Low 
13% 8% 
99%, 66%, 
48%, 

3% 5 
10% 15% 





*After 3-for-1 split. 


Wagon Tied to Ri ising ‘Star 


mendous pressure within families 
for station wagons and convert- 
ibles, Eggert said. 

He pointed out that there will be 
a 40 percent increase in the number 
of youngsters in the 10 to 19 age 
brackets in the ten years from 1950 
to 1960. In 1950 there were 218 
million; in 1955, 24.5 million, but in 
1960 there will be 30.4 million teen- 
agers in the United States. 

This is reflected in the growth 
of interest in convertibles although 
many believed that the hardtop 
would gobble up a great deal of 
the open air market. Those who 
were interested in a convertible as 
their next car showed almost as 
great an increase as did the station 
wagon fans. 

The change of product works 
hand in glove with the above two 
reasons. In other words the station 
wagon, too, has changed. The “in- 
novations:’ Eggert mentioned. It 
has become easier to drive, handling 
less like a truck, and the all-metal 

(Continued on Page 8, Col. 1) 


GM Size, Role 
Of Dealers Hit 
At Senate Quiz 


By William Ullman 
Washington Correspondent 
WASHINGTON.—General Motors 
is too big for the economic health 
of the U. S. and, along with Ford, 
should be restrained in its size to 
give “other manufacturers a better 
chance to exist,” a Senate Judiciary 
subcommittee on monopoly was told 
last week. 


The group also heard that fran- 
chised dealers are of vital impor- 
tance to the manufacturer but 
are victims of “peculiarly one- 
sided” sales agreements which 
put them in the power of the 
maker. 

The testimony came in the open- 
ing sessions of the much-heralded 
inquiry into the structure, policies 
and practices of GM. 

The study is expected to extend 
over a month, with accent on con- 
sideration of the role of big business 
in competitive society. 

Remarks on franchise agreements 
were made by Donald A. Moore, 
economics professor at Michigan 
State University, who has made 
special studies of the auto industry. 

“The franchise which now ties 
the dealer to the manufacturer 
is a peculiarly one-sided agree- 
ment,” he said. 

“In return for the right to sell 
one make of car, the dealer agrees 


|to handle only the one make (or 


some combination of one manufac- 
turer’s makes), to meet minimum 
financial requirements, to maintain 
specified showroom service and 
parts facilities, and to conform to 
standardized accounting procedures. 
The franchise may be cancelled by 
the manufacturer for specified 
cause or for ‘failure to represent the 
manufacturer.’” 

Moore noted that courts, includ- 
ing the Supreme Court in 1953, have 
upheld the right of the makers to 

(Continued on Page 4, Col. 3) 








AUTOMOTIVE NEWS, NOVEMBER 14, 1955 3 


Dealers tell me 


By John 0. Munn 















immicks, Giveaways Still In Use .. . 


Cars Are New, Ads Are Old 


By John K. Teahen jr. dealership advertised: “For Sale 

Staff Writer 100 new ’56 Fords ... save hun- 

oo cleanup season is over. Most dreds of dollars on the new Ford 

dealers have stocks of shiny ’56s of your choice . . . immediate 

and have embarked on a new delivery—credit cleared in min- 
model year. But their ads are rem- utes.” 






at which Condon can deliver a 1956 
Ford,” Condon Motors, Brooklyn, 
N. Y., confided in large type. 
Terms? Condon offered deals 
with “no money down and three 


oe ee er Pea SS 













ING from correspondence, 

many dealers are considering 

profit-sharing plans for their or- 
ganizations in 1956. 


In the past, I have made several 
surveys of dealers operating on 
such plans and I am anxious to 
know how they have fared during 
the extremely competitive year of 
1955. 

The greatest criticism of profit 
sharing is the effect on the em- 
ployes when profits are low or 
non existent. I don’t believe this 
criticism is well founded. Plenty 
of dealers have told me that such 
a situation spurs the staff to re- 
store profits. 

I believe that the experience of 
profit sharers who obtain this effect 
is due to the care with which profit 
sharing plans were installed and 
administrated. 

Surely a plan whereby the big 
boss merely agrees to share the 
profit with a parental attitude has 
been disappointing. But when it has 
been used to inspire and where re- 
sponsibility for the success of the 
plan has been placed with the 
workers themselves, it has proved 
successful even in times like these. 

ae * + 


Did It Work in °55? 


I WOULD like specific information 
on how profit-sharing plans fared 
in 1955. I would appreciate it if any 
dealer who began 1955 with such a 
plan and is continuing it, would let 
me know. 

Then I would like to get in touch 
with him and ask a few questions 


Ohio Clamps Down 
On 5 Dealers; 
Hearings Set 


CLEVELAND. — The state of 
Ohio has clamped down on five 
auto dealers in this area for sales 
violations and has set hearings on 
Nov. 21. 

Cited were Evans- Eger, Inc. 
(Studebaker-Packard); Babe Stein 
Auto Sales (Kaiser); Keiper Mer- 
cury, Inc.; Memphis Auto Sales, 
and Bergholz Motors, Inc. (Ford). 

One salesman, also cited but not 
located, was Al Browne, reported 
out-state by C. Ervin Nofer, acting 
registrar of motor vehicles. 

Evans-Eger is being called up 
for new hearings on Browne's al- 
legedly getting customers to sign 
sales contracts in blank, and then 
altering the quotations. The Stein 
citation involves failure to deliver 
certificates of title; Memphis, dis- 
playing new cars in violation of 
its used-car license, and Keiper 
for allegedly “kiting” a deal. Mem- 
phis, according to the state office, 
had secured cars from Bergholz 
Motors, a Ford dealership. 
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so that in a future column, I can 


give some up-to-date opinions on 
the value of profit sharing. 

I am not interested in reports 
from dealers who pay a percent- 
age of the flat rate to mechanics. 
This is not profit sharing. It is 
merely a method of figuring com- 
pensation. 


Salesmen generally are paid on a|/| 


commission basis. That is not profit 
sharing either, unless it has some 
hookup to the actual profit on each 


transaction. Nor would one consider | _ 


a bonus paid to department heads 


iniscent of the wildest days of last 


summer’s blitz. 

The giveaway, the gimmick 
and the “you can’t beat our deal” 
ads still are appearing despite 
efforts by many dealer associa- 
tions to tone them down. 


Here are a few examples which “Think of 


years to pay.” 
* * 

~ SPRINGFIELD, ILL., Capital 
City Motors (Ford) invited buy- 

ers to shop the town and compare 

prices. “Get what you think is the 

best deal—but don’t trade. We can 

beat it by $100 on a ’56 Ford.” 

a 1956 Ford 


Automotive News found last week:| at $1,595 delivered,” Capital City 
“We don’t dare print the price| continued. A few days later the 


as profit sharing. That, too, is a| aN 


method of figuring compensation. 


What is usually considered profit 
sharing includes sharing the profits 
from the porter right on up to the 
owner. 

* * + 


Every Man a Capitalist 


The profits are to be paid in cash 
each month or each year, running 
from 5 percent to 100 percent of the 
total profits but divided in propor- 
tion to the amount that each em- 
ploye’s pay check is to the total 
payroll. 


Dividends are not always paid 
in cash. They sometimes are re- 
served for payment into a pensian 
trust where each employe benefits 
according to his pro-rata income 
as compared with the total. 


Everyone realizes that there are 
many social, political and economic 
values in profit sharing and the 
essence of the whole idea is to 
make each man a capitalist—to de- 
liberately put the good of the whole 
group ahead of selfish interests. 


According to my previous survey, 
dealers who adopt such plans 
achieve greater profits by a more 
—— sharing of responsibil- 
ity. 


* * * 


Good Management Is Vital 


| ggporetrs] sharing never can be a 
substitute for good management. 
It will not enable inefficient man- 
agement to survive. It is not, how- 
ever, a plan to encourage oversell- 
ing. It is merely a program that 
encourages every employe to work 
enthusiastically for the general 
good of the dealership. 


A properly installed profit-shar- 
ing plan always has had an im- 
mediate effect. There is plenty of 
evidence that more profits result 
and there are more to share. In 
other words, money isn’t given 
away, it is gained. 


It has a public relations value, 
too. People like to buy services and 
products from companies that have 
become known for their enlightened 
personnel policies. There is a better 
atmosphere in such places. 


A profit-sharing plan is condu- 
cive to assuring a customer better 
and more friendly treatment and. 
also conducive to more effective 
work. It aids a dealership in mak- 
ing a profit because it has the full 
and unstinted cooperation of all the 
workers. 


And only a company that is 
making a profit can serve cus- 
tomers better. Such a company 
can meet competition with both 
price and quality. 

Only such a company can ex- 
pand and grow or offer its work- 
ers security, permanency and bet- 
ter employment opportunities. 


* * o* 


Send in Those Letters 

Now. will you aid me in bringing 
my survey. up to date? Won't 

you dealers who are on profit shar- 

ing drop me a line so further infor- 

mation can be developed? 


The purpose of business, as has 
been said so many times, is to make 
a profit. Our staff and our payroll 
are the most important items in our 
expense. Can’t we work up some 
ideals in human relationships that 
will benefit all? I hope you will 
write me so I can investigate cur- 
rent trends and report further. 


te ee OO 


Statler. 


By Robert M. Lienert 
Associate Editor 
TOCKS of used cars held by 
franchised dealers have dived to 
the year’s lowest point, according 
to a compilation by AUTOMOTIVE 
News. - 
In a sharp reversal of a two- 
month trend, unsold used units 
tumbled to an average 24.1-day 
supply on Nov. 1. The previous 
low for the year had been 2438 
days’ supply last Aug. 1. 
Following that census point, 
stocks had climbed to 29.7 days’ 
supply on Sept. 1 and to 35.3 days’ 


supply on Oct. 1. 
* * * 


used-car stocks is 30 days, much 
of the reduction in inventories 
came about as used-car managers, 
worried by their jammed lots, in- 
stituted strong measures to “move 
’em out.” 

Concern is still expressed in 
some quarters of the industry, 
however. There are used-car men 
who say that the concept of a 
30-day maximum is outmoded; 
that dealers who desire a thriv- 
ing used-car operation should 
gear to a 25-day or even a 20- 
day limit. 

Never before, they say, has speed 
in washing out deals been so im- 


Des Moines Plans 


January Show 


DES MOINES.—The Des Moine$ 
Automobile Dealers Assn. an- 
nounces that it will hold its annual 
automobile show at the Veterans 
Memorial Auditorium here Jan. 21- 
29. 

The show will be open afternoons 
and evenings with an entertain- 
ment program for each showing. 
The association will give away 
three automobiles during the show. 
Max Holmes (Oldsmobile), as- 
sociation president, has appointed 
the following show committee: 
John Ramsey (Pontiac), chairman; 
Charles Betts, James Pinkham, 
Floyd Lehman and Harold Fried- 
man. 


Presidential Congratulations— 


Harry H. Brown, New Haven, center, newly elected president of the Connecticut 
Automotive Trades Assn., receives his gavel and best wishes from out-going president 
Albert C. Hine, Hartford. Looking on is Carl R. Lane, CATA's executive vice-president. 
Elections were held during the association's 34th annual meeting at Hartford's Hotel 


Used-Car Stocks Slide 
To Lowest °55 Point 


portant. With competition keenly 
honed and prices prone to break 
rapidly, they feel that the 30-day 
car tends to be a money-loser in 
the current market. 

A growing number of dealers is 
placing a 24-hour limit on recon- 
ditioning of tradeins earmarked for 
retail. And more cars bordering on 
“sharp” condition are being whole- 
saled as used-car managers make a 
conscious effort to keep stocks in 
line. ; 

of Ba *® 
UICK reconditioning is aimed 
at getting tradeins on the lot 
as rapidly as possible—and an in- 
flexible goal is an appealing price 


INCE the theoretical limit on/| tag. 


Time and again in recent weeks 
dealers with thriving used - car 
setups have emphasized that 
pricing is the key to keeping 
stocks turning over. 

One dealer who subscribes to this 
(Continued on Page 4, Col. 5) 





ing the various 










Wemhoff 


running the corporation. . 


On the House .. . 


Little Things Mean an Awful Lot (but these 
things probably won’t mean a thing to you): Every 
new-model time when I have the privilege of driv- 





lather trying to find and operate the numerous 
commonplace gadgets. No two keyholes are in the 
same place; half of ’em you put the key in upright, 
the other half downside. You have to be clairvoyant 
to find the starter, and the windshield squirt button 
is even more mysterious. 

You start to lower a window by cranking it 
forward; of course, it cranks backward — and 
vice-versa. The automatic transmission controls 
were pretty well standardized until the push-but- 
ton drive came along this year. I don’t mind if it’s an improve- 
ment. But it seems to me that the various makes would not lose 
their individuality through adoption of standard locations and 
operation of such items as keyhole, starter, heater controls, light 
switches, window cranks, etc. And think of the quieter nerves it 
would promote for the motorists. .. . 

Leading civic and industrial figures will honor K. T. Keller, Chrys- 
ler’s board chairman, on his 70th birthday Nov. 28 in Detroit; inci- 
dentally, Keller is very well satisfied with the young team that’s now 
. . Ralph Kriesel (Chevrolet dealer) is the 
new president of Midway Civic Club of St. Paul. 


And according to a New York 
City dealer, hen’s teeth aren’t such 
a hard-to-get item after all. 


Charles Kreisler Inc. (Oldsmo- 
bile) advertised that the 1956 Olds- 
mobiles “are scarce as hen’s teeth. 
But I’ve got over three hundred of 
them to sell and deliver on a first- 
come-first-served basis.” 

+ * * 
LSO mentioned was “my famous 
Kreisler Finance Plan— with 
no fixed downpayment and up to 
three years to pay.” 

Halfway across the country, 
Girdler Motors Inc. (Ford), Louis- 
ville, announced that “Kentucky’s 
largest Ford dealer is starting the 
greatest new-car sales drive in the 
history of Kentucky. We are going 
allout to break every record in the 
book.” 

As a start, Girdler offered a ’56 
Ford Victoria for $2,490.25, “in- 
cluding all State and Federal 
taxes, undercoat, turn indicators, 
Fordomatic, radio, fresh-air 

heater.” 

Pointing to its tradein allow- 
ances, Girdler said it recently has 
given $1,052 on 49 models and $2,- 
067.50 on ’54 models. It did not 
name the makes but said names 
and telephone numbers were avail- 
able on request. 

* od * 
N ST. MATTHEWS, KY., Thurs- 
ton Cooke (Ford) offered a port- 


able radio with every purchase of. 


a 1956 Ford. 

Cooke also said that one of the 
first 50 buyers of a new or used 
car during November would re- 
ceive back the cash difference 
between the price of the car pur- 
chased and the agreed price of 
the car traded. “If no trade—full 
refund.” 

In a full-page ad, Riggs, “Your 
New and Used Car Dealer,” Louis- 
ville, headlined “Free gas for a 
whole year with all 1955 and 1956 
cars.” Further down it was ex- 
plained that the free. gas meant 
“enough to last a full year, with 
normal family driving.” The num- 
ber of gallons wasn’t mentioned. 

* * + 

HE offer also included 12 lubri- 

cations and oil changes. 

Riggs invited buyers to his new- 
car showing and said that most 
’*56 models were on display. “Com- 
pare the 1956 cars all on one lot— 

(Continued on Page 4, Col. 1) 


Weeks to Speak 
At NADA Parley 


WASHINGTON.—The NADA has 
announced that Commerce Secre- 
tary Sinclair Weeks will be one of 
the principal speakers at its 39th 
ane convention here Jan. 28- 

eb. 1. 

























new cars, I work myself into a 


—Perte WeEMHorr, Editor, 
Automotive News 
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Giveaways 


Used to Push ’56s 


(Continued from Page 3) 


compare Riggs prices—save 
up to $800.” 

Among the new 1956 models 
on which Riggs quoted prices 
were Ford, Mercury, Chevrolet, 
Pontiac and Oldsmobile. 

He promised a “big discount” 
and “90-day ‘new-car’ guarantee” 
on all new cars and mentioned 
downpayments as low as $345 and 
payments as low as $12.95 a week. 

+ * * 

ATES CHEVROLET CO, 

Springfield, Ill., said that $1,500 
in prizes would be given in draw- 
ings during introduction weekend, 
Nov. 4-7. Bates bills itself as “Cen- 
tral Illinois’ only volume dealer.” 


Also on a giveaway tack were 
Logan Oldsmobile, Portland, Ore., 
and Friendly Chevrolet, Seattle. 
Both offered new cars. 


Logan’s contest was open only 


Arrival of 56s 
Ups Dealer Stocks 


(Continued from Page 1) 
was oversold. The public is catch- 
ing its breath. We told them to 
buy ‘55s, and they did. I believe 
sales will pick up when buyers 
have had a chance to see all the 
56s.” 

Far from being a _ repetitive 
cycle, model cleanup has posed 
completely different problems in 
successive years. 

In 1953, despite the blitz sales, 
new-car stocks by Nov. 1 had 
climbed to 606,387 units—a record 

at the time and one that stirred 
sharp concern. 

In 1954, a hiatus in production 
enabled dealers to bring stocks into 
balance. The industry, in fact, al- 
most ran out of cars before the ’55s 
made their debut. 

And 1955 will go down as the 
year when dealers took in new 
models through the back door while 
pushing old ones out the front door. 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 

Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Stockst Dealers Stocks 
dan, 1, ’50.... 251,754 188,500 440,254 
Apr. 1, °50.... 276,136 158,000 434,136 
dune 1, '50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
dan, 1, '51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
July 1, ’51.... 357,606 90,700 448,306 
Sept. 1, ’51.... 283,402 86,800 370,202 

Jan. 1, ’52.... 224,968 31,000 * 

Feb, 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,301 ,000 296,391 
May 1, ’52.... 261,674 88,600 339,674 
June 1, ’52.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,001 77,000 226,091 
Oct. 1, ’52.... 233,556 000 322,556 
Nev. 1, ’52.... 308,894 90,500 399,394 
Dec. 1, ’52.... 287,247 76,000 363,247 
dan. 1, ’53.... 291,671 »300 374,971 
Feb. 1, ’53.... 324,835 86,600 412,035 
Mar. 1, °53.... 389,011 87.200 476,211 
Apr. 1, ’53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
dune 1, ’53.... 463,546 73,500 537,046 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, ’53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, °53.... 538,087 68,300 606,387 
Dec. 1, °53.... 430,876 29,000 459,876 
dan, 1, ’54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 607,275 
dune 1, ’54.... 503,219 62,500 565,719 
July 1, ’54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,864 57,000 447,854 
Sept. 1, ’64.... 355,654 400 406,054 
Oct. 1, '54.... 267,469 29,000 296,469 
Nov, 1, °64.... 120,107 37,500 157,607 

Dee. 1, ’54.... 203,453 61,700 ol 
Jan, 1, ’65.... 293,881 68,500 362,381 
Feb. 1, °55.... 373,573 89,100 462,673 
Mar. 1, ’55.. 655 95,000 655 
Apr. 1, '56.... 544,038 99,500 643,538 
May 1, ’565.... 660,341 102,700 163,041 
June 1, ’55.... 155,498 000 848,498 
duly 1, °55.... 736,591 77,000 813,591 
Aug. 1, °55... 735,447 71,500 806,947 
Sept. 1, °55.... 675,964 37,300 713,264 
Oct. 1, ’55.... 489,475 48,900 *538,375 
Nov. 1, ’55. 666 »600 575,266 


. i, -» 487 
t Field stocks include cars actually at 


dealerships, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 





to buyers, it was pointed out in 
smaller print some 11 inches 
down from the top of the ad. En- 
trants were asked to complete a 
jingle. , 

Friendly announced, “Some lucky 
person is going to win a 1956 Bel 
Air four-door hardtop. Nothing to 
buy, not a contest-. . . just come 
on in.” 

* o + 
ON THE other side of the ad 
picture, Chadakoin Motors Inc. 
(Ford), Buffalo, warned against 
claims of huge savings. 


In an ad headed “Don’t believe 
everything you read or hear,” Pres- 
ident Carl E. Gustafson said, “We 
are the only dealer in the James- 
town area who can sell a new Ford 
car or truck and give -you a fac- 
tory warranty backed by both the 
factory and ourselves.” 


He declared that a factory 
warranty applies only when a 
franchised Ford dealer signs a 
Ford warranty to the first pur- 
chaser. Other warranties, he said, 
are backed only by the dealer, 
not the factory. 

He said that it costs his dealer- 
ship more than $50 to prepare and 
condition a new car or truck for 
delivery and concluded: “Do you 
think you get this when you buy a 
so-called new car from a nonfran- 
— dealer off some used-car 
ot?” 


Cancelled Dealer 
Upheld by Wis. 
Supreme Court 


By John Wyngaard 
Staff Correspondent 

MADISON, Wis.— New-car deal- 
ers of Wisconsin have narrowly 
won from the Wisconsin Supreme 
Court an endorsement of the valid- 
ity of a 20-year-old Wisconsin 
statute prohibiting cancellation of 
dealer franchises by automotive 
manufacturers without cause. 


The Wisconsin Automotive 
Trades Assn. hailed the Tuesday 
judgment of the court, by a 4-3 
decision, in a case brought by Kuhl 
Motor Co. of Milwaukee against 
Ford Motor Co. 

Ford had cancelled the Kuhl 
sales franchise after the death of 
its president. The widow of the 
late Frank Kuhl sought an in- 
junction from the Milwaukee Cir- 
cuit Court. The Supreme Court 
decision reversed the denial of 
the lower court and will have the 
effect of returning the issue for 
trial on its merits. 

The WATA in 1935 pushed 
through the legislature an act set- 
ting up sales franchise regulations 
under the supervision of the state 
motor vehicle department, and pro- 
hibiting the cancellation of such 
franchises by manufacturers with- 
out fair cause. 

According to Louis Milan, mana- 
ger of the WATA, the Wisconsin 
litigation attracted nationwide in- 
terest in a period of difficult rela- 
tions between many dealers and 
manufacturers. 

“This historic decision effectuates 
the 20-year efforts of the far-seeing 
Wisconsin legislature to protect 
automobile dealers from the eco- 
nomic coercion of the factories, to 
protect the public from ensuing 
abuses, and to bring a measure of 
equity in contractual relations,” he 
said in a public statement. 


The Supreme Court’s deliberations 


53 | were contradictory. The original 


decision of the court was against 
Kuhl, also by a 4-3 margin. The 
WATA asked for a rehearing, and 
after a new argument, Justice 
Grover Broadfoot withdrew his 
original dissent and joined the orig- 
inal minority, thus bringing it to a 
majority of the court. 

“The upholding of the consti- 
tutionality of the dealer-factory 
statutes by the Wisconsin court 
(Continued on Page 8, Col. 5) 








Dallas Auto Show a Record-Breaker— 


Record-breaking crowds visiting the various exhibits at the Dallas Automobile 
Show prompted show officials to declare it ‘‘the most satisfactory automobile exhibi- 
tion in Texas history." Above, part of the crowd gathers around the Hudson exhibit 
to view the Hornet, Wasp, Rambler and Metropolitan models. 


GM Size, Dealer Role 


Hit at Senate 


Quiz 


(Continued from Page 2) 


cancel contracts “with or without 
good faith.” 

Thus, he added, “there seems to 
be no legal relief for the one-sided 
nature of the agreement—and deal- 
ers seem to be willing to enter 
such agreements.” 

In fact, Moore continued, “the 
manufacturers’ claims that can- 
cellation is necessary to protect 
the public against ‘sharp’ dealer 
practices is probably not without 
merit — assuming continuance of 
the present dealer franchise sys- 
tem.” 

Warnings about the undue size of 
GM and other corporate giants 
came from T. K. Quinn, former 
vice-president of General Electric 
Corp. and now president of two 
small businesses in New York City. 

Terming the interests of GM “so 

gigantic and overwhelming that 
they stagger the imagination,” he 
said the corporation could at will 
enter any field it chooses and be- 
come even more industrially domi- 
nant. 

He charged, as an example of 
GM’s “irresistible market - power,” 
that the corporation has acquired 
76 percent of the locomotive business 
and 95 percent of the bus business, 
and has penetrated the gas engine 
business “and may eventually have 
most or all of it” 

“GM is entirely too big,” Quinn 
declared. “It unwittingly threatens 
the very existence of countless good 
companies and eventually our own 
free American institutions.” 

Stating that price competition 
has “already largely disappeared” 
among giant corporations, he said 
a legal limitation on the size of 
GM and Ford might insure the 
continuance of at least the present 
number of six auto makers and 
might draw in new ones. 

Quinn asserted_that for all prac- 
tical purposes, the industry today 
is closed to any newcomer “no mat- 
ter what his ideas, plans or means.” 

Reasonable limits on size, he con- 
tended, would tend to encourage, 
not discourage, competition. 

“For every giant which was re- 
stricted, sources of other companies 
could be given new life,” he said. 
“This new freedom “among manu- 
facturers would open great new 
avenues of distribution thaf have 
been closing up in recent years.” 

Quinn said that if the size and 
power of GM and Ford aren’t cur- 
tailed “the smaller companies must 
face further mergers or their 
probable elimination — going the 
way of scores of others whose 
passing disappointed countless con- 
sumers for whom no crocodile tears 
are shed.” 

Quinn scoffed at statements that 
breaking up GM’s divisions into 
separate companies would lead to 


higher costs and prices because} 


production presently depends on 


ability of parts. 
“An immediate, obvious answer, 
of course, is that Studebaker and 








Nash have been able to produce 
low-priced cars without these 
interchangeable advantages,” he 
said. 

“But I am more interested in 
another reply,” he added. “If giant 
size and interchangeability make 
for genuine economic and political 
efficiency, why not have GM make 
all the cars? Is our salvation en- 
tirely bound up in the single 
proposition of lowest dollar cost, 
however obtained?” 

Quinn suggested what he called 
a “maximum free enterprise” bill 
that would classify industries and 
companies according to size and 
would subject the largest to special 
regulation. Under his proposal big 
companies like GM would, among 
other things, pay upwardly graded 
income taxes and would be pro- 
hibited from merging or acquiring 
additional assets. Quinn’s idea got 
a chilly reception. 

In discussing franchises, Moore 
said there is nothing to stop the 





U.C. Stocks Fall 


To Year’s Low 


Speedier Washouts 
Bring Sales Rush 


(Continued from Page 3) 
theory also draws the line on easy 
credit, describing himself as con- 
servative. Yet, he reported last 
week that October was the largest 
used-car sales month he had ever 
had. 

He had a 15-day supply on Nov. 
1, which represented an approxi- 
mate 25 percent reduction in a 
month’s time. 

> * « 

ENERALLY, the used-car stock 

picture is far better than it was 
in the first five months of this year. 
Starting with an inventory of 34.1 
days’ potential on Jan. 1, dealers 
labored through May to edge below 
the 30-day limit. 

Stocks grew to 36.2 days’ sup- 
ply on Feb. 1 and advanced again 
to 39.8 days on March 1, the year’s 
high. Then they fell to 31.9 days 
on Apr. 1 and climbed to 33.6 
days on May 1 before falling to 
29.1 days on June 1. 

Only once since then—on Oct. 1 
— have used-car stocks ranged 
above 30 days. 

One indication of growing whole- 
saling can be detected in increas- 
ingly larger average consignments 
at wholesale auctions. 

In October, the average auction 
offered 178.8 cars to buyers. In Sep- 
tember the average was 174.7; in 
August it was 172.2 and in July it 
was 167.2. In June the figure was 
only 157.7. 


* * * 


EW models were added to AuTo- 
MOTIVE News’ index of average 
wholesale prices last week, the ear- 
liest date of any postwar year. The 
number of ’56s showing up at auc- 
tions has been impressive. 
Nevertheless, new models are 
bringing $124 more on the aver- 
age than did ’55s when they were 
first added to the index last Jan. 
10. 
According to the index, the aver- 


forcing of auto sales quotas on|age price of wholesaled ’56s last 


dealers, although “there is consul- 
tation and considerable mutual 
agreement” on the local market 
goals. 

“Yet, when the selling becomes 
difficult,” he said, “one hears fre- 
quent complaints by dealers, and 
there is evidence that they are 
selling more than they would vol- 
untarily choose to sell. The prac- 
tice of ‘bootlegging’ is one kind 
of evidence of this.” 

Moore testified that dealers bear 
the burden of price competition and 
questioned whether this should be 
so, “since it is the manufacturer 
who insists on expanding the total 
volume of sales.” 

Moore admitted dealers do not 
bear all the pressure of price com- 
petition because they are rewarded 


(Continued on Page 53, Col. 1) 
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Curtice Visits London Auto Show— 


week was $2,353. The first entry 
for ’55s last winter was $2,229. 


* * * 


T OTHER levels, the index last 

week pretty well balanced out, 
with four models showing gains 
while three were losing. Dropped 
from the index were ’48s. 


Gainers included ’52s, up $10 to 
$545; ’49s, up $9 to $194; ’50s, up 
$9 to $262, and ’51s, up $4 to $384. 

Models slacking off included ’55s, 
down $18 to $1,899; ’53s, down $21 
to $823, and ’54s, down $74 to $1,192. 
New averages for these three mod- 
els represented record lows. 

The overall average price for all 
models last week was $956, com- 
pared with $904 last Jan. 10 when 
55s were first added and ’47s were 


dropped. 





Harlow H. Curtice, General Motors president, left, takes time out during his Euro- 
common tooling and interchange-| pean tour to visit the International Automobile Show at Earl's Court, London. Looking 


over the new Sunbeam Rapier sports car are Curtice; Sir Reginald Rootes, deputy 


chairman, Rootes Motors, Inc., and Sir William Rootes, Rootes chairman. The Sunbeam 


is designed primarily for the American market. 








|S tnd RIA Ao AO ar Re RO TE a Oe a a a TE RI 


: 
i 
| 
' 
| 
| 


“,..sold my first car on 
Commercial Credit Plan in 


says MR. NORBERT KOPPY, President of 
Koppy Motors, Inc., DeSoto-Plymouth Dealer 


of St. Paul, Minn. 


CQ CTINCE 1936 we have used CoMMERCIAL CREDIT 


almost exclusively but I sold my first car on 
CommerciAL Crepir Pian in 1924. They have 
played an important part in expanding our 
volume. Our close tie-in with their local people 
has made it possible to work out any problem. 
Deals sold this way assure close contact that 


keeps the purchaser in the family. Prompt 
settlement of insurance claims has made cus- 
tomers happy and has put work in our service 
department. Their efficient handling, with re- 
possessions held to a minimum, has made many 
friends for us.” 


COMMERCIAL CREDIT DEALERS ARE Successf ul DEALERS 


A letter or call to your nearest COMMERCIAL CREDIT office will get you prompt and expert 
help with your financing problems, too. Why not call today? 


1924” 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore . . . 
Capital and Surplus over $180,000,000 
- » « Offices in principal cities of the United 
States and Canada 
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Packard Si 


3-Year Pact with UAW ... 





Ohioans Rebuff Ford, GM Pacts 


By Joseph M. Callahan Matthews said the economic 


“Staff Writer 

O citizens voted almost two 
to one last week against a pro- 
posal that would have permitted 
payment of state un- 
employment benefits 
to persons receiving 
guaranteed annual 

wage benefits. 

This vote had the 
temporary effect of blocking opera- 
tion of the modified GAW plans 
won. by the CIO Auto Workers from 
GM and Ford because these plans 
require that there must be “inte- 
gration” of state and company plans 
in states employing at least two- 
thirds of the firms’ workers. 


Integration has already been ap- 
proved in Michigan, New York, 
Massachusetts, Connecticut and 
Delaware. These rulings cover 61 
percent of Ford’s hourly workers 
and 55 percent of GM’s hourly help. 
A positive Ohio vote would have 
included 12 percent of the Ford 
workers and 17 percent of the GM 
employes in the plans. 


However, the Ohio defeat doesn’t 
necessarily mean that the modified 
GAW plans, scheduled to begin 
operation next June, must be 
scrapped. The Ohio legislature 
could approve integration next year, 
or enough other states could do so 
to meet the two-thirds require- 
ment. 


OK Possible Elsewhere 


ae could get the needed 5.8 
percent by approval in any two 
states such as Illinois (5.4 percent 
of its employes), Missouri (4.3 per- 
cent), New Jersey (4.9 percent) or 
California (3.2 percent). The GM 
plan could become operable by 
favorable action in Indiana (11 per- 
cent) or Illinois (4 percent). 

Chrysler Corp. employes are un- 
affected by the Ohio vote because 
more than 67 percent of them work 
in Michigan. 

If the necessary states fail to 

approve integration by June 1, 

the union and companies would 

have to return to negotiations to 
determine the fate of the plans. 

A UAW spokesman said the de- 
feat of the Ohio integration pro- 
posal would result in the deferment 
of the GAW plan until June, 1957, 
for Ohio workmen. This would give 
negotiators a year in which to work 
out an alternate GAW plan. 

He said, “There are many such 
alternate plans possible. For in- 
stance, the worker might get a 
lump sum after returning to work 
or he might receive state and GAW 
benefits on alternate weeks. There 
are certain other alternate and less 
desirable plans.” 

* 


* * 


Agreement at Packard 


AST week the CIO Auto Work- 
ers and Packard division 
reached agreement on a three-year 
contract which the union called the 
“best in the auto industry.” 
UAW Vice-president Norman 





Air-Defense Show— 


America’s national air defense was 
Graphically portrayed on the Plymouth 
News Caravan of Oct. 21, televised “live” 
over NBC from Selfridge Air Force Base, 
Mt. Clemens, Mich. Participating in the 
program, also featuring the 1956 Plym- 
ouths, were, from left, Bill Shipley, an- 
nouncer; Jerri Hoffman, Miss Michigan of 
1954, and Col. Norman S. Orwatt, com- 
mander of Selfridge Field. 






terms of the contract “fully meet” 
the pattern established in the 
Ford and GM pacts. The modified 
guaranteed wage plan is the same 
general plan, although it is im- 
proved in several respects. 

The Packard agreement covers 
about 9,000 workers in the Detroit 
area. Wage increases will be retro- 
active to Aug. 28, when the old 
contract expired. Salaried employes 
represented by the union were given 
a full union shop. 

Matthews said the working agree- 
ment was thoroughly revised, cov- 
ering the Packard expansion since 
the old contract was signed in 1950. 

The Packard settlement was ex- 
pected to bring more pressure for 
an agreement at Studebaker where 
talks on the local working agree- 
ment has blocked a settlement. 


* * + 
AFL Auto Workers Meet 


i CLEVELAND, the opening of 
the 10th annual convention of 
the AFL Auto Workers Union was 
marked by proposals to establish a 
$2.5 million strike fund and to 
move the union’s headquarters from 
Los Angeles back to Milwaukee, 
where it was set up in 1943. 

Among speakers at the conven- 
tion were U. S. Senator Wayne 
Morse, Oregon Democrat, and Al- 
bert L. McDonald, of the Depart- 
ment of Labor. The union has 110,- 
000 members. 

Last week the General Motors 


Ga. Stops Buying 


From Dealers 


ATLANTA.—The state of Georgia 
has decided to buy its cars and 
trucks direct from the factory. 

“T hate to cut the throats of our 
home folks, our car dealers,” said 
Gov. Marvin Griffin, “but it is the 
trend of the times to buy where 
you can buy the cheapest. It looks 
like I am going to have to do this 
in order to save the state money.” 


of Canada strike was in its eighth 
week, setting a record for dura- 
tion of a GM strike. Prospects 
for a quick settlement appeared 
bleak. 

Local issues at Oshawa, Ont., 
continued to interfere with the start 
of companywide bargaining. The 
principal stumbling blocks were 
seniority rights, starting time of 
shifts, duration.of lunch hours and 
overtime pay. ¥ 

+ + 


Reuther Hits Increases 


ECLARING that the American 
consumer is the “forgotten 
man” in our economy, Walter 
Reuther, CIO and UAW president, 
last week continued his campaign 
to get a congressional probe of auto 

price increases. ~ 
Addressing the Adcraft Club of 
Detroit, Reuther said, “With these 
profits at these unbelievable heights, 
industry ought to be willing to 
demonstrate industrial statesman- 
ship to lead America down the road 
to lower prices, bigger markets and 
more prosperity.” 
* * * 


30 N. Y. Dealers Settle 


OX THE dealership front, the 
strike by shop workers against 
180 dealers in the New York area 
was partly settled last week when 
Local 259 of the CIO Auto Workers 
settled with the 30 dealers of the 
Intercounty Automobile Assn. for a 
15-cent hourly increase. 

Although picketing continued last 
week at the other 150 dealerships 
that are represented by the Auto 
Workers, pickets have been pulled 
from most of the other non-union 
shops. 

The strike by service employes 
at the Chrysler retail branch here 
has been settled with the workers 
getting a 10-cent hourly raise. 

There is no change in the sales- 
men’s strike at the five Cadillac 
retail outlets. Picketing continued 
last week and all attempts at nego- 
tiations have failed. 


Pennsylvania Offers 182 Cars... 





State Invades U.C. Field 


HARRISBURG, Pa.—The State| expected peak next spring, the 
will move into the used-car business| State hopes to realize from $2 mil- 
again next Wednesday (Nov. 16)/jion to $2.5 million annually. The 


when it will receive bids from the 

public for 182 cars offered for sale 

over the protests of new-car dealers. 
Pennsylvania’s first venture into 


present inventory of “dogs” is ex- 
pected to be disposed of by spring 
when the new one-year turnover 


the automobile business came last | will commence with 1954 models to 
Aug. 6 when 100 cars were sold | be offered. 


to individual bidders for approxi- 
mately $40,000. 

The Pennsylvania Automotive 
Assn. in September lashed out at 
the practice—which is coupled with 
buying new cars direct from the 
factory—in a resolution adopted at 
its convention in Pittsburgh. 

The resolution was passed after 
the State awarded a contract for 
450 new cars at prices from $1,139 
to $1,223 each and it condemned 
the sale of vehicles to the State at 
prices less than those available to 
the auto dealer. 

According to the resolution, the 
State intends to turn the entire 
State fleet over each year “thus 
placing on the used-car market 
3,200 one-year-old cars to be sold 


‘| directly to the public rather than 


traded to dealers.” 

The cars to be sold this week 
are all classed as unserviceable 
“as is and where is.” Highest bid- 
der by letters to the State will 
take each car. About 100 of them 
are 1952-53-54 Fords and Chevro- 
lets formerly used by the State 
Police. 

When the new policy reaches its 


VonSchultheis to Head 


Coast °56 Auto Show 


SAN FRANCISCO. — L. E. von- 
Schultheis (Chrysler) has been 
named general chairman of the San 
Francisco Motor Car Dealers Assn’s 
30th automobile show to be held 
Jan. 7-15 in Civic Auditorium. 

The dealer committee also in- 
cludes Ellis Brooks (Chevrolet), M. 
S. Lester (Cadillac), Ansel J. Schloss 
(Studebaker) and Cecil A. White- 
bone (Ford). 








Dealer Starts "56 DeSoto with a Bang— 


Melrose Motor Sales, San Mateo, Calif. 
'56 DeSotos. A 200-piece band and 48 drum majorettes paraded throughout the city 
and put on a special show in front of the dealership. Inside a group of “moppet” 
boys, dressed in miniature-lettered coveralls, swarmed over the new cars, keeping 
them shiny and the visitors, estimated at 3,000, highly amused. 


, Pulled all stops in announcing the new 


Yarnall Calls Shady Ads 
Harmful to All Dealers 


ROANOKE, Va.— Unethical, mis- 
leading and false advertising by 
some dealers has destroyed the 
public’s confidence in the entire in- 
dustry, Frank H. Yarnall, NADA 
president, warned the Automotive 
Trade Assn. of Virginia at its an- 
nual meeting here, 

“Only a few dealers are guilty 
but, in this case, the tail is wag- 
ging the dog,” Yarnall said. 

As a result, he said, a standard 
of ethical behavior in the automo- 
bile business will be a major part 
of the NADA’s new policy code, 
now up for approval by the direc- 
tors. 

“The vogue today is to sell price 
instead of product . . . over-allow- 
ances have become the most im- 
portant part of a sales discussion,” 
Yarnall said. “The public is con- 
fused — and why not, when we 
advertise that we can do business 
profitably by giving a 25 percent 
discount on the price of a new 
car?” 

William T. Robey, Buena Vista 
Ford dealer, and outgoing presi- 
dent, went to the hospital for an 
emergency appendectomy a few 
day before the convention. 

John T. Swanson, Danville, 


moved up from first vice-presi- 
dent a few days early in order to 
preside at the convention ses- 
sions. 

Other new officers, installed dur- 
ing the meeting, are J. R. Chapman, 
Richmond, first vice-president; Har- 


































Nov. 9 
(Sale very fast. Sold 129 cars out 
of 180 offerings.) 

BUICK—’55 Super Riviera, 2 at $2,300* 
(ps); Special 2-dr., $1,800*, °54 Spe- 
cial 4-dr., $1,390°; Special 2-dr., $1,- 
290. °53 Special 4-dr., $950°. °52 
Super Riviera, $800*. °51 RM 4-dr., 
$390*; Special 2-dr., $385. 

CADILLAC—’'52 (62) coupe, $1,400* 
(ps); 4-dr., $1,300° (ps). '51 (62) 4- 
dr., $1,125*, $980*. 

CHEVROLET—’55 Bel Air (8) coupe, 
$2,330* (ps); Two-ten (8) 2-dr., $1,- 
455°. 
$1,085; 
conv., 


’54 Two-ten station wagon, 
2-dr., $950*°, $930; Bel Air 
$995*. °53 Two-ten station 


wagon, $1,035*; 2-dr., $840*%, $805; 
club coupe, $715; Bel Air coupe, 
$850, $845, $800; 4-dr., $785; conv., 


$800, $780, $700; One-fifty 2-dr., $595. 
52 SL Deluxe conv., $550*%; 2-dr., 
$505*. °51 SL Deluxe Bel Air, $450. 
$405; 2-dr., $410. '50 SL Deluxe 2- 
dr., $240, $180. 

CHRYSLER — '54 NY 4-dr., $1,600* 
(ps). °52 Windsor 4-dr., $485* (ps). 
‘51 Windsor Sport coupe, $550*, 
$460*; Imperial 4-dr., $395°. 

DeSOTO—’55 Fire Dome (8) Sport 
coupe, $2,900*. '54 Fire Dome (8) 4- 
dr., $1,100*. '53 Fire Dome (8) club 
coupe, $840*; 2-dr., $830* (ps); Pow- 
ermaster 4-dr., $575*. '52 4-dr., $460. 
"50 club coupe, $250*. 

DODGE—’'55 Cornet club coupe, §$1,- 


850°. °53 Coronet (8) 4-dr., $710*; 
2-dr., $700*; Wayfarer 2-dr., $500*. 
50 4-dr., $140 


FORD — '55 Country sedan, $1,865°; 
Fairlane (8) Victoria, $1,855*, $1,550; 
Custom (6) 2-dr., $1,465*. '54 Crest 
(8) Victoria, $1,300* (ps), $1,185*, 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 34, 35, 46, 47 





$1,140*; 2-dr., $1,105; Custom (8) 4- 
dr., $1,030; 2-dr., $965; Main (8) 
club coupe, $820; Main (6) 2-dr., 
$725. °53 Custom (8) 4-dr., $§775*, 
$750, $725; 2-dr., $770, $760°; Cus- 
tom (6) 2-dr., $690; Main (6) 2-dr., 
$650; 4-dr., $580. '52 Custom (8) 4- 
dr., $545*; Main (6) Business coupe, 
$250. °51 Custom (6) 2-dr., $340*, 
$265. '50 Deluxe (6) 4-dr., $115. 

HUDSON—’52 Hornet 4-dr., $395*. 

KAISER—'53 2-dr., $475. 

MERCURY—’55 Custom 2-dr., $1,665. 
’54 Monterey Sport coupe, $1,550* 
(ps). ’53 Monterey Sport coupe, $1,- 
175, $1,115*; 2-dr., $1,175*; Custom 
2-dr., $780. 

NASH—'54 Rambler 2-dr., $770. ’53 
Statesman 2-dr., $715; Rambler conv., 
$560. 52 Statesman 4-dr., $405. 

OLDSMOBILE—'54 (98) Holiday, $1,- 
820°. 

PACKARD—’53 4-dr., $770*. 

PLYMOUTH—’55 Plaza (6) 4-dr., $1,- 
290, $1,135. °54 Savoy 2-dr., $905*, 
$815*. 53 Cranbrook Belvedere, $950, 
$760; 4-dr., $555; $530; station wagon, 
$480. °52 Cranbrook station wagon, 
$510; 4-dr., $370, $355; club coupe, 
$360. °51 Cranbrook station wagon, 
$425; club coupe, $310, $305, $300, 
$250. 

PONTIAC—’55 Chieftain (8) Catalina, 
$2,100* (ps); 2-dr., $1,655*. ’54 Chief- 
tain (8) Catalina, $1,450*. °53 Chief- 
tain (8) station wagon, $910; 2-dr., 
$680, $505*. °52 Chieftain (8) 4-dr., 
$600*, $575. °51 Silver Streak (8) 
Catalina, $565*, $500*. 

STUDEBAKER—’54 Commander Sport 
coupe, $980; 2-dr., $765. '52 Com- 
mander conv., $375*; 4-dr., $225. °51 
Champion 2-dr., $210. 





old E. Erwin, Fairfax, second vice- 
president; Paul C. Duckworth, 
Lynchburg, third vice-president, 
and W. O. Riley, Woodstock, secre- 
tary-treasurer. 

Charles B. McFee jr., Richmond, 
is executive vice-president. 


Robey will serve as a'mémber of 
the board of directors this year. 
Other new directars, in addition to 
Chapman and -Duckworth, are P. 
Warren Spratley, Hampton; C. B. 
Mason, Portsmouth; A. M. Barlow, 
Petersburg; Raymond K. Fulton, 
Wytheville; Joe L. Hill, Roanoke; 
R. E. Smith, Winchester; D. D. 

(See VIRGINIA, Page 52, Col. 5) 


Oct. Sales Highs 
Are Chalked Up 
By Car Makers 


DETROIT. — Auto makers last 
week continued to report the high- 
est October sales of new cars in 
history. 






Pontiac 


Pontiac dealers delivered 35,814 
new cars during October, according 
to R. M. Critchfield, general man- 
ager, which compares to 24,660 sold 
in October, 1954. The attainment 
marked an alltime October record 
for Pontiac. 

“It is especially significant that 
these high sales were made with 
the new ’56 car announcement com- 
ing in the latter part of the month 
and with many of our dealers sold 
out of ’55 cars the first of October,” 
Critchfield said. 

“This record accomplishment by 
dealers indicates the splendid re- 
ception being accorded our 1956 
models.” He said used-car sales 
were 65,756—another alltime record 
—compared with 47,053 in last 
year’s October. 


General Motors 


October domestic sales of General 
Motors new and used cars were 
the highest in history for that 
month, President Harlow H. Curtice 
announced. Ten-month sales also 
set records in both categories, he 
said. 

New-car sales by GM dealers 
during October totaled 231,283. Dur- 
ing the final 10 days of the month, 
new-car sales were 71,583. 

October used-car sales by GM 
dealers totaled 408,849. The figure 
for the last 10 days of the month 
was 151,855. 

For 1955 through Oct. 31, sales of 
new GM cars totaled 3,191,731. 
Used-car sales during the same 
period totaled 4,200,669. 


Ford 


Sales of 1956 Ford cars and trucks 
have set a new 30-year record for 
October, according to L. W. Smead, 
Ford division general sales man- 
ager. 

Ford dealers sold 160,364 of the 
new models during the introductory 
month, he said. 

The total was 26.3 percent higher 
than Ford sales during October 
1954, and was exceeded only by 
October, 1924. 





coo 





BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 


BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 


Result— more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF. 


BRAKES « POWER STEERING « POWER BRAKING ¢ CONSTANT VELOCITY UNIVERSAL JOINTS ¢ HYDRAULIC REMOTE CONTROLS 


BENDIX "07%" SOUTH BEND 14". “@Bpotyy7 


aviavTion CoaPoRation 


Export Sales: Bendix international Division, 205 East 42nd Siveet, New York 17, N. Y. 
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Autodom’s Horatio Alger Story ‘os 


Wagon Tied to Rising Star 


| ride to work and has isolated many | it possible for many more families 
a housewife on a “no-car” island. | to add a second car to release the 
| housewife from her “no-car” island. 
|It is a safe bet, Eggert said, that 
'one of the cars will be a station 
| wagon. 


(Continued from Page 2) 


construction has done away with 
the old “lumber pile” rattle and 
appearance of the early ones. 

In other words it in fact has 
become a family car retaining its 
value as a carryall which reaches 
down into the fourth reason, 
versatility of product. 


Eggert said that his department’ 
had made it a point to find out} 
what station wagon owners hauled. | 


He mentioned with a laugh that 
one farmer’s list of cargo~had 
included a calf. 

So here the increased appeal as 
a family car to consumers with 
three, four and five children joins 
the appeal to a farmer who can 
merge passenger car and “calf- 
carrier” into one. 

The move to the suburbs for 
many families has ended the walk 
to the corner grocery or drug store. 
It has ended the streetcar or bus 


| 


Now this thrusts upon these 
| suburban families of increasing size 
additional reasons for owning a 
“three-seat” family car which can 


carrier. It will bring—in time at 
least—the new-type shopping center 
as close as was the corner grocery 
in the city. 

Also, rising incomes have made 


| Ohio Eyes Tightening 


Of Dealer-Salesman Law 


COLUMBUS, O. — Ways of 
strengthening Ohio’s licensing law 
for dealers and salesmen were dis- 
cussed at a luncheon given by 
Gov. Frank J. Lausche for mem- 
bers of the State board and offi- 
cials responsible for enforcement 
of the act. 

No decisions wete reached, it 
was reported. 





double as a grocery and commodity | 


Now it can be seen how all the 
points outlined by Eggert merge 
into a concentrated pressure 
which will push more and more 
consumers into station wagons, 
both today and in the future. 
Then, on top of this, comes the 
continuing “population bulge” 
which will ensure a growing market 
for station wagons to get a bite of. 
For instance, the 1931-42 birth-| 
rate average has been increased by 

50 percent in the years 1943-54. 
Translated into reality, this means 
that in each of the 12 years 1961-72 
there will be an average of 3.6 
million new drivers emerging from} 





their “cocoons.” 


McGee Signs with Willys— 


Harvey W. McGee, president, General Truck & Equipment, Inc., St. Paul, signs con- 


tract to become a Willys dealer. Standin 


g, from left, are L. E. Sanders, Willys Min- 


neapolis zone manager; Jack W. Witt, General Truck sales manager; C. W. Grinstead, 
Willys divisional manager, and Hugh S. Floraday, Willys district sales manager. 





| ple move to the suburbs. A glance] showed a suburban increase of 109 


As the population grows and at the 14-year tale of four cities is| percent and a city gain of 23 per- 


income rises—as it has in the past) 
—there will be more and more peo-| 


quite revealing in that respect. 
Detroit's growth from 1940-54 
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cent; Chicago, suburbs, 60 percent, 
city, 13 percent; New York, suburbs, 
30 percent, city, 9 percent, and 
Los Angeles, suburbs, 110 percent, 
city, 50 percent. 

An additional incentive to the 
move to the suburbs is the move- 
ment of industry because workers 
tend to be near their jobs. Indus- 
trial expansion has been 84 per- 
cent suburban and 16 percent 
urban in the years 1949 to 1954. 


So it seems that the smart dealer 
of the future will be a suburbanite 
with a nice stock of station wagons 
with some convertibles for dessert. 

Whatever happens, it seems that 
Eggert and others who spend their 
days peering into the mists ahead 
}are convinced that there’s a very 
exciting future for the automobile 
|in America. 


Cancelled Dealer 
Upheld by Wis. 


‘Supreme Court 


(Continued from Page 4) 


will go far to reduce economical- 
ly unsound and deleterious sales 
and merchandising practices 
throughout the industry,” Milan 
said. 

“The majority of the court now 
expresses the realization that a 
limited number of manufacturers 
| controlling the extent of production 
and distribution can adversely dic- 
tate to those dependent upon them 
| for consumer goods and such man- 
| ufacturers must now submit to rea- 
|sonable regulation of their rela- 
tions with dealers. Franchised re- 
| tailers in all lines of merchandising 
| may now look for some relief from 
| offensive domination,” he added. 


The key statement in the major- 
ity opinion of the court, written by 
| Justice George Currie originally as 
|a minority dissenting opinion, was 
| this one: 

“The state has thus made it 
| erystal clear that the unfair can- 
cellation of a dealer’s franchisé 
without provocation and without 
considering the dealer’s equities 
is against the public policy of 

this state.” . 

The reference was to the WATA- 
sponsored cancellation law of 1935, 
amended in 1937, which had never 
been squarely tested in a constitu- 
tional action before. 





‘Schultz Moves Up 
‘At Motor Wheel 


| LANSING. — Carl F. Schultz has 
| been elected automotive sales vice- 
president of Motor Wheel Corp. He 
succeeds C. S. 
Holden, who died 
Oct. 26. 

Formerly sales 
manager of Motor 
Wheel's pressed 
steel division, 
Schultz joined the 
company asa 
member of the di- 
vision's sales staff 
in 1953. He previ- 
ously served in 
technical and ex- 
| ecutive capacities with Oldsmobile, 
| Ford Motor and Pressed Metals 
Corp. of America. 





C. F. Schultz 
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is the mark of a 
modern auto radio! 
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Many new cars, including all General Motors cars, offer 
the Delco electronic Wonder-Bar Radio. Ask your car 
dealer for a demonstration. Delco Radio, Division of 
General Motors, Kokomo, Indiana. 
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Factories Ship 
370,279 Units to 
Canadian Dealers 


OTTAWA. — Auto factory ship- 
ments to dealers rose in September 
for the sixth straight month to a 
total of 370,279 vehicles for the first 
nine months of 1955, second only to 
the record year of 1953, according 
to the Canadian Government. 

This compares with the 300,706 
shipped in the same period of last 
year. September’s figure was 19,077 
which was an increase from the 
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13,982 sent to dealers during the 
same month of 1954. 

Passenger cars accounted for 
302,821 units while trucks and buses 
took up the remaining 67,458. Also 
noted was a sharp increase in the 
number of U. S.-made vehicles im- 
ported into Canada during Septem- 
ber. This leaped from 738 in 1954 to 
3,067 in September, 1955. 

Some observers believed that this 
might be attributed to the General 
Motors of Canada, Ltd., strike 
which began Sept. 19. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


Eprror’s Nore: This is one of a 
series of letters on 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

Dear Ed: 

I RAN into a pair of shoppers 
today—different kind of shop- 

pers. A man and his wife came 


PLEXIGLAS signs 
stay bright for years. User says- 


“..-Mot one iota of color deterioration” 
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Chemicals for Industry 


Meeting the Practical Problems .. . 
Case Histories of a Salesman 


in to get a price on a new car for 
their son, who was overseas but 
was expected home within 30 
days. 

They had been shopping all 
over town and had their pock- 
ets filled with notes full of 
scribbled figures. 

It wasn’t surprising to me to 









PLEXIGLAS is @ trademark, 
Reg. U.S. Pat. Of. and in 
other principal countries in 
the Western Hemisphere. 


ROHM & HAAS 


COMPANY 


Washington Square, Philadelphia 5, Pa. 
Representatives in principal foreign countries 


Canadian distributor: 


Crystal Glass & Plastics, Ltd., 130 Queen’s 
Quay at Jarvis Street, Toronto, Ontario, Canada. 





learn that they had been getting 
the typical shopper treatment: 


A salesman, after quickly quali- 
fying the couple as _ shoppers, 
would immediately rule out a 
“close,” give them a price and 
politely send them on their way. 

I confess I was starting to slip 
into this same pitfall myself when 
I realized that they were becom- 
ing discouraged by their show- 
room experiences. 

+ * * 


ST about the same time, the 

mother of the boy—who was 
in Korea—pulled out a letter she 
had received from her son and 
started to read parts of it to me 
to impress me with the serious- 
ness of their visit to our show- 
room. He had told them pretty 
exactly what kind of car he 
wanted. 


I immediately changed my tac- 
tics and invited them into my 
closing room. When they were 
comfortably seated, I said: 


“Mr. and Mrs. A—, let’s talk 
some more about your son’s 
request. 

“I know it’s hard for you to shop 
for someone else, especially when 
they are a month away from 
everything we are talking about 
here. 

“So let’s just pretend your son 
is sitting in on this deal with 
us right now. Because he gave 
every detail in his letter, we can 
work out a price for a specific 
car in our stock that matches his 
request. 

“After that, if you are satisfied 
with my price, we'll go for a ride 
in a car just like it. I'll let you 
both drive—that will be a sure 
way for you to know what you 
are buying for your son.” 

= * * 
I TOLD them that if they liked 

the price and the ride, I 
strongly suggested that they write 
a deal and bind it with a small 
deposit. I emphasized that only in 
that way could they be sure of 
getting the price I offered that 
day, and be sure of getting the 
exact car they wanted the day 
their son arrived home. 


“I realize that many things 
can happen,” I said, “so I will 
write on the order, ‘Deposit 
may be refunded within two 
weeks. That will give you 
enough time to make all neces- 
sary arrangements.” 

I paused a moment, then said, 
“Wouldn’t it be a thrill for all of 
you to go down to the train and 
meet your boy with his brand- 
new car just like he ordered it? 
I'd like to be there myself to see 
your faces. 

“By closing the deal with me 
now you can go home and forget 
about the job of trying to shop 
for someone else.” 

After a few more questions 
they decided to go ahead with 
my deal. While I was writing it 
up I couldn’t help but think how 
easily I could have muffed the 
job if I had taken the attitude 
that these persons could not be 
buyers today because they were 
shopping for prices for a son who 
was thousands of miles away. 


Bert Simons. 


Buick Completes 


Jet Production 


FLINT.—Buick has completed its 
jet engine contract with the U. S. 
Air Force after building more than 
4,300 Wright J-65 engines, Ivan L. 
Wiles, general manager of Buick, 
reported last week. 

Wiles said the plants used for jet 
manufacturing are being converted 
to automotive production. 

The jet engine assembly plant at 
Willow Springs, Ill., is being con- 
verted for use by Fisher Body and 
the Flint plant will be used for 
expansion of Buick’s Dynaflow 
transmission facilities. 

Buick was awarded the contract 
to build the J-65 early in 1951 and 
the first engine was shipped in 
September, 1952. Prior to that time 
the J-65 had not been built on a 
mass production basis. 
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FAMILY WEEKLY is the 
Sunday Colorgravure 
magazine distributed with 
weekend newspapers in 
America's Hometown mar- 
kets from coast to coast — 
104 of them, and still 
growing. 






New York 
Chicago 
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St. Louis 
New Orleans 
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Your advertising in FAMILY WEEKLY saturates 104 Hometown markets 
in which more than 4,461,500 passenger cars are in use — a greater pool of 
potential buyers than in eght giant cities combined. 

FAMILY WEEKLY is editorially geared to Hometown buyers—families 
who own more automobiles and use them more. It delivers your sales message with localized, full- 
color impact on buyers and dealers alike who cannot be reached as effectively and economically 
through any other medium. Its coverage @nd readership is ideally suited to providing solid rein- 
forcement in both consumer and dealer merchandising. 

If FAMILY WEEKLY is not already an important part of your market-by-market coverage 
pattern, our representative nearest you would like to tell you how FAMILY WEEKLY provides 
an effective, single harness for the tremendous buying power that makes for sales in 104 Hometown 
markets—and delivers it with one order, one billing—and in color. May we come in? 


FAMILY WEEKLY MAGAZINE, Inc. 


Leonard S. Davidow, Publisher 


153 N. MICHIGAN AVENUE «+ CHICAGO 1, ILLINOIS * ANdover 3-1270 


T. R. Watkins, Detroit Manager 
424 BOOK BLDG. ¢ DETROIT 26, MICHIGAN e¢ WOodward 1-9704 


NEW YORK 17, 17 East 45th Street LOS ANGELES 25, 1416 Camden Avenue ORINDA, CALIF., 82 LaCuesta Road 


at 
THESE ARE THE 104 MARKETS YOU CAN SELL THROUGH FAMILY WEEKLY ag 

ALABAMA: Anniston, Dothan, Florence-Sheffield -Tuscumbia - Muscle Shoals, Huntsville, Tuscaloosa - ARKANSAS: El Dorado, Hot Springs - CALIFORNIA: Eureko, Monterey, Oy 

Sacramento, Santa Barbara, Santa Rosa - COLORADO: Colorado Springs, Grand Junction, Pueblo - CONNECTICUT: New Haven - FLORIDA: Daytona Beach, Fort Myers, fq 


Gainesville, Sorasota, Tallahassee, Tampa, West Palm Beach - GEORGIA: Albany, Rome - IDAHO: Boise, Idaho Falls, iietalhe: 4 ILLINOIS: Bloomington, Chompaign- i - 
Urbana, Danville, La Salle, Quincy, Springfield - INDIANA: Morion, New Albany - IOWA: Council Bluffs, Dovenport, Dubuque, Waterloo - KENTUCKY: Bowling Green, Owens- Now in aN HLA rT 
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Is Debt Too High? 


Trust Company Points at Quality of Credit 
As Posing Real Threat 


CLEVELAND. — Although in- 
stallment debt in the U. S. has 
reached an alltime peak of $26 bil- 
lion, the ratio to personal income 
is not alarming, according to the 
Business Bulletin of Cleveland 
Trust Co. 


Rather than in quantity, the 
danger is to be found in the 
quality of U. S. debt, the bulletin 
said. 


The publication noted that “this 
year has witnessed record-breaking 
installment borrowing by the pub- 
lic” and that “repayments are high, 
but well below new loan volume.” 

The bulletin said installment debt 
Aug. 31 was at a peak of $26.2 bil- 
lion and over four-fifths of the rise 
in 1955 was in automobile paper. 


“This,” the bulletin noted, “has 


56 Seat Covers 
Due to Emulate 
New-Car Styles 


PATTERSON, N. J. — New tex- 
tures and weaves will be the key- 
note of the 1956 auto seat covers, 
according to a recent survey by 
Rayco Mfg. Co. 

Reporting on the survey, Jules 
Rudominer, Rayco vice - president, 
said, “The new patterns have been 
developed to simulate the highly- 
styled upholstery in the new cars.” 

Rudominer said such patterns as 
simulated Jacquard and dobbie 
weaves are scheduled to be intro- 
duced by several manufacturers. 
He predicted that the major styling 
development will be highly tex- 
tured patterns similar to home fur- 
nishings and fashion fabrics. 

Colorwise, the survey showed 
that gray, red, brown and black 
are gaining favor. However, the 
study noted that shades of blue and 
green still account for 35 and 42 
percent, respectively, of the indus- 
try’s sales. 


D.C. Old Timers 
Elect Barnhart 


WASHINGTON. — Donald C. 
Barnhart, former assistant manag- 
ing director of NADA, last week 
was elected president of the Wash- 
ington Automobile Old Timers. 
Barnhart succeeds Stanley Horner 
(Buick). 

J. Leo Sugrue is first vice-presi- 
dent; Roger L. Lewis, second vice- 
president; Frank Small jr., third 
vice-president; Dick Murphy, sec- 
retary; A. Leftwich Sinclair jr. 
(Dodge - Plymouth), treasurer; 
Floyd D. Akers (Cadillac-Oldsmo- 
bile), Harry W. Bendall (Pontiac) 
and C. J. Caithness (Buick) direc- 
tors. 


Green Favored 
GMC Truck Survey Shows 


Color Preferences 


PONTIAC. — Truck buyers seem 
to prefer even flashier vehicles than 
car buyers, judging from a recent 
GMC truck and coach division sur- 
vey. 

The study revealed that delta 
green was the most popular color 
among GMC truck customers. The 
second most popular color is flame 
red, followed by a two-tone, aqua 
blue and dover white. 

In contrast to these sparkling 
truck colors, a leading paint maker 
has reported that its most popular 
colors are white, black and medium 


Black, one the most common 
truck colors, was requested by only 
2.1 percent of the GMC buyers and 
rated twelfth in preference. 


Nylon Tire Standard 


On Imperial, New Yorker 


DETROIT. — Nylon cord tires, 
being used for the first time as 
original equipment on production 
automobiles, are standard on the 
1956 Imperial and Chrysler New 
Yorker. 

The tire is the Goodyear nylon 
“Deluxe Super Cushion” tubeless. 


prompted discussion as to whether 
debt is too high and growth too 
fast. As compared with earlier 
years, today’s installment debt looks 
very large—nearly five times as 
great as in 1940.” 

However, the publication ob- 
served that a better yardstick is 
ratio of debt to income. At the end 
of 1929, this ratio was $3.80 of debt 


for each $100 of annual income 
after taxes; in mid-1941 it was $7.80 
and on Aug. 31,°1955, it was about 
$9.50. 


However, it was said that while 
the overall ratio of debt to in- 
come is the highest in history, 
this is by no means true for all 
individuals, A study indicates 
that 57 out of each 100 “spend- 
ing units” (roughly families) had 
no installment debt at all in early 
1955. 

At the other extreme, ten out of 
each 100 were devoting from 20 to 
39 percent of their income—after 
taxes—to payments on installment 


Kenworth Producing 
40-Ton Dump Truck 


SEATTLE.—A 40-ton truck, be- 
lieved to be the largest two-axle 
dump vehicle being made, is be- 
ing produced by Kenworth Motor 
Truck Corp. here. 

The diesel-powered trucks, 12 
feet across, are designed for off- 
highway jobs in open-pit mining 
and earth moving. 


debts and an additional two in each 
100 were paying 40 percent or more. 

It seems likely that the danger 
spots, the bulletin said, in today’s 


debt picture are among the 12 per- 
cent who are using one-fifth or 
more of their incomes to meet in- 
stallments. 

In other words, it is not the 
amount of debt today which is of 
concern but the quality of cer- 
tain types of debt and the loose 
practices which have shown up 
here and there, according to the 
bulletin. 

“The ratio of installment debt is 
now at an alltime peak,” it noted, 
“but this is not so remarkable when 
the reasons for its growth are ana- 
lyzed. For most families, the pres- 
ent debt does not appear to be out 
of line with current income.” 
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Auto Credit Rise 
Slows Up; Banks 
Lose 1954 Share 


WASHINGTON.—A slowing of 
the upward trend in automobile 
credit has been revealed by the 
Federal Reserve Board’s announce- 
ment that the gain for September 
was $382 million, the lowest monthly 
rise since Februaty. 

Of the total amount of $13,929 
million of such paper outstanding 
at the end of September, all finan- 
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cial institutions showed a gain over 
1954 except commercial banks, 
which dropped $27 million. At the 
same time, sales finance firms 
gained $38 million; auto dealers 
went up $1 million and all other 
lenders increased $4 million. 

However, gains were shown over 
August, 1955, all down the line. 
Sales finance companies led with 
a $233 million gain; banks were 
next with $124 million; then came 
auto dealers with $15 million, and 
other lenders with a $10 million 
increase. 

However, repayments were down 
$60 million from August. 





Epitor’s Note: Oneofa 
series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or dealer orally 
in staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 
Dear Fellow Worker: 
EE Enterprise — and 
you. 


Teamwork in the Dealer Shop 


We have read and heard 
a lot about “the 


No.24 free enterprise 
oo system.” But has 
series *Y . 


it ever occurred 
to you that our business — 
the automobile sales and 
service business — is an 
outstanding example of 
“free enterprise?” 

In this business we suc- 
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ceed or fail by our own 
efforts. Nobody is holding 
us back—making our cus- 
tomers accept. inferior 
work. Nobody is holding us 
down — making us do less 
than full measure for our 
customers. We set our own 
pace. 

The efficiency with which we 
serve automobile owners is the 
only determining factor con- 
trolling our prosperity and 
security. Tomorrow’s profit — 
tomorrow’s security — depend 
upon how we do today’s job. 

We are engaged ina 

good business — one that 
nothing can destroy. In 
good times and bad there 
will be plenty of automo- 
bile business. People can’t 
get along without cars. To- 
day’s registration is high 
enough to keep our service 
shop busy regardless of 
the condition of other lines 
- of business. 


Let’s do the kind of 
work that will please 
people. Let’s keep down 
costs so that more people 
can afford to patronize us. 
Let’s be courteous, patient, 
thoughtful and careful. 
Let’s keep abreast of devel- 
opments in our field. Let’s 
sell ourselves by our work. 


If we will live up to 
those resolutions the New 
Year coming our way will 
be prosperous and our fu- 
ture will be secure. 

Cordially yours, 
CAR DEALER & 
COMPANY 
Manager 


Bigger Budgets 
Seen for 56 by 
Auto Ad Council 


CHICAGO.—A high level of busi- 
ness in 1956 and greater advertis- 
ing and promotional efforts were 
foreseen by members of the Auto- 
motive Advertisers Council at their 
fall meeting here. 

This optimistic view was included 
in a report on a survey of manu- 
facturers’ advertising plans pre- 
sented by L. C. Dobrunz, Wagner 
Electric Co. The survey was made 
among members of the AAC. 

Practically all AAC members are 
making plans for increasing ad 
budgets next year, the survey dis- 
closed. 

A large majority of council mem- 
bers reported greater sales thus far 
for 1955 over 1954 and a healthy 
sales increase was forecast for 1956. 


Book on Model T 
Adds to Legend 


DETROIT.—Beloved in its own 
day, the Model T is taking on legen- 
dary proportions in the minds of 
the American public. Last week 


“lanother book joined the growing 


list of Model T literature to help 
nourish the legend. 

It is “Henry’s Wonderful Model 
T,” by Floyd Clymer ($5.95; Mc- 
Graw-Hill Book Co. Inc. New 
York). 

The 219-page book is essentially a 
picture book, containing glimpses 
of shiny and battered Model Ts of 
all varieties and vintages. 

There are drawings and descrip- 
tions of the Model T’s components, 
and there is a liberal helping of 
Model T humor and songs. Many 
contemporary ads are reprinted, in- 
cluding some for the fantastic 
accessories that flooded the market. 

In short, the book offers nostalgia 
aplenty. 

—Bos SHELDON 
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Single-Theory Dealer Group 
Lacking in Balance 


SOME years ago we were talking with a factory expert in 
sales planning. He was pointing out that in any auto 
dealer organization, a relatively small percentage of dealers 
produced the largest number of sales. 


These were the volume dealers. They were held in high 
regard by the factory, for they were the ones who laid the 
Aas on the street and kept the dough coming into the 
actory. 


The majority of the dealers had value to the factory, too, 
for the smaller number of cars they sold still helped the 
profit picture and they provided representation and serv- 
ice for the particular make in the far corners of the 
country. 


In effect, they were the balance wheel for the dealer 
organization. Not dependent on volume, they could survive 
in good times or bad. 


Could it be that the factories are losing their balance 
wheels in the race for volume? 


Factories have been emphasizing the volume theory of 
sales to the point that it appears every dealer will have to 
get volume or get out. 


Will this leave a balanced dealer organization, one that 
ean survive the ups and downs that any business must 
have? 


This is extremely doubtful. The dealer who gears his 
operation to volume must have volume to survive. What 
happens when volume drops off for a considerable period? 


In the long-term plan books of the auto makers, the auto 
market is constantly getting bigger, but there are dips as 
well as rises ahead. 

The quality dealer networks built up during the late 
1930s did a remarkable job in surviving four war years in 
which the assembly lines were shut down. 

Will dealer networks being built today have as much 


strength? Isn’t there room in this business for service deal- 
ers and conservative dealers, as well as volume dealers? 





Coming 
Events 


Dealer Conventions 


Nov, 13-15—Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 
nati, O. ’ 

Dec. 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb. 

Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Sait Lake 
City, Utah. 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. - Feb. |—39th Annual National 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 

Washington, D. C. 

Feb. 26-27—Louisiana Automobile Dealers 

Assn., Hotel Roosevelt, New Orleans, 


La. 

May 26-28— South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

Sept. 17-18, 1956—Minnesota Automobile 
Dealers Assn., St. Paul Hotel, St. Paul, 
Minn, 

* * * 


Dealer Auto Shows 


Nov. 19-27—Portland Auto Show, Pacific 
International Exposition Bldg., Portland, 


Ore. 

Nov. 26-Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 
Nov. 30- Dec. 4—Sioux 
Municipal Auditorium, Sioux City, la. 
Dec. I-ll—Los Angeles Auto Show, Pan- 
Pacific Auditorium, Los Angeles, Calif. 
Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 
Jan. 7-15—San Francisco Auto Show, Civic 

Auditorium, San Francisco, Calif. 

Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bidg., Columbus, O. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan. 7-15 — Chicago Auto Show, Interna- 

tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan. 13-22—Seattle Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan. 14-22—St. Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28—Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore, Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O. 

Jan. 25-29—San Diego Auto Show, Elec- 
tric Bldg., Balboa Park, San Diego, 
Calif. 

Jan. 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Jan. 28-Feb. 5— Quad-City Autorama, 
Rock Island, Ill. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex. 

Feb. 6-l1—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-l1—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas, 

March 16-18@—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans. 

April — Lewiston Auto 
Armory, Lewiston, Me. 

* * * 


Show, Lewiston 


General 


Nov. 24-28—Boston Auto Show, Common- 
wealth Armory, Boston, Mass. 

Nov. 27-30 — Annual Meeting, American 
Institute of Chemical Engineers, Statler 
Hotel, Detroit, Mich. 

Nov. 28-Dec. I—Air Conditioning & Re- 
frigeration Exposition, Atlantic City Au- 
ditorium, Atlantic City, N. J. 

Dec. 45 — Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 

Dec. 6—Automotive Affiliated Representa- 
tives. Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 

Jan. 1-10—Mexican International Automo- 
bile Show, National Auditorium, Mexico 
City Mex, 

Jan. 9%-13—Society of Automotive Engi- 
neers Annual Meeting, Sheraton-Cadil- 
lac and Statler Hotels, Detroit, Mich. 
(See CALENDAR, Page 42, Col. 3) 


30 Years Ago Ds 


City Auto Show, ; 





Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 


"I've decided to treat this territorial 
problem in my own way!" 


Letterbox 





‘Kidded by Customers .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request, Address Editor, Automotive News, Detroit 26, Mich. 


General Confusion 


The news item on the appoint- 
ment of A. S. Bloomberg as coor- 
dinator of sales during the “Magic 
Seat Cover Contest” which ap- 
peared on Page 43 of your October 
31st issue, has been brought to my 
attention. 

While we sincerely appreciate 
your interest in this promotion and 
the space you have given us, there 
is a grave error in the news item 
as it is printed here—one which I 
have been asked to call to your at- 
tention in the hope that you can 
give us a correction. 

I am referring to the line which 
reads, “He will guide sales of vinyl 
plastic seat cover materials pro- 
duced by the Textileather and Jean- 
nette divisions of Bolta Products, a 
division of General.” 

Textileather and Jeannette are 


The Big S tories 


The number of Ford employes in the U. S. totals 178,216, an 
increase of nearly 16,000 over the previous high of 162,233, reached 
last May. The present figure shows a gain of more than 26,000 over 


the employment peak of 1924. 


Dodge earnings for the nine months ended Sept. 30 were reported 
at $25,435,427, before interest and Federal taxes. This compares with 
$14,642,055 in the same period of the previous year. 

The first decisive step toward elimination of war taxes on automo- 
bile products was taken by the Ways and Means Committee. The tax 
on automobiles was cut from 5 to 2 percent, and the 2% percent tax 
on auto parts, accessories and tires was repealed. The tax on trucks 


was eliminated. 


Buick Motor Co. announced that $2 million had been appropriated 
to be used in increasing the production of Buicks to 1,200 cars per 


day. Production for 1926 was set at a 


possible 300,000. 
—From the files of Automotive News. 


most certainly not divisions of 
Bolta Products. All three (Texti- 
leather, Jeannette and Bolta Prod- 
ucts) are divisions of General Tire 
& Rubber Co. General’s plastic divi- 
sion is comprised of these three. 

I know that it may seem a bit 
confusing, but if your editors had 
either adhered to the original word- 
ing in our news release or read the 
release a bit more carefully before 
rewriting the story, there would 
have been no problem. 

As it now stands, I am sure that 
you can appreciate the feelings of 
our Textileather and Jeannette 
friends when they are kidded by 
customers as being “a division of 
Bolta.” You can perhaps also un- 
derstand our feelings when expla- | 
nations, apologies, etc. are de- 
manded of us. 

In view of this, if possible, we 
would greatly appreciate a correc- 
tion along the lines that Bloomberg 
will coordinate sales of vinyl plastic 
seat cover materials produced by 
the Textileather, Jeannette and 
Bolta Products divisions of General 
Tire & Rubber Co. during the Magic 
Seat Cover Contest.—Apa C. Bray, 
Editor, Bolta News Bureau, Bolta 
Products, Lawrence, Mass. 

* + * 
Wrong City 

Having read the article on page 
56 of the Sept. 26, 1955, issue, we 
wish to call your attention to the 
fact that State Chevrolet, Inc., is in 
Youngstown, O. (not Boardman), 
and the officers are: Arthur J. 
Sweeney, president, William F. 
Wolf, vice president and Howard 
W. Divelbiss, treasurer. — (William 
F. Wolf, State Chevrolet, Youngs- 
town, O. 














WITH Z-7 BUILDS 


SATISFACTION! 
Only this 





Member Penn. Grade Crade Oi! Assn., Permit No. 2 





GET THE FULL PROFIT STORY! 


Call your nearest Pennzoil distributor, listed in the yellow 
pages of your phone book. 





NO WONDER PENNZOIL 


PERMANENT CUSTOMER 











in power and pickup. Pennzoil with 
Z-7 controls carbon and restores 
compression, gives the effect of 
adding octanes to gasoline. 
Actually unlocks engine horse- 
power, because it keeps the 
entire engine free of power- 
stealing deposits. 


SEE 
the proof 


of improved performance in better 
gasoline mileage and low oil 
consumption. Pennzoil with Z-7 
banishes the carbon deposits 
that waste gasoline, neutralizes 
oil-wasting crankcase contami- 
nants to give long protection 
against wear. 















the difference 


in smooth, quiet operation. Pennzoil 
with Z-7 stops ‘‘ping”’ by eliminat- 
ing combustion chamber deposits, 
prevents valve clatter by keep- 
ing valves, valve lifters and 
other vital parts clean and 
functioning properly. 


ENJOY 


carefree driving 


and complete lubrication protec- 
tion as long as Pennzoil with Z-7 is 
kept in the crankcase. The benefits 
of this different Pennsylvania 
motor oil last from one fill to 

the next, regardless of driving 
conditions, no matter what 

the weather. 





Bigger service profits, increased overhead absorption! 


Pennzoil doubles your power for service 
profits. First, with the motor oil that im- 
proves engine performance so noticeably 
your customers can hear and feel the differ- 
ence. Second, with the exclusive Kontax 
System®, the customer relations program 
that brings in more service customers 


regularly and sells more items per repair order. 

Feature Pennzoil with Z-7 in your new and 
used cars and in your service department. Then 
put the Pennzoil Kontax System to work. 
You’ll see the difference—more satisfied cus- 
tomers, more service volume, and bigger net 
profit through increased overhead absorption! 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


ULL-DEPTH solid foam rubber 
“slabs” for seat cushions and 
backs, new designs in “breathable” 
nylon coated trim materials, and 
vinyl-coated sheet metal were 
among the many interesting de- 
velopments displayed by U. S. Rub- 
ber Co. in its exhibit at the Ameri- 
can Society of Body Engineers 
(ASBE) annual convention in De- 
troit. 

Attendants stated that the new 
ventilated nylon seat trim mater- 
ials are available in a variety of 
patterns in all Chrysler Corp. 
1956 cars. Favorable progress is 
reported on tests under way by 
other makers. And it appears to 
be merely a question of how fast 


RIGHT CARS 








the new material can be worked 
into production plans by Fisher 
Body, Ford Motor Co. and other 
manufacturers. . 

Full-depth foam cushions already 
are in use in the Continental and in 
certain Packard models. The degree 
of interest being shown by seating 
engineers throughout the industry 
indicates that additional designs 
now in the works promise radical 
changes in seat construction. 

A vinyl coating has replaced con- 
ventional finishing methods on sev- 
eral body interior parts, including 
seat frame side panels. Looking 
somewhat like a “crackle” finish, 
the vinyl may be applied to vir- 
tually any metal surface. It works 


equally well with steel or aluminum. 
Now being tested for a number of 
parts, the vinyl-coated metal tech- 
nique seems slated for wide produc- 
tion usage during the next several 
years. 
+ * * 

Imagination-Tickler 
For Pump Designers 

WORKING model at the ASBE 

exhibit of the Atwood Vacuum 
Machine Co. was used to demon- 
strate a new principle suggested for 
operation of fuel pumps, oil pumps, 
window lifts, windshield wipers, 
power seat adjusters, etc. Called 
the Atwood venturi pump, the unit 
illustrates principles which were 
said to make possible design sim- 
plicity and operating economy when 
applied to actual designs for power- 
ing engine auxiliary functions and 
automotive accessories. 

The simple mockup had a small 
spool-shaped vibrator mounted at 
the end of an arm several inches 
long — with the entire assembly 
immersed in the working fluid. 
Electric power was used to move 
the vibrator at a frequency of 120 
cycles per second through an am- 
plitude that looked to be about 
3/16 inch. 

The small vibrator chamber 
(about the size of an engine oil 





filter housing) was nearly filled 


pump principle. The display. ap- 


with fluid. The suction intake line} parently was shown principally as a 


consisted of a glass tube which led 
down into the reservoir. On the 
outlet side, another tube led out of 
the vibrator housing and discharged 
the fluid downward against blades 
of a small impeller. After deliver- 
ing work to the impeller and caus- 
ing it to rotate, the fluid then 
dropped down into the open reser- 
voir. 

In operation, back-and-forth 
movement of the vibrator with its 
venturi-shaped opening creates a 
vacuum effect in the housing and 
causes fluid to be sucked up through 
the intake tube. Simultaneously, 
fluid is forced out of the vibrator 
housing through the discharge tube. 

The action, then, is such that an 
effective fluid pump is provided 
through oscillation of the venturi in 
the fluid-filled chamber. Specifica- 
tions shown on the plate displayed 
with the model were: Power re- 
quired, 10 watts; maximum flow at 
zero head, 10 gallons per hour; 
maximum head, 11 ft. water or 4.8 
pounds per square inch. It was in- 
dicated that pressure would vary 
with the square of vibrating fre- 
quency. 

* * * 
N° CLAIM was made for product 
designs based on the venturi- 





: RIGHT TERMS 


help keep sales moving 


VSED CARS 





Isn't it folly to compete with yourself? 


That’s what happens, if you sell new cars on 
long, costly terms to your better-used-car prospects! 
You slow the steady sale of late-model trade-ins. 


Repeat business is slowed up too, when you 
arrange “easy terms” on new cars for people with 


used car incomes. 


Selling the right cars to the right prospects on the 
right terms helps to keep turnover fast. 





With the GMAC Thrift-Guard Plan you can fit 
comfortable terms to the needs of all your prospects 
while offering extra values and protections. You gain 


(1) Control of the whole transaction. 


(2) Gross from time contracts. 


(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


Te 


oy 
TIME PAYMENT 


PLAN 





The GMAC 
Thrift-Guard Plan 
available to Dealers in 
CHEVROLET © PONTIAC 
OLDSMOBILE @ BUICK 
CADILLAC 
new cars,-and used cars 
of all makes 


GENERAL MOTORS ACCEPTANCE CORPORATION 


means of stimulating design appli- 
cations among engineers who 
visited the exhibit. Altogether, it 
strikes me as a rather intriguing 
idea. 

With pressurized carburetion 
and fuel injection coming along 
toward production status, there 
will be an advantage in having a 
fuel pump that can be mounted 
inside the gasoline tank. Numer- 
ous other possibilities exist for 
embodying this operating princi- 
ple in automotive equipment de- 
signs. 

One obvious drawback is, of 
course, the need for an alternating 
current source to operate the vibra- 
tor. However, even this problem 
may work itself out in a natural 
way as progress in alternators and 
rectifiers moves the brushless alter- 
nating current generator closer to 
possible production usage in pas- 
senger cars. 

* + - 
Ordinary Bel:ing Flour 
Shows Air-Flow Patterns 


AN INTERESTING application of 
common everyday flour as an 
aid in studying air distribution pat- 
terns in a product development pro- 
gram has been discovered by Ford 
Motor Co. engineers. Research 
problems in testing experimental 
designs for automotive heating sys- 
tems were solved through use of 
this common kitchen commodity by 
the electrical laboratories section of 
the Ford engineering staff. 

By permitting a measured 
amount of flour to be blown 
through the heating system, Ford 
engineers obtained a grid pattern 
on the heater core honeycomb. 
For close study and interpreta- 
tion, the pattern is transferred to 
a large sheet of blank paper. 

This transfer is made by carefully 


dumping flour from the core onto 
*~ * * 
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Flour Pattern Study— 


William Herzina, Ford product design 
engineer, examines flour patterns made 
during heater tests. This simple technique 
provides information on air-flow charac- 
teristics and contributes to development of 
efficient designs. 

* om ~ 
the paper. Flour patterns then are 
preserved for permanent record by 
spraying with liquid plastic. 

In evaluating the data, engineers 
have found that a uniform flour 
pattern indicates that air flow 
across the heater core surface also 
was uniform. This, of course, signi- 
fies satisfactory operating efficiency. 
If, however, light and dark spots 
show up in the pattern, the investi- 
gators know that air flow through 
the core was uneven—and some 
adjustment or design change is 
called for. 

A light section in the flour pat- 
tern warns of a “hot spot,” or an 
area where the air flow is too great. 
Darker blobs or patches of flour on 
the core surface represent areas of 
sluggish or poor air flow. 

In many types of testing, air flow 
is measured with a conventional 
velometer measuring device. In 
heater core tests, however, this in- 
strument is of no use; because of 
the bends and elbows in heating 
system ductwork. 

It seems to me that this simple 
flour-pattern technique may be a 
“natural” for use in checking air- 
flow during development of con- 
densers and evaporators for air 
conditioning systems, as well as for 
certain body engineering work and 
engine cooling and air intake 
studies. 


Johnson Sells Deal 


Guy F. Johnson has -sold his 
Cadillac-Pontiac dealership in Owe- 
go, N. Y. Johnson identified the 
buyers as John McBride, L. Ben 
Phillips and Roger Dibble. 
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How They're Pushing Sales 





Dealer Ad Ideas 


Factual Ads Pledged 


Bie try to sell as many Fords 
as humanly possible, but our 
advertising always will be com- 
pletely factual and anything adver- 
tised will. be backed up 100 per- 
cent,” David W. Riesmeyer, presi- 
dent of Riesmeyer’s Fordland, Web- 
ster Groves, Mo., told his customers 
in a newspaper ad. 

“We're mighty proud of our rec- | 
ord for business integrity over the) 
last 30 years,” the ad continued, 
“and we're planning on selling new 
Fords to your grandchildren as well 
as to you.” 

Riesmeyer promised that all his 
insurance and financing would be 
placed with established firms and 
that rates would be “as low as good 
business will permit.” 

* * * 


Recorded Sales Talk 


ON ALLEN CHEVROLET, New 

York, sent prospects a recorded 
sales message, inviting them to 
come in and see the new 1956 Chev- 
rolet. The record—a five-inch, 78- 
r.p.m. model—was pressed on a 5% 
by seven-inch postcard. 

oa *” 7 


Can’t Top This 
LLIOTT Lincoln-Mercury, Provi- 
dence, is featuring a “Top Hat” 
promotion, with all salesmen sport- | 
ing top hats which are inscribed: | 
“Top Value.” 
* * aa 
Show of Wagons 
ENMORE Motors, (Ford) 3330} 
Delaware Ave., Kenmore, N. Y., 
promoted station wagon business 
with a five-day “Wagon Show” on 
its lot. 

Management said the show was 
directed at suburbanites, outdoors- 
men, tradesmen and large families. 
Kenmore Motors said it had special 
cooperation from the Ford Buffalo 
factory branch in assembling the 
large display of models and color 
combinations for the “Wagon 
Show.” 

The agency invited the public to 
shop displays on Sunday when no 


salesmen were on duty. 
* x * 


Triple Bonus at Humphrey 
UMPHREY Chevrolet, Milwau- 
kee, offered a triple bonus to 

used-car buyers—free set of snow 

tires, free permanent anti-freeze 

and a year’s free lubrication. 
“Hurry in—this offer will end soon 

—we’re tradin’ wilder than ever,” 


the ad said. 
. ~ = 


Plenty at Steak 


ONALD McCLOSKEY, Melrose 

Park, Fla., took a good long) 
look at a steer used in a promotion | 
by Colonial Pontiac, Miami. It} 
weighs 860 pounds, McCloskey 
guessed. 

He hit the weight right on the 
nose —and Colonial gave him the 
steer and offered to provide free 
freezer storage for his steaks on| 
the hoof. More than 2,600 guesses 
were submitted during the week-| 
long contest. 

om 


‘Clearance’ Sale 


OLONIAL MOTORS (Chrysler- 
Plymouth) Burlington, Vt., of- 
fered $65,000 worth of used cars for 
sale during a 60-hour non-stop 

“sale-a-thon.” 
A number of nearly new models 


Mann & Future for a real deal with 
all the facts before you.” 


* *, * 


Added Firepower 


Bo a used car and get a shot- 
gun free, advertised Gatchett 
Motor Co. (Chevrolet), Cincinnati, 
as a feature of a one-week used- 


car sale. 
1. Watch your speed. - oe 


“2. Watch the signs. 2nd Car for 91 Cents 


“3. Watch all other drivers. SECOND toe 81 . 
“ heats | used car for cents 
4. Watch your own motoring was offered by the used-car 


tions on “how to get there and 
back.” 


ee department of J. H. Albers C 
“5, Watch * f epa en o ° . Ts oO. 
pay eee (Chrysler-Plymouth), Cincinnati. 





As an example, it listed: 
| °'53 Dodge V-8 four-door....$1,141.00 
’49 Dodge two-door.............. 91 


* * * 


A Myth Exploded 


WO New York dealers teamed to. accession 
“explode a myth about car deal-{ Both for ...0...00...000000000.. $1,141.91 
ers” in a joint advertisement. The | ei Ss 
dealers, Mann Auto Sales Corp. ° 
(Dodge-Plymouth) and Future Mo- | Ads Spotlight ‘R&Cs’ 
tors, Inc. (Dodge), told the public: OOT for Nash Inc., Buffalo, is 
promoting the idea that its cus- 


“To hear some ‘shrewdies’ tell it, u 
the car dealer lost 300 dollars on| tomers are satisfied with a series 


the car they bought. Remember— of newspaper ads built around the 
neither we nor our worthy competi- | theme: “He’s a R.S.C. (Repeat Sat- 
tors are in business to make deals | isfied Customer). 

like that. Shop around for your | Each ad features a picture of a 











“It’s not so bad—I think I can 
fix it for much less than a new 
car would cost you.” 





at least twice, earning the title of 
a “Repeat Satisfied Customer.” The 
person’s name, address and the 
nature of his transaction are re- 
ported. 


x * * 


Paint Job for $49.95 
ARTIN J. BARRY (Lincoln- 
Mercury), Baltimore, announc- 
ing the opening of its new body 


and fender shop, offered “A new 
paint job for your car—any car, any 
color—$49.95—complete.” 

Barry also invited customers to 
drive in for free estimates on body 


and fender work. 
* * * 

‘Country Dealer’ 
“q*OUNTRY dealer—satisfied with 

small profits,” advertised Jenk- 
intown Ford, Jenkintown; Pa., a 
suburb of Philadelphia. In an ef- 
fort to attract the big-city buyers, 
Jenkintown invited Philadelphians 
to “Drive five miles more... get 
$100 or more for your old car.” A 
special bonus on no-trade deals was 
offered. 

* * * 

‘Thanks, Friends’ 

HANKS,” said Lake Chevrolet, 

Oswego, Ore., “to our many 
friends who made our ’55 model 
year the greatest in our history.” 

Inviting one and all to the show- 

ing of the 1956 models, Lake’s ad 


promised, “A drive to Oswego will. 


convince you that you will not only 
make the greatest savings on a new 
car, but receive the friendliest of 
service.” 


Dodge or Plymouth. Then come to|customer who has dealt with Root 


r | 





were included. The sale was ad- 
vertised as needed to make way 
for more tradeins on 1956 Chrys- 
lers and Plymouths, then being 
unveiled at Colonial’s main show- 
rooms, 227 S. Main St. 

A feature of the event was a 
“Dutch Auction,” with several late 
model cars being reduced $10 in 


price every hour. 
* . ~ 


Christmas Safety Program 


TT! 12 members of the Jay Coun- 
ty Automobile Dealers Assn., 
Portland and Dunkirk, Ind., are 
staging a Christmas Safety adver- 
tising program. 

Their first offering was an eight- 
by-20-inch newspaper message 
headed: “Christmas is such a won- 
derful time—but will you be around 
to enjoy it?” 

The dealers offered five sugges- 
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o People are emotional, lovable and very animated. 
. ’ , Number 134 is a statistic. It says 134 people will die in auto 
, ' ‘accidents this Saturday. It doesn’t say 
J Who Dies or 
Where They Die 
it only says will die. 
The certainty of it is frightening. 


When you get behind the wheel of your car this Saturday, 
remem . . . 184 is your enemy. Don’t contribute to its 
success by being inconsiderate on the road. You have every- 
thing to gain by being courteous and careful . . . and the lives 
of the animated innocents to lose by being careless. 


\ There’s a number for every day of the week (average figures 
for automobile fatalities) ack . ' - 
134 is the number for Saturday, 
‘. 115 is the number for Sunday, 
; 70 is the number for Monday, Tuesday and Wednesday, 
‘ 83 is the number for Thursday, and 
’ 95 is the number for Friday. 


These numbers are your enemies. Fight them every day of the 

; week. The next time you pull out to pass a car on a curve or 

F \ on a hill, think of the number. Every time you’re in a hurry 

and press heavily on the accelerator . . . think of the number. 

Every time you get behind the wheel . . . there’s a number for 

that day. When you’re careless on the road, you’re risking a 
bad trade—your name for a number. 


National safety groups, automobile manufacturers and auto- 
motive a are all constantly striving to reduce accidents 
and make driving safer and more pleasant. 


! One of these suppliers, Auto Specialties Mfg. Co., Inc., of Saint 
Joseph, Michigan, has developed safer brakes for today’s more 

a cars: Auto Specialties Double-Disc Brakes. These 

rakes, desi on an entirely different principle, have passed 

‘the severe ing tests of the leading car factories. Auto 

Specialties Double-Disc Brakes make driving safer, make 

‘ drivers surer of their brakes. Their adoption will be in keeping 

with the automotive industries’ aim for safer and safer driving. 


A 16-page, 4-color book, ‘“The Stopping Story,” gives detailed 
information about these brakes. It’s free. Write for it to 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN: 


Plants also at Benton Harbor and Hartford, Michigan 
and Windsor, Ontario, Canada 
Manufacturing for the automotive and farm machinery industry since 1908 
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AUTOMOTIVE WASHINGTON 


GOP Drops Clay Plan 
For Roads, Says Kohler 





en. By William Ullman 
Washington Correspondent 
7a Administration has abandoned the plan proposed by 
Gen. Lucius D. Clay for financing a big highway-building 
drive, according to Gov. Walter Kohler of Wisconsin, chair- 
man of the U. S. Governors’ Conference which met here last 


week. 
“The Clay plan is ou 
Gov. Kohler said following 


the meeting, which was at- 
tended by Administration leaders. 

The Clay plan incorporated a spe- 
cial bond issue, which met with 
wide opposition on Capitol Hill 
during the last session of Congress. 

Gov. Kohler said there was no 
agreement on how a massive new 
road-building program should be 
financed, but that everyone present 
agreed that action should be taken 





jj 
t,”” leaders, he added, appeared to have 


adopted “a realis- 
tic approach” to 
financing the pro- 
posed gigantic 
highway - build- 
ing idea advanced 
by President Eis- 
enhower. \ 
Secretary of 
Commerce Sin- 
clair Weeks and 
Secretary of Agri- 
culture Ezra Ben- 


William Uliman 
as early as possible. Administration |son were present at the meeting, 






Kohler said, to explain the Admin- 
istration’s current position on road 
building. 

Gen. Clay, it may be recalled, 
headed a special Presidential 
highway committee. It called for 
a 10-year total of spending, by 
Federal, state and local govern- 
ments, of $101 billion on road 
construction. 


Endorsing the Clay plan, Presi- 
dent Eisenhower asked Congress to 
set up a new Federal agency that 
would borrow money to put in mo- 
tion a $25 billion plan to provide 
within 10 years a 40,000-mile net- 
work of transcontinental super 
highways. 

The Senate passed a rival road 
bill by Senator Albert Gore, Ten- 
nessee Democrat, which called for 
direct congressional appropria- 
tions to finance a major road- 
‘building program. The Senate 
specifically voted down the Clay 
program. The House voted down 
all road legislation. 

The recent meeting was designed 
to promote agreement on a program 
to be offered Congress when it con- 
venes in January. Another meeting 
will be held before then. And, 


meanwhile, all factions are being | 
sold on the idea that any tax pro-'! 
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“help mcities 
if the 166 tools in the 


set is a basic in handling service operations most 

frequently met. The big, six-drawer chest keeps them 
safe, and right at your finger tips as needed. 
Check over the list—then check your own tool kit! 


166 TOOLS IN BIG 





gram must be “fair and equitable 
across the board.” 
+ * * 


Debt Alarm Soothed 


HERE is no cause for immediate 
alarm about consumer debt, ac- 
cording to the U. S. Chamber of 
Commerce in its official publica- 
tion, Washington Report. Two fac- 
tors are cited to support this view. 
1. The rate of repayment on al- 
most all kinds of consumer debt 
still is almost as high as the rate of 
lending. Thus loans repaid nearly 
equal new loans extended. 

2. The ratio of consumer credit 
to personal disposable income 
does not, at present, seem to be 
too much out of line. 


The Chamber said this editori- 
ally: 

On balance, the credit situation 
comes to this: As long as personal 
income holds up, consumers can 
carry the debt. And there seems to 
be nothing in the economy to indi- 
cate any drop in personal income. 

A possible soft spot in the picture 
is installment credit. A major item 
in this field is auto installment 
credit. Currently, Americans owe 
an estimated $13.5 billion on their 


6-DRAWER CHEST 


TALK IT OVER with your Snap-on 
Man—it’s easy to plan a steady re- 
placement of misfits with Snap-on 
money-makers! For big free cata- 
log of 4000 Snap-on tools, ask 
your Snap-on Man, or write 


SNAP-ON TOOLS 
CORPORATION 


8082-K 28th Avenue, Kenosha, Wisconsin 
*Snap-on is the trademark of Snap-on Tools Corporation. 


Snap-on Tools 
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cars—a significant increase over 
the total of $10 billion last year. 

The increase, of course, is due to 
the alltime high in auto purchases, 
promoted by attractive design, cuts 
in profits per car, and easy credit 
terms. 

Another important sector of the 
credit picture is personal loans 
which have increased from $4.7 
billion last year to $5.2 billion as 
of August, 1955. 

Both of these increases in con- 
sumer debt can be looked upon in 
part, as a reflection of the general 
confidence in business. 

Further, debt delinquency is near 
a record low. 

There is, however, a growing 
tendency among lending institu- 
tions to tighten up, take a second 
look at credit risks, although the 
results have not yet shown up in 
the statistics. This may be viewed 
as a healthy trend and has been 
commended more than once in re- 
cent months by the National Cham- 


ber. 
* a * 


A Word of Caution 


———E the Mortgage 
Bankers Assn. of America, Un- 
dersecretary of Commerce Walter 
Williams cautioned both business- 
men and consumers to “take care 
not to become over-optimistic and 
to extend themselves too far” if 
they want the national economy to 
remain sound and prosperous. 

Williams predicted that the pres- 
ent “good times” will continue into 
next year “provided we maintain 
the two prime ingredients of a 
sound economy—confidence and re- 
sponsibility—in balance.” 

“When businessmen,” he added, 
“let inventories build up too high 
or over-expand their plants in a 
spirit of speculative or excessive 
optimism, they are setting the 
stage for a corrective readjust- 
ment.” 

Fortunately, said Williams, nei- 
ther of these conditions seem to be 
present at the moment. 

Labor, too, must exercise respon- 
sibility, Williams warned. It is ex- 
tremely important to remember, he 
said, that the only way that real 
wages can be increased is through 
increased productivity. 

* * * 


L-O-F Stock Plan 


CCORDING to the Securities 

and Exchange press summary 
for last week, the Libbey-Owens- 
Ford Glass Co., Toledo, filed a state- 
ment Nov. 2 seeking registration of 
19,605 shares of its $10 par common 
stock, to be offered for sale to em- 
ployes holding Libbey-Owens-Ford 
Glass Co. series K options granted 
in accordance with its employe 
stock option plan. The option price 
was said to be $77.50 per share. 


* * * 


Editors Choose Ford 


= Society of Business Maga- 
zine Editors meeting here last 
week announced Henry Ford II, 
president of the Ford Motor Co., as 
the winner of the first annual 
“Voice of Business” award. 

Ford was chosen by the business 
editors, it was stated, for “making 
the most substantial contribution 
to industry in 1955 in leadership, in 
business ethics, and in making it 
understood that most businesses 
are conducted with careful regard 
for the public interest.” 

*~ ~ * 


Discount Appeal 


yas Department of Justice is 
taking to higher courts the Fed- 
eral District Court decision which 
in effect killed the so-called tire 
maximum discount rule. If the ap- 
peal is successful, the Department 
of Justice and the Federal Trade 
Commission will be able to use the 
rule to place a carload ceiling on 
prices given by various tire makers 
to all their various size accounts, 
where such action is needed. 

The small independent tire deal- 
ers say this would insure them fair 
competition, protecting the little 
man from the price advantages 
which large dealers enjoy through 
discounts on heavy purchases. 

oe oe * 


Chrysler Picks Roberts 


RANK L. ROBERTS has been 

appointed Washington repre- 
sentative for Chrysler to succeed 
the late George Malcomson. Rob- 
erts, formerly with Chrysler in De- 
troit, resigned as chairman of the 
Defense Department’s Renegotia- 
tion Board to return to his former 
association. 


et Dae Sg aR 
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ARE GU GETTING READY 
—————— 
FOR WINTER TOO? 





Last winter's unprecedented demand for BLUE CORAL inspired 
this ad. May we suggest that you lay in a good supply of BLUE 
CORAL now for the winter months ahead? By doing so now 

you will be assured of a busy, successful service department. 

Now is the ideal time to remind your customers of BLUE ~ 
CORAL’S incomparable all weather protection for fine car fin- 
ishes. Tell them of BLUE CORAL’S overwhelming acceptance by 
the world’s leading manufacturers of fine cars. . . . With just one 
BLUE CORAL TREATMENT they will agree that BLUE CORAL is the 
peer of all paint preservatives! Your customers will show their appre- 


ciation by making many return visits to your service department! py b, . ti é, ( 
=~) 


Now is the time to look ahead, to plan ahead! The creators of 
BLUE CORAL are ready to deliver your WINTER SUPPLY of 
BLUE CORAL..... NOW! 


© 1954—H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment e WHITE PLAINS, NEW YORK 
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Auto Dealer Changes 


Twenty additions to Studebaker’s| 25 years, will build a $100,000 build- 
ing on Colorado Blvd., Pasadena, for 


dealer organization include: 

Hagdorn Motors, 7140 German- 
town Ave., Philadelphia. Owner is 
Carl W. Hagdorn. 

City Auto Mart, 1063 E. Green 
Bay St., Shawano, Wis. Partners 
are Maynard W. Labutske and 
Harold V. Peterson. 

Melton Motor Co., 811 Pine St., 
Albany, Ga. Owner is T. D. Mel- 
ton. 

Curtis Auto Service, 1020 W. 
Northwest Highway, Arlington 
Heights, Ill. Owner is William H. 

Curtis. 

: Mt. Greenwood Motors, 10319 S. 
Kedzie Ave., Chicago. Partners are 
George Shumsky and Robert 
Pomper. 

Seven Thirty Seven Boston Road, 
Inc., D/B/A Gladstone Bros., 737 
Boston Rd., Billerica, Mass. Princi- 
pals are Alfred Gladstone, presi- 
dent; Sumner Gladstone, treasurer, 
and Karl Gladstone. 

Cipresso Auto Sales Co., Twenty- 
Ninth and Snyder Ave., Philadel- 
phia. Edward Cipresso is president, 
and Joseph E. Cafero is treasurer. 

Clayton’s Sales & Service, Inc., 
125 Main St., Lakewood, N. J. 
Viola M. Clayton is president 
while Bruce D. Clayton is vice- 
president and manager. 

Mickey Rorer, Inc., 1721 Olden 
Ave. Extension, Trenton, N. J. 

L. Frank Rorer is president, and 
Isabelle C. Rorer is treasurer. 

Mallon Motor Co., 635 Robert St., 
St. Paul. Owner is E. J. Mallon. 

Grafton Service, Inc., Wisconsin 
and Broad Sts., Grafton, Wis. 

Franklin Boesch is president, and 
Ralph Blaubach is vice-president. 
This dealership also handles Pack- 
ard. 

Boot Hill Studebaker, Inc., 707 
Second Ave., Dodge City, Kans. 
Laura M. Stremel is president; 
Viola R. Owens, vice-president, and 
Morton Fischer, secretary-treasurer. 

Anderson Nash Co., Inc., 2509 
Sumner Ave., Memphis. J. R. Ander- 
son is president, and Mrs. J. R. 
Anderson is treasurer. 

Jackson Motors, 132 N. Court 
St, Talladega, Ala. Owner is 
Prentice R. Jackson jr. 

Boonslick Motors, 216 Main St., 
Boonville, Mo. Owner is David 
Haun. 

Bill Fraser Motors, 141 Green- 
wood Ave. Bend, Ore. Owner is 
William A. Fraser. 

Watkins Studebaker Sales, Seven- 
teenth and J Sts., Bedford, Ind. 
Owner is Fred Watkins. 

Crawford & Witter, Inc., 242 W. 
Cook St., Portage, Wis. John Craw- 
ford is president; Fred L. Witter, 
vice-president. and Tom Crawford, 
secretary-treasurer. 

Sholund Auto Sales, Clintonville, 
Wis. Proprietor is C. J. Sholund. 

Bill’s Auto Sales, Carpenter and 
Woodward Aves., Iron Mountain, 
Mich. Owner is William H. Mitchell. 

of 


oe * 
Griffith Buys Building 

Griffith Oldsmobile, Inc., Kan- 
sas City, a new firm headed by 
Maz Griffith and George H. 
Welsh, has purchased a building 
at Sixty-second and Troost for 
$205,000. It will be ready for use 
about Feb. 1. The dealership now 
is in temporary quarters at 5436 
Troost. 
* * 


Hanshumaker Adds Mercury 


Hanshumaker Motor Sales, Inc., 
Delphos, O., has taken over the 
Mercury dealership and will con- 
tinue to handle Studebaker and 
Packard. 


* * * 


Clinger Buys Thomas-Chafer 


William E. Clinger has pur- 
chased the Thomas-Chafer 
Chrysler-Plymouth dealership in 
Painesville, O. 

ca * - 


Caruso Shifts to’ Pontiac; 


Fox GMC Maps Expansion 


H. J. Caruso has sold H. J. 
Caruso, Inc. (Dodge-Plymouth), 
Compton, Calif., to his brother, Al- 
bert, and has purchased Orrin W. 
Fox Pontiac Co. Pasadena. The 
Fox company will be renamed Free- 
way Pontiac. 

Fox, who has been a GMC dealer 


expansion of His GMC dealership. 


* * * 


Williams Sells to Brother 


Dewey D. Williams, formerly 
vice-president of Kelley-Williams 
Motor Co. (Ford), Kansas City, 
has purchased the company from 
his brother, Damon E. Williams. 

* * ‘* 


Dean Buys Nye 


Nye Chevrolet, Athens, O., has 
been sold to Roger Dean, Inc. The 
firm will be moved from 85 N. 
Court to Dean’s building on E. 
State St. 


* * * 


Lamar Takes Over Deal 


Henry Lamar IV has acquired 
sole ownership of Lamar-Persons 
Motor Co., Macon, Ga., and he has 
renamed the dealership Lamar 


Pontiac Co. For the past 18 years, 
Lamar was co-owner of the com- 
pany. 

* © * 


Dodrill Ford to Open 


Garfield Dodrill is opening a Ford 
dealership on Ohio Route 50, just 
west of McArthur, O. 


* * * 


Baher Takes DeSoto 


H. E. Baher, Inc. is a new DeSoto- 
Plymouth dealership in Alhambra, 
Calif. 


* * * 


Faircloth Buys Giles 


Giles Motor Co. (Buick), Tampa, 
Fla., has been purchased by Jd. C. 
Faircloth, Delray Beach Buick 
dealer. 


* * * 


Griffin Motors Opens 


Griffin Motors (Ford) has opened 
in Edison, Ga. 


* * * 


Smith Motors Moves 


Carl B. Smith Motors, Inc. 
(Dodge-Plymouth), Macon, Ga., has 
moved from Broadway to larger 
quarters on Third St. The service 
center is at 627 Third St. and the 
sales center is at 663 Third St., the 
former site of Thornton Motors. 








In 1907, two Germans intro- 
duced a perfumed lubricant so 
the auto wouldn’t smell so badly. 





Felton Fincher is new-car sales 
manager, and Ralph Doolittle is 
service manager. 

+ * + 


Rupp Sells to Carr 


Rupp Motor Co. (Lincoln- 
Mercury), Great Bend, Kans., has 


been sold by Clarence Rupp to Dean 


Carr, formerly manager of the 
Great Bend branch of Bankers In- 
vestment Co. Carr has renamed the 
firm 10th St. Motors, Inc. 


* +* * 
Wilsons Sell to Jones 
In Lexington, Ky. 

J. P. Jones, New Albany, Inc., 
has purchased the Lincoln-Mercury 
dealership in Lexington, Ky., from 
Marion and Tyree Wilson. 


Jones previously was associated 
with a Ford dealership in Lexington 


‘|}and presently owns Johnny Jones 


Lincoln-Mercury Co., in New Al- 
bany. However, he said there was 
a possibility that he would sell and 
concentrate on his Lexington busi- 
ness. 

+ * Ea 


Harvey Sold to McPheters 


Harvey Motor Co. (Pontiac), 
Meade, Kans., has been sold to 
LeRoy and Leo McPheter, and is 
now operating as McPheter Motor 
Co. 

+ * * 
Lindburg Quitting 

Lindburg Studebaker, Springfield, 
Ill., has announced that it is going 
out of business and is cleaning up 

(Continued on Page 21, Col. 3) 
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Auto Dealer Changes 


(Continued from Page 20) 


its new and used-car stocks. The| Studebaker franchises. Owner of 
firm is located at 209 E. Monroe,| the firm is Lawrence Anderson. 


the used-car lot at 606 S. Sixth. * * 
; pal Mercury for Schroeder 
Mitchell Mercury Opens Schroeder Automobile Co. (Ford), 


Mitchell Mercury Inc. has opened | Northfield, Minn., has been awarded 
at 3539 S. Hanover, Brooklyn, Md.| a Mercury franchise. 
Matthew E. Mitchell is general * * «& 
manager; Walter J. Kennedy heads ° 
new and used-car sales, and George Berry Sells Buick Deal 
P. Reinhardt is service manager. In Cleveland to Davis 


oe oe Sale of Cleveland’s Metropolitan 


O’ Kelley Takes Hudson Buick, one of the largest dealer- 
{ ’ hi; in th id to Earl 
Coon Donates Training Car— Dayne O’Kelley Motors, 10902] HiPi oP rormer ar eeter tn 


Stanley Coon, president Coon Bros. Nash, Detroit, left, presents a Rambler Cross Humble Rd. Houston, Tex. has Athens, O., has been announced 


been appointed a Hudson dealer- 
Country to M. D. Roe, superintendent of South Redford Township (Mich.) schools, aS | ship, Ppo - A ong sieinecs ey a aap 


Robert Whittington of Nash Detroit zone, right, looks on. The car will be used in e G's and will change the dealership’s 
driver-training classes at the Lee M. Thurston High School. Mobridge Opens name. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT aD |_ Mobridge Auto Sales, Mobridge, Berry, 51, entered the auto bus- 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? S. D., has been granted Nash and| iness 30 years ago, and will re- 
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Rely on REYNOLDS 
Parts and Trim 


The sketches above are modifications of actual parts and trim produced by 
Reynolds Aluminum Fabricating Service. Vast fabricating facilities, experienced 
design and engineering assistance and quality control from mine to 

finished product are three good reasons why it pays to rely on Reynolds for 
your automotive aluminum requirements. 





Look to Reynolds Aluminum for the “look of sterling” on your fine automobiles. 
And let the dual advantage offered by aluminum and 

Reynolds Aluminum Fabricating Service help reduce your costs and 

improve your products. For full details, contact the Reynolds office listed under 
“Aluminum” in your classified telephone directory or write Reynolds Aluminum 
Fabricating Service, 2088 South Ninth Street, Louisville 1, Kentucky. 


See Reynolds New Program “Frontier’’—Sundays on NBC-TV. 


FABRICATING SERVICE 


ROLL SHAPING - TUBE BENDING + WELDING + BRAZING - FINISHING 
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main head of Metropolitan until 
all negotiations and paper work 
are completed. He is past presi- 
dent of Cleveland’s Automobile 
Dealers’ Assn., and is not expect- 
ed to remain in the automotive 
industry. 





* * * 


Crawford & Witter Opens 


Crawford & Witter, Inc. (Stude- 
baker-Packard) has opened in Por- 
tage, Wis. Owners are John and 
Thomas E. Crawford and Fred L. 
Witter. The new dealership is op- 
erating in the building formerly 
occupied by Bremner Auto Ex- 


change. 
+ a * 


Ford Signs Smith 


Norman E. Smith, who for the 
past 10 years has operated Smith 
Farm Supplies Co., Mechanicsburg, 
Ill, has been appointed a Ford 
dealer. He will continue to handle 
farm machinery but will change the 
name of his business to Smith Ford 
Sales. 


DeSoto Appoints 
14 New Dealers 


DeSoto appointed 13 new dealer- 
ships in October, according to A. B. 
Nielsen, general sales manager. 

Since Aug. 1, 1955, 41 new direct 
dealers have been named. 

Those appointed in October are: 
Medfield Auto Sales, Inc., Medfield, 
Mass.; Roberts Motor Co. New- 
buryport, Mass.; Drown Motor Car 
Co., Inc., Barre, Vt.; Laurian Motor 
Sales, Summit, Ill.; Cudahy Motors, 
Inc., Cudahy, Wis.; Workman Mo- 
tors, Inc., Omaha, Neb.; Bossley’s 
Auto Sales & Service, Crowley, La.; 
Burru Motor Co., Shelby, Miss.; 
Courtesy Motors, Decatur, Ala.; 
Universal Auto Sales, Inc., Chicago, 
and J. & R. Motors, Sulfur, La. 

* + ? 


Rivera Opens VW HQ — 


Rivera Motors, Inc., Volkswagen 
distributor, has moved into new 
headquarters in Portland, Ore. It 
has a staff of 15 and 19 dealers in 
three states. 


* z * 
Studebaker Signs Hatch 
Charles M. Hatch Co. is a new 
Studebaker dealership at Baker, 

Mont. 


* * + 


Sullivan Takes Studebaker 
Sullivan Motor & Equipment Co., 
Miles City, Mont., has been granted 
a Studebaker franchise. Robert D. 
Sullivan is owner. 
+ * ~ 


Mel’s Motor Opens 
Mel’s Motor, Cody, Wyo., has 
been signed by Studebaker. Mel- 
vin Young, is the dealer. 
ad oe oe 


New Studebaker Deal 


Nordstrom Sales, Watertown, S. 
D., is a new Studebaker dealership. 
A. E. Nordstrom is the dealer. 

as Bd od 


DeSoto Signs Four Dealers; 


Total Since Aug. 1 Is 45 


DeSoto has announced the ap- 
pointment of four new dealer- 
ships, bringing the total of new 
dealers named since Aug. 1 to 45. 

The four are Sullivan-Lenzen, 
Inc., Redford Township, Mich.; 
Bossley’s Auto Sales & Service, 
Crowley, La.; Monte White Mo- 
tors, Inc., Omaha, Neb., and Bo- 
zarth Motors, Bordentown, N. J. 

* * * 


Packard Louisville Sells 
Packard Louisville Co., has been 
sold to Ohio River Valley Motors, 
Inc., 837 East Broadway, Louisville. 
* a = 


Fohrman Packard Marks 
Third Anniversary 


Fohrman Packard, Ltd., has cele- 
brated its third anniversary as & 
Packard dealer and 43rd year in 
the retail automobile business in 
Chicago. é 

Active in many civic and charita- 
ble affairs, the firm’s latest contri- 
bution is a new Packard to “The 
American Heritage Council.” 
Known as the “Freedom Car,” this 
Packard is now touring Illinois. 

of 


McCarthy Opens 

McCarthy Motors is a new De- 
Soto-Plymouth dealership in South 
St. Paul, Minn. Wallace J. McCar- 
thy, the dealer, is the former gen- 
eral manager of Peters Oldsmobile, 
which operated at the same loca- 
tion. 
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Month’s Traffic Toll 
Worst in 14 Years 


EPTEMEBER was a record 

month on the highways, but the 
record is not one of which the na- 
tion may be proud. 

The record was 3,530 auto deaths, 
worst September toll since 1941 
when 3,746 died, according to the 
National Safety Council. 

The 3,530 figure was 12 percent 
above the fatality count in Sep- 
tember, 1954, and marked the sev- 
enth straight month which has 
exceeded its 1954 counterpart. 

And the September increase was 
the greatest of the seven. 

Nine-month figures show that 27,- 
060 Americans have died in traffic 
accidents this year. That’s 6 per- 
cent above the total at the three- 
quarter point last year. 

* * + 

TILL to be counted are the late 

fall and winter fatalities. With 

fewer daylight hours and hazardous 








road conditions, this is perenially 
the deadliest time of the year on 
the highways. .« 

Of scant consolation to the 
year’s 27,060 victims is the fact 
that the death rate dropped to 5.9 
per 100 million miles traveled for 
the first eight months of the year. 
The council also noted an 8 per- 
cent increase in mileage for that 
period. . 

Twelve states report fewer deaths 
this year than last through Sept. 30. 
Idaho heads the list with a 20 per- 
cent cut, followed by Arizona, down 
11 percent. 

Others with better records are 
Minnesota, New Mexico, Iowa, 
Florida, Maryland, West Virginia, 
Kansas, Arkansas, Nebraska and 
New Jersey. 

* * * 

WENTY-THREE cities over 200,- 

000 population also report de- 





PROTECTION 


.. Where it’s needed 


Just as padding protects a hockey player, 
Wotr’s HEap protects car engines against un- 


necessary damage. 


Wotr’s Heap .. . 100% Pure Pennsylvania... 
provides all ’round winter protection. It’s refined 


three extra steps 


from nature’s finest crude. 


That’s why even on coldest days, WoLF’s HEAD 
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TO THE WEATHER 





“GUIDE TO THE WEATHER” 

Folder tells how to forecast 

weather. Write for a copy. 

WOLF'S HEAD Oil REFINING CO., inc. 
Oll CITY, PA. 

New York Office: Glendale 27, N. Y. 





New Triumph Sports Car— 


The Triumph TR3 features a heavy chrome grille, an enlarged cockpit to which an | 
optional rear-passenger seat may be fitted, and stainless steel fender beadings. 
Power has been increased to 100 horsepower. Port of entry price with soft top is 
$2,599; with hardtop $2,795. The TR2 will continue to be available at $2,499, with | 
the TR3 entering the U. S. market around Jan. 1. 





creases for the first nine months,| traffic deaths 30 percent or more 

with Syracuse pointing proudly to a| are Dallas, 37 percent; Memphis, 

54 percent cut. Seattle is down 47| 32 percent, and St. Paul and Oak- 

percent and Tampa, Fla., 42 per-| land, Calif., 30 percent. 

cent. Syracuse, Fort Worth and Port-| 
Other large cities that have cut 





assures instant, full-bodied lubrication . . . pro- 
motes easy starting . . . yet won’t thin out or burn 
away at full operating temperatures. Scientifi- 


land, Ore., were the largest of 351 





cally fortified, WoLr’s Heap protects against 
rust, power-stealing sludge and corrosive acids 
which are always at their worst in cold weather. 


Sell the finest winter protection with Wo LFr’s 
Heap Motor Oil. It meets all requirements for 
modern high compression engines . . . for all kinds 
of cars in all types of service. 





HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania — Scientifically Fortified Gs Member, Penna. Grade Crude Oil Association 


cities reporting perfect records for 
September and three cities boast 
unblemished marks for the nine- 
month period. They are Sioux City, 
Ia.; Medford, Mass., and Tuscon, 


Ariz. 
+ *~ ok 


_— three leading cities in each 
population group at the end of 
nine months, ranked according to 
the number of deaths per 10,000 
registered vehicles, were: 


Over 1,000,000 Population 





IED i citichices.ccoctiniespivialecvecrtamennel 3.0 
AID | ccvcenvccqsurscesoctbunbeeveioeio’ 3.2 
Philadelphia ........... 3.4 
750,000-1,000,000 Population 
Bs MID, si ciscensos scsusiocesscceiwss canes 
PIII osceciic cscssescvecsivovenssuaerensienr an 
er 2.8 
500,000-750,000 Population 
ID centeosissiveeseceesdeabvdseteaeceinnaaa 0.9 
SII: sik cdibiehaeseovs vocgateins cisetsnsne iene 1.6 
ee 1.6 
350,000-500,000 Population 
OMUNRMG, CRC. nosccssicsticccsccceseseess 1.8 
ED. II os cussxcsscestteastanscannacles 1.9 
BE seiinysedsovsvonssss eee 2.0 
200,000-350,000 Population 
RIED esas cxenasoosesss sscness beatae 1.0 
PE OOS. oscisusescassassscncere al 1.0 
Oklahoma City ..................0000... 1.2 


100,000-200,000 Population 
South Bend 
Tulsa, Okla. 
Little Rock, Ark. 





50,000-100,000 Population 





SORE Gy Ten sss seis cisicaacecutenns 0.0 

po ee ae 0.0 

MOEN, BOGS occ cc sccsveccssemssrsondis 0.3 
25,000-50,000 Population 

TO, BI aise sdtccssceudticcaessdoe 0.0 

Muskegon, Mich. 

Vancouver, Wash. ...................... 0.0 


10,000-25,000 Population 
Kingsport, Tenn. .......................... 0.0 
Klamath Falls, Ore. 
pe 0.0 


Toll Highways 
Get Additional 


Bond Issues 


Here’s the latest summary of de- 
velopments on the toll highways 
and bridges, as reported from vari- 
ous states: 

CALIFORNIA: $80,000,000 worth of 
bonds to finance a-second bridge 
across Carquinez Straits and a new 
span between Benicia and Martinez 
has been approved. 

Fiorwa: Sarasota bridge program 
approved including Ringling cause- 
way linking mainland and beaches 
and a bridge between Lido and 
Ciesta Keys. 

Inuinois: Toll road commission 
sold $415 million in bonds in prep- 
aration of May 1, 1956, start of 
northern toll road system. 

New York: A _ syndicate pur- 
chased $50 million of state-guaran- 
teed N. Y. Thruway Authority 
bonds. 

OKLAHOMA: Gov. Raymond Gary 
has said that it is hoped to offer a 
$63 million bond issue for sale in 
January to finance 93 miles of toll 
road from Oklahoma City to a 
Kansas turnpike. 

WASHINGTON: Financing and con- 
struction of Tacoma-Seattle-Everett 
toll highway planned for next year 
now appears unlikely to get under 
way until at least next June. 


Road Builders 


Convene Jan. 11 


Measures to improve the nation’s 
streets and roads will be discussed 
by Congressional leaders and key 
officials of Federal agencies at the 
annual convention of the American 
Road Builders’ Assn. to be held 
Jan. 11-14 at Miami Beach. 

John N. Robertson, director of 
highways for the District of Colum- 
bia and president of the associa- 
tion, said the exhibit of highway 
materials and supplies would be 
enlarged this year. 

~ co 


Schools Get 2 Cars 


Howard Mangold, general man- 
ager of San Gabriel Motors, Alham- 
bra, Calif., has turned over two 
dual-control Mercurys to be used 
in high school driver-training 








courses. 











DOEHMLER-JARVIS Drvision 


OF NATIONAL LEAD COMPANY 


wane a TOLEDO i, OHIO 
: ® 


BATAVIA, N.Y. ‘i 
CHICAGO, ILL. £ Tel. CHerry 4-9521 


GRAND RAPIDS, MICH. 
POTTSTOWN, PA. 
TOLEDO. O. 


General Manufacturing Co., Inc. 
1957 Plant St. 
Middletown, U.S.A. 


Att.: Chief Design Engineer 
Dear Sir: 


hing new... 
ow you can hav@ bright anodized aluminum 


Or you can have these parts in rich golds, 
peacock blues, deep crimsons...any color or 
tone you wish...with lusters from a bright 
high polish to a soft satin. No chipping. 
No peeling. Top notch resistance to wear, 
weather, corrosion. 


You can have any aluminum part bright CHIP-PROOF FINISH 


anodized, whether stamped, forged, drawn, 
or extruded. 


Already designers are seizing the idea... 


For instance, gay frames for eyeglasses 
are now bright anodized. So are exciting 
new coffee makers...and a number of colorful 
houseware items. 


That's only the beginning. Bright anodized 
aluminum is replacing heavy chrome plated 
grilles in several style-setting new 
automobile models now in production or 
planned. The blend with chromed body trim 
and bumpers is said to be perfect...cost and 
front-end weight much lower. 


ACID RESISTANT AND 


BLEND WITH INTERIOR UPHOLSTERY 
MATCH CHROME PLATED TRIM 





In the appliance field, one leading range 
maker is bright anodizing control knobs and 
emblems. And bright anodizing is also being 
used to re-style refrigerator and other 
kitchen appliance hardware...in color. 


So it goes. Think what might be done to give 
dash boards new dash! And maybe we'll soon 
see a car "gold-trimmed" throughout. We've 
sketched other possibilities .and you'll 
think of more -- instrument bezels, tubular 
furniture, window frames, perhaps. TV sets? 
Cameras? 


And your products? Doehler-Jarvis is ready 
to stamp, forge, extrude, or draw aluminum 


parts and bright anodize them for you. Maybe, 
too, we can give an "assist" on design. 


A Doehler-Jarvis sales engineer will be glad 
to meet with you anytime. Just say the word. 
Nes 


Sincerely, 


Aa ey 


Doehler-Jarvis Division 


National Lead Company te 


Cpacage 
pee Lip fe 


NON-TARNISHING 


NON PEELING 


RICH APPEARANCE 


x § 
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Cy DOEHLER-JARVIS DIV. OF NATIONAL LEAD COMPANY 
} TOLEDO 1, CHIO 
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What's New: 


Two new engines . . . 220 horse- 
power V-8 .. . “speed-line styling” 
... three-tone paint combinations 
. . - higher rear fender and new 
tail lights . . . more powerful 
brakes ... wider wheels. 


* * * 


WO new engines, one a 220- 

horsepower V-8, are among the 
features of the 1956 Nash models 
which go on display in dealer show- 
rooms Thursday (Nov. 17). 


The line includes five models, 
one less than was offered in 1955. 
Ambassador V-8 models are the 
Custom Cross Country hardtop 
coupe, Custom four-door sedan 
and Super four-door sedan. There 
also is an Ambassador 6 Super 
four-door and a Statesman four- 
door. The Statesman hardtop 
coupe has been dropped. 

American Motors Corp. has sched- 
uled a separate announcement date 
for its Nash and Hudson Ramblers. 
Dealers will show these models Dec. 
15. A ‘ 

LONG with the two new engines, 

the 1956 Nash features “speed- 
line styling.” The styling treatment 
begins with the new parking-run- 
ning lights. On the Ambassador a 
color spear outlined in chrome trim 
runs back to the rear fender, widen- 
ing to a modified “V” and then 
sweeps up and over the deck. 

On the Statesman, a single 


* 


chrome-trim line is used. 


The rear-fender area has been 
restyled and raised 2% inches and 
new massive tail lights are fea- 
tured. Backup lights are stand- 


Nash Statesman 4-Door— 


been restyled and raised 23% inches. 


models in the 1956 Nash line. Thirty-five 


One of four four-door sedans in the Nash 1956 line is the Statesman. 
Typhoon six-cylinder engine which develops 130 horsepower. The rear-fender area has 
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Horsepower Climbs to 220... 


Nash Offers 2 New Engines 


ard on Custom models and turn 
signals are standard on all mod- 
els. 

Nash will offer three-tone paint 
combinations for the first time. Six 
such treatments will be available 
along with 15 two-tones and 14 
| solids. 
| * * * 

NTERIOR trim will be blue, green 

or gray to harmonize with ex- 
|teriors. Special custom trim is 
|standard on all Ambassador Cus- 
|tom models. These models also have 
|a new burnished and perforated 








Massive Tail Lights— 


The redesigned tail lights on the 1956 
Nash models also house backup lights and 
turn indicators. Turn signals are standard 
on all models and bockup lights are stand- 
ard on Custom models. 





It has a new 





Ambassador Country Club Hardtop— 


Powered by a new 220-horsepower engine, the Custom Country Club is one of five 


color combinations are available—six three- 


tones, 15 two-tones and 14 solids. All Custom models have special trim. 





| optional LeMans Dual Jetfire 6, | 


| aluminum trim insert extending the 
| width of the instrument panel. 

Other interior features are draw- 
er-type glove compartment and a 
| Handi-Pak carrier which fits above 
the windshield on Custom models. 

The V-8 engine, offered for the 
first time in 1955, is standard in 
three Ambassador models for 
1956. 

The new Jetfire plant with Twin 
Ultramatic transmission develops 
| 220 horsepower compared to 208 last 
| year. Compression ratio has been 
boosted from 7.8 to 9.55 to 1. Torque 
is 320 pounds-foot and displacement | 
is 352 cubic inches. 

* * * 

HE engine has larger intake} 

valves and includes an oil filter | 
and oil air bath cleaner as standard | 

equipment. 

Nash’s other new engine is the 
Statesman Typhoon overhead-valve | 
type which is rated at 130 horse-| 
power. It replaces the L-head en-| 
gine which had 100 horsepower and 
110 with dual carburetors. 

The Typhoon has been under 
development for eight years and 
has design features which make 
it the world’s most modern six- 
cylinder engine, according to Roy 
Abernethy, Nash sales vice-presi- 
dent. 

Other six-cylinder engines are the 
Ambassador Super Jetfire 6 and the 





rated at 135 and 145 horsepower, 


| respectively. 
| + 


* * 


available. They 
overdrive, Twin Ultramatic and | 
Dual Range Hydra-Matic. On the} 
|} automatic drives, the Selecto-Lift 
| starting system is used. The shift | 
lever is lifted to activate the starter. | 

Twin Ultramatic is the only 
transmission available with the 
new V-8 but is an extra-cost item. 
The other transmissions are avail- 
able on each of the three six- 
cylinder engines. 

The case of the Twin Ultramatic | 
has been changed from cast iron 
to cast aluminum to reduce weight 
and allow better heat dissipation. 

Front-wheel brakes on the States- 
|man have been increased from 2% 
|to 2% inches in width, boosting | 
total lining area from 155 to 165 
inches. Ambassador brakes have 
| 192 square inches of lining. 
| * * * 
| 4 MBASSADOR wheels have been 
widened from five to 5% inches | 

and the emergency brake handle 
has been moved from the right of 
| the steering column to the left. 

A leading Nash safety feature is 
the “double-safe” single unit body. 
Body and frame are constructed 
and welded together to form a 
single unit. Door latches are en- | 
|}gineered to prevent doors from| 
|opening accidentally if insecurely 
closed, the company says. | 

Safety-Vu headlights increase vis- | 
| ibility and Nash claims that its 
Scena-Ramic windshield, with 1,100 | 
Square inches, is the largest in the 
industry. 











2 Firms to Test 
Tax Lien Clause 
In N. Y. Truck Law) 


| ALBANY. — The U. S. Supreme | 
| Court will hear arguments in Janu- | 
| ary concerning the constitutionality | 
lof the tax lien provisions of New 
York State’s ton-mile truck tax 
law. 

| International Harvester Credit 
|Corp. and Brockway Motor Co., 
Inc., will ask the high court to set 
aside the law which makes finance 
companies and other agencies 
which repossess trucks liable for 
the unpaid mileage tax owed to the 
State by a defaulting trucker. 

















OUR transmissions again will be | * 
are standard,| ''' 






SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


{National Average is 65%] 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 


program that will do this—or it costs you nothing. We will analyze your problems and 


. train the entire service personnel .°. . free your 
. free service salesmen of donig 
eliminate duplicate handling 


tell you how to correct them. . 
service manager of details, so that he can think . . 
follow-up, so that they can have 8 hours a day to sell... 
of cars .. . and get away from single-item repair orders. 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

2 1112 S. Wabash Ave., e 
Flash-A-Call Service Control 3.315, “Chiceso 5. tunnels 








Quick, Easy 
Installation 
Cannot Be Seen 
® Treated Material Resists 
Oil, Grease, Water and Fuel 


Eliminates Unsightly Drip Pans 
Large Buick and Cadillac 
Slightly Higher 


D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, Michigan PHONE: WEbster 3-1613 
Manvtacturers of Stake and Pick-Up Tops 


For Standard Models 

F. O. B. Detroit, C. O. D. 
When Ordering, Give Make 
of Car 





‘Cold Weather Starting aids 


SO 


TOW CHAINS... 


with No-Mar rubberized hooks. Slip ring 
feoture for fast hook-ups. Will pull out 
ony cor of light truck easily. $5 25 


Price each 


BATTERY BOOSTER CABLES 


enable you to jump storting current from 
any car to battery of stalled vehicle. 
Eliminates heavy booster battery on ser- 
vice road calls. Will take 6 or 12 volt 


WINTERIZED SELLING STICKER 
Sells the customer and records protection 
of the vehicle while in stock. Back side 
printed with headings of Type Anti- 
Freeze, Temper- Prices 200 @ $1.95 
oture Rafing, Date 500 @ 4.45 system. Nine foot cable. 

Installed. 1000 @ 8.25 Teles, ger gale $11.45 


ENCLOSE CHECK WITH ORDER. SHIPMENTS PREPAID. 


AUTOMOTIVE COMPANY 


STATION cy BOX 1037, CLEVELAND 2, OHIO 












SERVICING 
RADIATORS!” 


—Rex Ryan, Bloomfield, lowa 


Naa ae am ih 





Rex did all his own work, operating in a former coal house at his 
home. With only 4,117 cars and trucks in his county! He says: 
“Last year, income from labor was $10,790, material sales were 
$4,049. The first 3 months after installing Inland equipment, my 


business paid two-thirds of the cost!” 
Town Auto Co., 


TREMENDOUS OPPORTUNITIES! Atientown, Pa. 


made over $13,000 in 1 year! A Rapid City, 
So. Dak. shop made $2,072 in 1 month! 


Few automotive services offer such a poten- 
tial for new and expanded business. Of the 
60-million vehicles in the U.S., over 20-million 
require radiator service yearly. Inland-de- 
veloped equipment allows you to use highly 
profitable production methods. And Inland 
offers the only complete package—equipment, 
training, merchandising. 


TRAINING 
SCHOOL 


FRE 


Practical factory 
school trains you or 


your man quickly. 
Cleaning, repairing, re- 
coring, pricing, mer- 
chandising — every- 
thing! Hundreds of 
graduates now expert 
radiator repairmen. 
FREE to Inland cus- 
tomers! 

“Training was thor- 
ough" says L. J. Messer 
Co., Lincoln, Nebr. “Ex- 
cellent training!"' says 
R. E. Barber, Inc., Hol- 
land, Mich. 







MAIL TODAY: 











Dept. anN-11 Omaha 8, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment 


“SOLD EXCLUSIVELY BY MAIL!" 


If Dealer, make of car sold... __ 
Are you now operating a radiater shop [] Yes [) Neo 


This three-way view accentuates Nash's new speed-line styling. From left are the | ton-mile basis is known only to the 
Statesman, the Ambassador Custom four-door and another Ambassador. The parking-|trucker and the State Tax Com- 
running lights, side moldings and tail lights have been redesigned for 1956. mission. 





: The _case stems from instances we ee ey 

in which the two companies sold | INLAND MFG. .CO., Dept. AN-11 
trucks to a Schenectady firm which| New free 48-page “Blue- SOx : i 
subsequently defaulted in its pay-| Print for Profit’ gives you pieponmiccecbamptn esse dbo I 

Pay~| experiences of many of Please send new free booklet “Biveprint for Profit” 
ments. The companies repossessed | _ the thousands all over the i 
the trucks, only to have the State| $5'soo te'gis00 spear FIRM EE ! 
levy a lien for accrued mileage| details and prices of § ae ee j 
< required equipment, Inland's"‘Pays- ADDRESS 
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7 companies, arises from the fact| "Wards can be amazing — aan i 
Three Views of the ‘56 Nash— that the amount of taxes on the| 'NLAND Mfg. Co., 1108 Jackson St.,g 4, cients ‘ 
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Auto Personnel 





Neil P. Stadtmiller, regional di- 
rector at Denver for Sales Engi- 
neering Institute, Inc., Detroit 
Lakes, Minn., has been transferred 
to the coast to take over the same 
duties. The firm is working on 
warranty programs for Ford, Gen- 
eral Motors and Chrysler franchised 
dealers. ft 


ee 
Gerlach and Hutchinson 


Reassigned by Kenworth 


Lewis T. Gerlach and Robert J. 
Hutchinson have been assigned to 
newly created sales positions at 


pe 





L. T. Gerlach R,. J. Hutchinson 
Kenworth Motor Truck Corp., 
Seattle. 

Gerlach now is assistant general 
sales manager in charge of distri- 
butor sales, and Hutchinson is sales 
manager for off-highway equip- 
ment. Gerlach formerly was in sales 
engineering. Hutchinson has been 
engaged in government-contract 
supervision and will continue to 
handle this work in addition to his 
new duties. 


DuPont Realigns 
Sales Personnel 
In Polychemicals 


More than a score of appoint- 
ments in the new organization of 
the polychemicals department sales 
division have been announced by 
E. I. duPont de Nemours & Co., 
Inc. 

In the chemical sales division 
Frank G. Keenen, formerly man- 
ager of the nitrogen products sales 
section, has been named product 
manager for ammonia and related 
products. 

Robert R. Warner becomes prod- 
uct manager for methanol and 
other chemicals. He was formerly 
a senior supervisor. 

Richard D. Scheer, who was man- 
ager of the “Zerone” and “Zerex” 
antifreezes sales section, becomes 
manager of industrial chemical 
sales. 

William S. Robertson becomes 
assistant manager of industrial 
chemical sales. 

T. A. Parriot, who was assistant 
sales manager of “Zerone” and 
“Zerex,” becomes manager of that 
section. 

Francis M. Jornlin, who was as- 
sistant manager of nitrogen prod- 
uct sales, becomes manager of that 
section, while Myers F. Gribbins, 
who was Philadelphia district man- 
ager of the same section, becomes 
his assistant. 

William W. Beck becomes acting 
manager of sales training and per- 
sonnel. He formerly assisted in this 
work. 

Marshall A. Stephens becomes 
assistant manager of “Zerone” und 
“Zerex” sales. He formerly man- 
aged the New York district sales 
office for these products. 

In the plastics sales division F. E. 
Wintzer becomes marketing man- 
ager of “Butacite” polyvinyl butyral 
resin. He was an assistant manager 
of the sales section formerly serv- 
ing the paper, textile, and leather 
industry. 

Stuart P. Miller, manager of the 
sales section formerly serving the 
paper, textile, and leather industry, 
becomes an assistant to the direc- 
tors of sales. 

H. LeRoy Corkran, former assist- 
ant manager in the transfers and 
exports sales section, is assigned to 
special duties in the staff group 
reporting to the directors of sales. 

George W. Read, former super- 
visor of marketing analysis, be- 
comes assistant manager, market- 
ing analysis and sales controls. 

William A. Franta, who managed 
the development and service section, 
becomes marketing manager for 
“Tefion” tetrafluoroethylene resin. 
His assistant will be Robert A. Kel- 





lar, formerly assistant manager of 
the market analysis section. 

Albert A. Pavlic, former assistant 
manager of plastics sales, becomes 
manager of plastic resin sales. 

Bailey H. Barnes, who was man- 
ager of the Detroit district office, 
plastics sales section, becomes as- 
sistant manager of plastic resin 
sales. 

Henry M. Cadot, former assistant 
manager of the development and 
service section, becomes product 
manager for “Zytel” nylon resin. 

Herbert S. Lecky, also former 


ANOTHER 
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| 
assistant manager of the develop-|the development and service sec- 


ment and service section, becomes 
product manager for “Alathon” 
polyethylene resin. 

Raymond E. Brady, former man- 
ager of sales training and personnel, 
becomes product manager for “Lu- 
cite” acrylic resin. 

William E. Grigsby moves from 
the research division. as section 
manager to the position of man- 


|ager of sales technical services. 


Doyce B. Hanson directs the de- 
partment’s sales service laboratory 
at Chestnut Run. 

Russell Akin becomes assistant 
manager of sales technical. He was 
manager of the Chicago district 
office, plastics sales section. 

Milton J. Roedel, a senior super- 
visor in charge of new products for 





tion, becomes manager of a new 
section devoted to end use develop- 
ment. 


R. Jack Manning moves from 
assistant manager of the sales sec- 
tion serving the wood, rubber, and 
adhesives industries to marketing 
manager for “Tynex” nylon mono- 
filament, “Pyralin” cellulose nitrate, 
and “Plastacele” cellulose acetate. 
His assistant manager is Edwin K. 
Keller, former assistant manager of 
the sales section servicing the 
refrigeration, food, and petroleum 
industry. 


* * 


~*~ 
Griffin Wheel Elects Smith 


Goff Smith has been elected pres- 
ident of Griffin Wheel Co., a sub- 
sidiary of American Steel Foundries, 








Chicago, according to Charles C. 
Jarchow, president of the parent 
company. Smith was executive 
vice-president and succeeds Edmund 
Q. Sylvester who resigned to estab- 
lish a wheel manufacturing business 
in South Africa. Ralph D. Brizzo- 
lara, vice-president and director of 
American Steel Foundries, was 
elected a director of Griffin Wheel. 


Electro-Motive Announces 
Staff Realignment 


Electro-Motive division of Gen- 
eral Motors has announced the fol- 
lowing new appointments: 

Guy D. Briggs jr., controller; T. B. 
Dilworth, executive engineer; Max 
Ephraim jr., locomotive section en- 

(Continued on Page 27, Col. 3) 
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The Spicer Telescoping Propeller Shoft Assembly has a non- 
hinge angle to 90°, and clearance for momentary angles up to 60°. 
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Post Hole Diggers 


Manure Spreaders Pumps 


Hay Balers 


vehicles. 


equipment. 


Mowing Machines _ Ensilage Cutters 
Self-Unloading Wagons 


Spicer unit for efficient 
power transmission 


IN AGRICULTURE AND INDUSTRY... 






Increasing automation of farm and industrial equipment now requires 
many complex propeller shaft applications in 


Hammer Mills 


Elevators 

Shredders and Cutters 
Sprayers 

Hay Rakes 


The problems covering these installations can be solved by Spicer 
experience in all kinds of power transmission... for all types of automotive 


Spicer originated and developed the automotive universal joint and 
drive line assembly. Spicer has the men. . 
machinery to meet the requirements of power transmission units in your 


. the materials . .. and the 

















DANA CORPORATION - TOLEDO 1, OHIO 
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gineer; Frederick W. Walker, Chi- 
cago regional manager; D. H.! 
Queeney, industrial sales manager, | 
and John Marohnic, director of in- 
dustrial relations. 

+ * + 


Permacel Names Euler 
Appointment of Charles F. Euler 
as Boston district manager for Per- 
macel Tape Corp., New Brunswick, 
N. J., has been announced. Euler 


? 
Pruitt Opens Used-Car Center— 


This 40,000-square-foot used-car center, featuring an electric turntable which 
operates 24 hours a day, has been opened by Otis E. Pruitt, Inc. (Buick), Clearwater, 


_—— 








Fla. Otis E. Pruitt, owner, has been associated with Buick for 33 years. joined Permacel in 1947 after many 


"Spicer Telescoping 
_ Propeller Shaft Assembly 


THE NEW 


%* Can be cut and welded 
to any desired length 


%* Fits all Spicer 1000 
Series end yokes 


% Clearance for momentary > Centrally located 
angles up to 60° lubrication fitting 


% Tube and wall thick- 
ness 13%4” x .065” 


* Non-rotating hinge 
angle to 90 


* Swing diameter 11/2” 


SPICER PRODUCTS: TRANSMISSIONS e UNIVERSAL 
CONVERTERS e GEAR BOXES e POWER TAKE-OFFS e 


RAILWAY GENERATOR DRIVES e STAMPINGS 


PROPELLER SHAFTS 
R TAKE-OFF JOINTS 


7 
1 AUBURN C TCHES 


Auto Personnel 


(Continued from Page 26) 


years with Glenn L. Martin Co., 
Baltimore. 
* * * 
Houdaille Elects Damon 
Ralph S. Damon has been elected 
a director of MHoudaille-Hershey 
Corp., subject to Civil Aeronautics 


Board approval, according to Ralph | | 
F. Peo, president. Damon, president | ° 


of Trans World Airlines, is a direc- 
tor of New York Telephone Co., 
Goodyear Tire & Rubber Co., New 


%* Blowout-proof seals 


*% Quick disconnect 
yoke available 


%* Needle type bearings 
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York Trust Co., and Guardian Life 
Insurance Co. of America. He for- 
merly served as a director of Fron- 
tier Industries, Inc., prior to its 
acquisition by Houdaille-Hershey. 

* * * 


Clark Appoints Stoops 


To Distributor Sales 


Donald E. Stoops has been ap- 
pointed manager of distributor sales 
for Clark Equipment Co.’s trans- 
mission division. 

Former adver- 
tising and mer- 
chandising man - 
ager, Stoops will 
be in charge of 
dealer and dis- 
tributor sales ac- 
tivities for Clark’s 
line of transmis- 
sions and torque 
converters and 
will continue to 
supervise adver- 
tising and merchandising. He joined 
Clark in 1951. 


D. E. Stoops 


* * * 
Plymouth Puts VanDagens 


In New Training Post 


M. L. VanDagens has been ap- 
pointed director of management 
development for Plymouth. 

He formerly was director of 
plans and training. He has been 
associated with Chrysler Corp. for 
20 years. 

* * * 
Austin Retires; Wingerter 


Heads Timken Auto Division 


~Edgerly W. Austin has retired as 
general manager of Timken Roller 
Bearing Co.’s automotive division. 


E. W. Austin R. W. Wingerter 


Succeeding him is Robert G. Win- 
gerter, formerly assistant general 
manager. 

Austin joined the division in 1919 
and was named general manager 
in 1928. He will remain with the 
company as a consultant. Wingerter 
joined Timken in 1938 after gradu- 
ation from Wayne University. 

* x * 


Studebaker Shifts 


Clement to Ohio 


William T. Clement, former as- 
sistant zone sales manager at At- 
lanta, has been appointed zone 
sales manager at Cincinnati, by 
Studebaker. 

Clement, before his Atlanta ap- 
pointment, was zone sales man- 
ager in South Bend, Ind. He has 
been with Studebaker 15 years. 
His present area consists of Ohio, 
Indiana, Kentucky, West Virginia 
and parts of Virginia. 

* t * 


Lumpkin Takes Sales Reins 


At Barrett Equipment 


Lee Lumpkin is the new general 
sales manager of Barrett Equip- 
ment Co., St. Louis. Lumpkin for- 
merly was a re- - 
gional sales man- 
ager for a manu- 
facturer of house- 
hold appliances. 

Other Barrett 
appointments in- 
clude those of C. 
C. Joslyn as east- 
ern division sales 
manager and Dick 
White as western 
division sales 
manager. Joslyn 
is temporarily making his head- 
quarters in Detroit, while White is 
due to move to Los Angeles from 
Dallas. 


Lee Lumpkin 


o * * 


Bendix Selects Farrell 


Frank E. Farrell has been named 
director of sales for automotive 
products of the Bendix Products 
division of Bendix Aviation Corp. 

* * * 


Ammco Names Cain 
Ammco Tools, Inc., North Chi- 
cago, has announced appointment 
of Mel Cain as district representa- 
tive covering Nebraska, Wyoming, 
Montana, and western Iowa. 





You Bet Nash Dealers 


WITH THE WORLD'S FINEST TRAVEL CARS-—THE 1956| 


BUYERS WANT SOMETHING NEW-—and Nash dealers have it 
to offer—dramatic new speedline styling—newest and smartest on the 
road—that drew whistles from fashion experts, auto editors and Nash 
dealers alike at preview showings of the World’s Finest Travel Car. 


EVERY PARENT’S A PROSPECT for Reclining 


Seats that cure youngsters’ “‘fidget-itis”. A recent sur- 
vey shows 24% of all car buyers want them. All-new 
“color-keyed” interiors, too, to catch feminine eyes. 


HEN YOU SELL TRAWEL, you're selling everybody 
W . every new car buyer has the “‘go places” 
urge. That’s where Nash dealers have the inside 
track, with the “‘travelingest” cars ever built. 


Sure, Nash has a whole new style story, a whole 
new power story, a whole new idea in interiors— 
and the greatest safety feature in the industry. 


But to top it all, Nash dealers have the Pius of 
more exclusive travel advantages than any other 
car. Exclusive advantages that will be sold to 
America by the top TV program, Disneyland, by 
the big magazines, radio, billboards and local news- 
papers, backing every Nash dealer with hard-hitting 
hard-sell! 


Biggest Safety Story 


Only American Motors Double Safe Single Unit 
Car Construction has the impact-absorbing box- 
sections forward of the cowl and the girder-protected 
passenger “‘cage”’ which all medical and safety au- 
thorities recommend—and which safety-minded 
buyers will be demanding this year more than ever. 


FASTEST- GROWING “‘cold cash’’, big profit op- 
tional feature for car dealers is air conditioning. 
And the whole country knows Nash is way out frent 
with the first “up-front”, single unit All-Season Air 
Conditioning system . . . the lowest-priced factory- 
installed unit in the industry. 





Places In ’56! 


MBASSADOR STATESMAN 


TOPS IN POWER CHOICES. Big engine buyer, or econ- 
omy buyer—Nash has all the answers. New 220 H.P. 
Ambassador Jetfire V-8 with Twin Ultramatic, or Mobilgas 
Big Car Champ 6. All-new Statesman OHV Six. Profitable 
Hydra-Matic and Overdrive options in 6-cylinder Nashes. 


All This And A Brand-New Rambler, Too! 
IT PAYS TO SELL 


*. PRODUCT OF AMERICAN MOTORS 


Nash Division of American Motors, Detroit 32, Michigan 


* American Motors Means More For Americans 
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last at least until the middle of ’56, | / ie 
but no one, with the elections loom- | [JZ Lay inne 
ing, seems to want to stick his neck | “ Ae 
out beyond that point. 5% 

At a recent meeting of the Busi- 
ness Advisory Council, this volun- 
tary group, made up of the heads 
of the largest corporations — steel, 
automobiles, oil, coal, chemicals, 
building, railroads, food retailing, 
electrical manufacturing, textiles, 
furniture and rubber — reported to 
Commerce Secretary Sinclair 
Weeks. 

A predicted rise of 5 to 8 per- 





IHERE doesn’t seem to be any 
more doubt that America is| cent in retail sales... slight drop 
prosperous today — except perhaps| in housing ... expressed no con- 


cern about the stock market drops 
following Eisenhower’s illness... 
advised industry to “use _ re- 
straint” in pricing to prevent in- 
flation, and declined to predict 
whether the boom would last 


among the farmers. 

With a $392 billion annual rate 
for the gross national product re- 
ported by the Council of Economic 
Advisors for the third quarter of 
65 — $7.2 billion more than the ayes Loy 
second quarter rate and $31.5 bil- | longer than the — half of oe ia ne ae Kaa MT 
lion above the ’54’s actual total— About the predicament o e 
we have hit a new prosperity | farmers, they said: “The slump in Huskies on Display— 
high. agricultural prices has run _ its 

Profits for 1955 average about $10/| course.” , 
billion more than in ’54, with in- sali iene . ‘i i po , 
dustrial manufacturers up 30 r- w non-farm indus eat- 
cent me 54 and the aubamietive tas ing high on the hog aad the | Pounds of baggage, or two passengers and 560 pounds of baggage. 
dustry showing a rise of 68 percent. | farmers practically reduced to sow- 
Gy belly-with-the-buttons-on-it ... per-| to 3.4 percent in ’55 . . . hog prices 

VERYBODY seems unanimous/ sonal farm income down from 6|the lowest in nine years, while 

in thinking that the boom will} percent of the national total in ’49| industry prices soar . . . the politi- 


cat. 








a 










CAN SAVE YOU 
200 "STEPS" 


AN HOUR ! 


Let Guide's Autronic-Eye—the 
automatic headlight control— 
take the guesswork out of 
night driving . . . take the foot- 
work out of dimming. It’s the 
courteous way . . . the safest way 


to drive at night! 


Watch for 

“WIDE, WIDE WORLD” 
Sunday afternoons on the 
NBC Television Network 





RESULTS OF NIGHT-DRIVING TESTS conducted WITH MANUAL CONTROL, you must judge dis- AT NORMAL SPEEDS, you average 200 “steps” 
by Guide prove that you meet an oncoming caron tance, fumble for the switch and depress it four an hour on the dimmer. switch. This results in 
the average of twice every mile! times a mile, twice for dim, twice for bright. fatigue that can be eliminated by Autronic-Eye. 





BRIGHT: There’s no work to dimming with Autronic- DIM: Your headlights remain on dim until all BRIGHT: And you haven't moved a muscle! Let 
Eye. When traffic approaches, Autronic-Eye auto- _traffic hos passed. When the road ahead is clear, Autronic-Eye save you night-driving work and 
matically switches headlights to dim. Autronic-Eye switches you back to bright. tension. It's available for all General Motors cars. 


GUIDE LAMP DIVISION OF GENERAL MOTORS . ANDERSON, IND. 






This Hillman Husky station wagon, shown completely packed for a weekend ski 
trip, is one of six Huskies which are on display at Rootes Motors, New York, to 
demonstrate the varied uses of the vehicle. The Husky carries four passengers and 250 


cians are as busy as the proverbial 


Democratic presidential hope- 








-fuls, as well as Congressmen, are 
trying to beat each other to the 
punch with solutions—everything 
from rigid price supports at 90 
or 100 percent of parity and con- 
servation subsidies, to better dis- 
tribution and more export sales. 

They have even suggested trying 
to make a political marriage be- 
tween the farmers and big city 
labor, especially in the nominally 
Republican Midwest. 

The Republicans are keeping Ag- 
riculture Secretary Ezra Benson 
busy giving answers. Benson takes 
the stand that the farmer’s adjust- 
ment “from war to peace—like his 
compatriots in factories and offices 
—is now behind him.” 

* * * 


ewe the farm groups and 
the labor unions see eye to eye 
in thinking government controls too 
severe, no farmer-and-city-labor 
honeymoon seems likely. Farm sur- 
veys and reports of Congressmen 
indicate that farmers resent the 
labor unions and are upset over 
wage gains by automotive and farm 
machinery labor, in the face of 
their own income decline. 

Oddly enough farm equipment 
companies profits went up 29 per- 
cent in spite of lowering. farm 
prices. 

Well, the main problems seem to 
be how to keep the boom booming 
and how to let the farmers in on it. 
A nationally famous economist, 

Sumner H. Slichter of Harvard, in 
a recent article, seemed to think 
that while credit controls will help, 
the best way business can go about 
preventing recession is to try to 
achieve more stable inventories— 
to make a closer adjustment of pro- 
duction to delivery of goods. 

He said it was up to management 
to do it, but that the government 
could help by giving them better 
figures oftener on buying intentions, 
on unfilled orders and on inven- 
tories. 

* of > 
S. Sooo-oh . . . having lived 
¢ through ’29, I’m glad to see 
that the boys are using their heads 
barring accidents, I wouldn’t be 
surprised if ’56 doesn’t run up an- 
other prosperity record. 

And even though some say that, 
in spite of the statistics, the farm- 
ers are still doing all right, I trust 
the farmers will soon be eating 
off the same part of the hog as 
the rest of us lucky guys. 
Meanwhile, go home and tell your 

wife about the transport union offi- 
cial who told Pan American World 
Airways, when Pan Am insisted 
that stewardesses must be dis- 
charged if over 32 years old, that 
“glamor is not a matter of age,” 
and pointed at Mae West, 63, Mar- 
lene Dietrich, 51, Greta Garbo, 50, 
Betty Grable, 45, and Rita Hay- 
worth, 37. 

That oughta make her happy! 
Then bank that money you were 
going to blow in on that mink coat 
—just in case the boys don’t get it 
figured out in time. 


Cleveland Show 
To Be Graced 
By 21 Queens 


CLEVELAND. — Twenty - one 
queens will reign over the 1956 
Cleveland Automobile Show, Jan. 
21-29. The girls will represent 21 
Greater Cleveland communities. 

The communities are holding con- 
tests to select their queens. Judges 
will be provided by the show com- 
mittee of the Cleveland Automobile 
Dealers Assn. 

R. Earl Burrows, show manager, 
said that the events are not beauty 
contests. He said queen contestants 
must be between 16 and 30, unmar- 
ried, 110 to 130 pounds and five feet 
two to five feet seven inches tall. 


Ford to Build 


New Parts Plant 


YPSILANTI, Mich.— Ford Motor 
Co. has announced plans to build 
a new 600,000-square-foot parts 
plant near its Rawsonville dam 
with production slated to start in 
late 1956. 

Ford also reported that its Man- 
chester (Mich.) and Milford (Mich.) 
plants will be closed and the work 
force transferred to the new Raw- 
sonville plant, scheduled to be com- 
pleted in 1957. It is expected that 
the plant eventually will employ 
around 3,000. 
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First in the Post 


Maybe there wasn’t more snow in the good old days. 
(Old-timers swear there was!) But there certainly 
was a lot more skidding. Then, the first tire-chain 
ad (right) appeared in The Saturday Evening Post. 
People bought and were a lot safer. Since then the 
Post has clinched its position as the No. 1 place for 
advertising every sort of automotive product. The 
reason? Its influence in pre-selling millions of Amer- 
ica’s safety-minded families. As a result, now as in 
the past, when it comes to automotive advertising... 


The Post is first 


eR ELE 
eS Evening 






Be Sure that 
You get the New 
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THE AUTO ILLUSTRATED IS A 1910 KRIT. FOR. A REPRINT OF THIS DRAWING SUITABLE FOR FRAMING, 
WRITE TO HAMILTON COCHRAN, AUTOMOTIVE MANAGER, THE SATURDAY EVENING POST, PHILADELPHIA, PA. 





bY Olaf —Gets to the heart of America 






















a 
Fe ‘ 


Stanley's Motor Opens Nash Dealership— 


Chester Kowal, Buffalo city manager, snips the ribbon which signifies the grand 
opening of Stanley’s Motor Sales, a new Nash dealership in Buffalo. From left are 
Arthur Zuchowski, owner; R. A. Cushman, Buffalo zone district manager; Kowal; Stan- 
ley J. Zuchowski, dealership manager; R. W. Brost, Buffalo zone sales-promotion 
manager; A. Zuchowski, dealer's father, and Miss Zuchowski, dealer's sister. 


Thompson Changes Hands 
Thompson Pontiac, Inc., Ravenna, D. Carter and William E. Bonsall 





alone? , 


been on the list? 


and “read”? 


If you make these common mis- 
takes, brethren and sistern, you 
have beaucoup company! But we 
can show you the way toa brighter 








you if we tried. 


O., has been taken over by Frank with retirement of H. T. Thompson.|; Lee Hunter, president, announced 


Do you always include a paper simply because it’s always 


Do you fail to keep abreast of changes within a market? 


Do you feel satisfied if your ad is merely “published” some- 
where in the jungle of a great big fat oversized newspaper? 


Do you overlook the importance of getting your ad “seen” 


tabloid . . . vital and dramatic 
from page one on. . . our readers 
see your ads. We couldn’t bury 
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News to Note... 


Auto World in Brief 


DETROIT.—Evans Products Co. 
has announced that it now is in 
full production of its new Evanite 
battery separator at its plant in 
Coos Bay, Ore. 

The separator utilizes Douglas fir 
wood fiber fortified with phenolic 
resin. It was developed under the 
direction of Dr. Piotr Zenczak, 
former research associate at the 
University of Washington College 
of Engineering. 

* * * 
Hunter Shows Salesmen 


Lite-A-Line Wheel Aligner 
ST. LOUIS. — The introduction 

of the new Lite-A-Line wheel 

aligner highlighted the annual 


sales meeting of Hunter Engi- | 


neering Co. 

Hunter sales representatives 
were given intensive instruction 
in the operation and sales fea- 


tures of the new wheel aligner. | 








that 1955 will be the largest sales 
volume year in the history of the 
company. 

* od ed 


Toronto Parts Depot 


Opened by Volkswagen 


TORONTO. — Volkswagen Can- 
ada, Ltd., has opened a million- 
dollar parts depot and head- 
quarters office building on a 
20-acre site here. The installation 
is believed to be a step. toward 
a Canadian assembly plant for 
the German car. 

More than 10,000 Volkswagen 
| cars and trucks have been sold 
in Canada since the company 
entered the Canadian market in 
1952. 


* * * 





|Volkswagen Distributorship 

|Opens in National Capital 
WASHINGTON. — Volkswagen 

| has expanded operations in this 


Do You Make 


These Common 
Mistakes In 


SPACE-BUYING? 


Do you always buy a newspaper on circulation figures 


future, a richer and more reward- 
ing life. . .at least in Philadelphia. 

The new DAILY NEws is not the 
biggest in Philadelphia, either in 
circulation or size. But it covers 
a magic market, a “tight little 
island” all its own. Over 185,000 
households buy our paper because 
they want our paper. And being a 















NEW YORK—William A. Maher, 
415 Lexington Ave., Murray Hill 2-9197 


cuicaco—J. J. Twomey, 
333 N. Michigan Ave., Andover 3-5270 


petroit—Chas. Sheppard, 
1061 Penobscot Bidg., Woodward 2-3080 


*Total daily advertising—Media records 


So don’t buy circulation figures 
alone. No matter how big the 
paper, your ad can’t sell if it isn’t 
seen. In our sparkling paper your 
ads are seen and, oh brother, how 
they sell! Small wonder alert space 
buyers are giving the new DAILY 
NEws the greatest linage gains 
ever. First 10 months, 1955,* we’re 
up well over 1,000,000 lines. 
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:_DAILY NEWS 

. 22nd & Arch Streets, Philadelphia, Pennsylvania 
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Please send me, absolutely free, copies of 
your paper for one week. | want to see 
for myself just what it is that’s standing 
Philly on its ear. No agent will call (for 
at least 24 hrs.) 
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area with the opening of a new 
service and distribution center 
called Capitol Car Distributors, Ltd. 

It will cover Maryland, Virginia, 
West Virginia, North Carolina, 
South Carolina and the District of 
Columbia. General manager is 
Horst Lantzsch and service man- 
ager is Deiter Deiss. 

a * + 

°55 Aluminum Production 


Tops 2 Million Pounds 


NEW YORK.— Primary alumi- 
num production in the U.S. reached 
2,052,171,990 pounds during the first 
eight months of this year as com- 
pared with 1,933,714,005 for the 
same period of 1954, according to 
the Aluminum Assn. 

August’s production was 267,101,- 
817 pounds, topping July’s. by 
nearly 17 million pounds. 

* * cg 


Kaiser Speeds Work 


At Ravenswood Plant 

OAKLAND, Calif.—A $90 million 
expansion program involving five 
of the company’s principal manu- 
facturing plants is now underway, 
Kaiser Aluminum & Chemical Corp. 
| has announced. 

Major emphasis centers on the 
plant at Ravenswood, W. Va., 
where an additional $75 million is 
being spent to enlarge and com- 
plete a fully integrated sheet and 
| foil rolling mill by early 1957—more 
than a year ahead of the original 
| timetable, Kaiser said. 
| * * * 


Rockwell to Build 


Plant in California 


PITTSBURGH.—Rockwell Mfg. 
Co., will sogn begin construction 
of a 100,060 square-foot ware- 
| house, assembly, and repair plant 
| at Porterville, California. 
| Company officials estimate the 
new plant, expected to be com- 
pleted by early 1956, will cost ap- 
proximately $1 million. On a 32- 
| acre plot, it will be used for as- 
sembly, repair and warehousing 
of Rockwell meter and valve pro- 
ducts. 





* * * 


Holan Announces Digger 


CLEVELAND.—J.C.Holan Corp. 
has developed a new hydraulic dig- 
ger driven by power takeoff. It 
usually is supplied with augers for 
digging holes to eight feet in depth 
but can be made to dig deeper if 
necessary, the company says. 

* * * 


Bendix’ Scintilla Plant 


Expansion Goal Told 


SIDNEY, N.Y.—A $2 million ex- 
pansion program of the Scintilla 
division of Bendix Aviation Corp. 
will be completed by the end of this 
year, it has been announced by 
George E. Steiner, general mana- 
ger. 

It is part of the $10,000,000 expan- 
sion of corporation engineering fa- 
cilities announced earlier this year. 
Steiner said the new facilities cov- 
er 25,000 square feet and will be 
devoted to manufacturing as well 
as research on many types of elec- 
trical equipment, including ignition 
systems, magnetos, diesel fuel in- 
jection systems and electrical con- 
nectors used in major industrial 
fields. 





* * * 


Payne Takes LaSuer 


J. Truett’ Payne Chrysler-Plym- 
outh, has taken over the Chrysler- 
Plymouth franchise of LaSuer Mo- 
| tors, Birmingham, Ala. LaSuer will 
continue in business as a used-car 
dealer. 

* * Ed 
Wolverine Offices Moved 


DETROIT. — The Louisville sales 
offices of the Wolverine Tube divi- 
sion of Calumet & Hecla, Inc., have 
been moved to larger quarters at 
5330 S. Third St., Louisville 14, Ky. 


* * * 


LaSalle Steel Names Rep 


CHICAGO. — LaSalle Steel Co., 
Chicago, has announced opening a 
New York sales office and appoint- 
ment of Robert S. Mack as district 


representative for the eastern U.S. 
ik * * 


Rood Buys Warehouse 

LITTLE ROCK. — Fred R. Rood, 
state distributor of Diamond T 
trucks and Hobbs trailers, has pur- 
chased the Big-Four Auto Parts 
Co.’s 30,000-square-foot warehouse 
and adjacent parking areas from 
Crow-Burlingame Co. Purchase 
price was approximately $125,000. 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 


Attorney at Law 


FEW weeks ago a higher U. S.. 
4 court rendered an important 
decision to the effect that failure 
of an automobile dealer to keep 
accurate books, or his ignorance 
about business matters, will not 
relieve him of full responsibility 
for income tax deficiencies. 

For example, in Hargis v. Inter- 
nal Revenue, 221 Fed. (2d) 486, the 
testimony showed facts, as follows: 
An automobile dealer, named Har- 
gis, has operated an automobile 
agency since 1928. For the year 
1946 Hargis filed his income tax 
return reporting thereon a net in- 





come of $10,332.50, upon which he 
paid a tax of $1,432.69. For the year 
1947 he reported a net income of 
$22,270.45, upon which he paid a 
tax of $5,715.32. 

An _ investigation of Hargis’ 
business activities by internal 
revenue agents revealed substan- 
tial discrepancies between his 
real net income and his reported 
Net income and the determined 
deficiencies in Hargis’ tax re- 
turns for 1946 and 1947 in the 
following amounts: For 1946 his 
net income was determined to be 
$61,763.03 upon which a tax of 
$32,100.84 was due, and for 1947 
his net income was $71,322.98 
upon which a tax of $37,659.03 
was due. 

Also, the “net worth” of Hargis 
showed a net taxable income of 
$61,763.03 in 1946 and $71,322.98 in 
1947, or $53,269.35 and $51,600.72 
more than reported in his income 
tax returns for those respective 
years. 

ef = oe 
Governmennt Justified 


| SUBSEQUENT litigation the 
higher court held that the gov- 
ernment was justified in collecting 
from Hargis deficiencies in income 
taxes for 1946 and 1947 in the 
amounts of $30,668.15 and $31,900.96, 
respectively, and a penalty of 50 
percent of those amounts, making 
the total due the government as 
being $93,853.67. 


This court held that Hargis’ 





Kettering Honored 
As Old Timers 
Get Together 


NEW YORK.—Charles F. Ketter- 
ing, director and research consult- 
ant of General Motors, was hon- 
ored at the sixteenth anniversary 
dinner of the Automobile Old Tim- | 
ers here last week. 

Kettering gave an off-the-cuff | 
speech which several observers 
titled, “Don’t Back into the Fu- 
ture,” after a favorite phrase of | 
“Boss Kett.” | 


Distinguished service citation 
awards were presented to Mary D. | 
Allen, in recognition of her status | 
as the first woman automobile 
dealer in the U. S.; L. L. Colbert, 
president of Chrysler; Frederick C. 
Crawford, in recognition of his 
leadership in the manufacture of | 
automotive equipment; Paul Gar- 
rett, in recognition of his activities 
in industrial public relations; Pyke | 
Johnson, in recognition of his devo- 
tion to the highway problem, and | 
Arthur E. Summerfield, postmaster 
general and Chevrolet dealer. 

Robert Cass, past president of 
the Society of Automotive Engi- 
neers, received a commemorative 
Scroll citing the SAE’s golden anni- 
versary. 


Houdaille-H ershey 
Hints Expansion 


BUFFALO. — Houdaille-Hershey | 
Corp. has opened negotiations for 
acquisition of “several companies,” | 
according to a special report ap-| 
Proved by management. 

The report said the companies | 
“lie outside the automotive parts | 
field.” Houdaille has been diversi- | 
fying its operation which in the| 
Past was predominantly in the au-| 
tomotive parts field. | 





failure to install an adequate 
bookkeeping system was indica- 
tive of his intent to defraud the 
government of taxes. His claim 
of complete ignorance of book- 
keeping methods and taxing laws 
and regulations was not believed 
by either the lower court or the 
higher court. 


The court said: “Admittedly the | 


taxpayer’s books in this case were 
inadequate and there can be no 


question, under the many decisions, | 


that the net worth method is a 
proper method of proof in such a 
case.” 

* * * 


Autos Must Be Safe 
a courts consistently 


hold that all owners must fre- | 


quently inspect their motor vehi- 
cles and make them reasonably 
safe. Failure to do so is negligence, 


which results in liability although | gations that blank spaces were left 


McQUAY-NORRIS 








the dangerous condition or defect 
igs unusual. 

For example, in Alaska Freight 
Lines v. Raymond Harry, 220 Fed. 
Rep. (2d) 272, it was shown that 
an automobile dealer was seriously 
injured when a chunk of ice fell 
from the top of a passing motor 
truck and struck the windshield of 
his automobile. 


In subsequent litigation the 
higher court awarded the auto- 
mobile dealer $16,356.00 damages 
from the owner of the motor 
truck. 

The court held: “Falling of piece | 
of ice from top of a tractor-trailer 
onto passing vehicle during winter | 
was foreseeable, and therefore it 
was actionable negligence to per- 
mit ice to accumulate on top of | 


the tractor-trailer.” 
* cd * 











Court Asked to Kill Deal; | “After careful reflection just 
| now, I’ve decided to have a stock- 


Restore Buyer’s Tradein | eduction sale.” 

Gordon S. Dillard, Baltimore, has | 
gone to court to ask that his pur- 
chase of a car from Walter H. Hick, | in the contract he signed and that 
Inc. (Lincoln-Mercury) be set aside} g receipt given him acknowledged 
and that he be given back a $400| the $400 but failed to mention the 
deposit and his 1951 tradein. value of the tradein. Dillard also 

Dillard based his case upon alle-| asked an injunction agdinst any 
transfer of title that would affect 








his position in the litigation. Judge 
James K. Cullen has reserved de- 
cision. 


Used Car Sold as New, 
|Oregon Buyer Charges 


Charging misrepresentation, Wiley 
Sullivan has filed a $5,750 damage 
suit in Marion County against Roy 
Philippi, of Philippi Motor Co. 
(Ford), Stayton, Ore. 

Sullivan said that a car pur- 
chased from the dealership last 
|April was represented as new but 
| that, judging from the condition of 
the tires, he had reason to believe 
it had been driven at least 1,000 
miles. - 

Sullivan asked damages of $750, 
|the difference between the market 
| value of a used car and that of a 
jnew one. Punitive damages of $5,- 


000 also were sought. 
* ed x 


Damage Award Upheld 


The New Hampshire Supreme 
| Court has sustained a lower-court 
| decision in which Ralph W. Davis 
won a damage suit against Wade 
| Motor Sales, Inc. (Chevrolet), East 
Jaffrey, N. H. Wade charged he 
fell into a pit in Wade's service 
shop. 








Sure you know CHROME-CONTROL LEAK-PROOF Piston 
Rings. You know they hug that cylinder wall, keep the oil down 
and power up. You know they seat quick and do the job right 


and you also know they give positive performance. 


You know 


that because you’ve heard about them for more than 45 years. 


BEARING SERVICE 


ar FN 


PISTON RINGS 


McQuay-Norris Manufacturing Company, St. Louis 10, Mo. 
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545°. °51 (62) 4-dr., $1,065°. 
ILET—’55 Bel Air (8) Sport coupe, 
$2,100*, $2,075*, $2,000*, $1,895, $1,865; 


Used-Car Auction Prices || i":#*08"o%.2%.2|| Average Used-Car Prices 


$2,030; 4-dr., $1,780*; Two-ten (6) 4-dr., 


$1,725; 2-dr., $1,590*; 
$1,575, $1,510; One-fifty (6) 2-dr., (Compiled by Automotive News) 


Market Trend $215"; Two-ten 2-ar.”’ $996. "53. %-ton 
»215°; 'o-~ -dr., ba -ton 
arket rem pickup, £3 %-tom piekup, $445; One $956* 

This week, for the first time, ’56 models have been added to Auto- $525°: hen peaion 10, 51 SL Del ms $747 

motive News’ index of used cars sold at wholesale auctions. Dropped | Bel Ain $400", 4-dr, $305. 50 SL Deluxe 

oo $525.’ ‘40 SL Deluxe 2-dr., $175, $155. 

As a result, the overall average price rose to $956. CHRYSLER —'SS Windsor 4-dr,,’ §2,200°. 

When ’55s were first added and ’47s dropped, in the week of Jan. 10, ‘$1 Windsor 4-dr., $340. 49 Windsor 


the av ’ 4-dr., $250°; NY 4-dr., $275. 
average price was $904. The first entry for average ’56 prices was | 1 ODG% °'s4 Goronet (8) 4-dr., $1,130, °62 


$2,353. That compares with $2,229 as the first entry for ’55s. Coronet stati 910. °51 %-t 
Of the other models computed last week, four showed gains and pickup, $310, '48 1-ton ae, 3186" oi 


’ 9 . FORD—'56 Count: dan, 2 at $2,650°, 
three declined. Advancing in price was ’51s, up $4; ’50s, up $9; ’49s, up $2,600, $2.585°, "32,425°. $2, 400° Y Park. 


“haecheiee ease 1 tati gon : 
, $2,500*; Fairl 
Declining were '55s, down $18; ’53s, down $21, and ’54s, down $74. (8) Victoria, $2,425, $2,420, 5 at $2,400"; 


New lows were established for those three. 4-dr., $2,330° (ps); 2-dr., $2,240%, 2 at 


Nov. Oct. Sept. 


Nov., 1955 Oct., Sept., 
Da 1955 1955 


es. * 

$2,024 $2,027 

1,267 1,281 

862 899 

578 634 

412 432 

291 316 

194 203 216 
* 165 171 


Average... $ 956 $ 725 $ 747 


* Prices of 1956 models added to tabulation; prices of '48s dropped. 


At a group of representative auctions last week, the average sales Fee tan coke SL 700° "6S Tien. || (The above figures are averages of used-car auction prices, all makes 
ratio was 70.6 percent, highest since the week of Aug. 22. It had been derbird, $2,700*; Fairlane (8) 4-dr., $1,- and models, carried in Automotive News.) 


695, $1,690, $1,660, $1,655. '54 ‘Crest (8) 
69.2 in the previous week. Consignments averaged 159 units, compared Victoria, $1,470: Custom. (8) 4-dr.. $1.- 


with 190 in be von ae Sia = club coupe, $1,155; Main (8) 2-dr.,| °54 Monterey Sun Valley, $1,505*; 4-dr., 
Prices mar an ate a unit equipped with an automatic 0. ’53 Custom (8) 4-dr., $785. ‘52 $1,450* (ps); Custom 4-dr., $1,280°, ’53 
° Crest (8) Victoria, $800, $760; Custom Custom 4-dr., $1,005*, $875; 2-dr., $925. 
transmission or overdrive and (ps) indicates power steering. (8) 2-dr., $580°; 4-dr., $440; Main (8)| ’51 4-dr., $435. '50 4-dr., $175. °49 
‘ 4-dr., $495; %-ton Pickup, $465. coupe, $160. 

DENVER cial 2-dr., $1,315, '53 Super 4-dr., $1,120 | HUDSON —'’51 Custom (8) 2-dr., $325,| NASH—’55 Rambler station wagon, $1,665. 
(ps); RM Riviera, $1,000* (ps). ’51 Su- $315*. 54 Ambassador 4-dr., $1,325*; Rambler 
(Denver Auto Auction. Sale every Fri- per Riviera, $450°; conv., $355*; Special | LINCOLN —’'56 Premiere coupe, $4,400* Hardtop, $1,025*. '51 Ambassador 4-dr., 
day. Prices are for sale of Oct. 28.) 2-dr., $395°. °50 Super Riviera, $260; (ps). '54 Capri 4-dr., $1,705* (ps). ’51 $260; Statesman 4-dr., $185. ’50 4-dr., 

(Market good. Sold 200 cars out of Special 4-dr., $385*, $320. Capri coupe, $385*. ’°49 Cosmopolitan 4- $135. 
417 offerings.) . CADILLAC—’56 (62) coupe, $4,950° (ps), dr., $130. OLDSMOBILE—’55 (98) Holiday, $2,580* 
BUICK—'55 Century Riviera, $2,600 (ps), $4,865* (ps), $4,700* (ps). ‘55 (62) | MERCURY—’56 Montclair coupe, $2,685*, (ps); 4-dr., $2,575* (ps), 2 at $2,500* 
$2, 310°; Special Riviera, $2,580* (ps),| conv., $4,100° (ps); 4-dr., $3,955° (ps), $2,740*, $2,580; Custom station wagon, (ps); (88) Super 4-dr., $2,575*, $2,540*, 
$2,510°, $2,445°, $2,360°; Super Riviera, $3,910* (ps). ’54 Eldorado conv., $4,250* $2,700*, $2,630°; 4-dr:, $2,454; Monterey $2,500*, $2,275*; Deluxe 4-dr., $2,150*. 
tee (ps), $2,400* (ps), $2,310*, $2,- (ps); (62) 4-dr., $2,925* (ps). '53 (62) 4-dr., $2,515, $2,505, $2,480. °55 Monte- ’54 €98) Holiday, $2,200* (ps); (88) 4- 
54 RM Riviera, $1,820* (ps); Spe- 4-dr., $2,050* (ps). ’52 (62) 4-dr., $1,- rey coupe, $2,280*; 4-dr., $2,030* (ps). dr., $1,775*. '53 (88) conv., $1,175*. ’52 


genuine 


ather 


because people don’t expect 


to pamper Pontiacs’’ 


R. A. Johnson “The Pontiac is built for service and performance— 
Dick Johnson Motors _ truly a carefree car. And the most carefree upholstery 
no ri ae material I know of is genuine leather. It laughs off scuffs 
’ and scratches—and its finish actually improves with use, 
taking on a rich gleam. That’s why I urge customers 
to choose the models upholstered in genuine leather—they get 
the most for their money that way.” 


Mild soap and water is all that is needed to keep genuine 
leather upholstery looking as good as new—or better. 


Only genuine leather wears as well as it looks. 


YOU CAN GET THE FACTS THAT PROVE LEATHER IS BEST. Send 
the coupon today for “All About Genuine Leather” (free), showing 
results of tests by a famous impartial testing company. 


THE UPHOLSTERY LEATHER GROUP, INC., Dept. AN-2 
141 East 44th Street, New York 17, N. Y. 


Please send me, free, your “All About Genuine Leather’. 
Name. 

Firm, 

Address 

City —_¢__ 7 one__State 


THE UPHOLSTERY LEATHER GROUP, INC. 141 East 44th St., New York 17, N.Y. ° 99 West Bethune, Detroit 2, Mich. 





(98) sedan, $875*, $870°. ’°51 (88) 2-dr., 
$500*; 4-dr., $435°. '50 (88) 2-dr., $355*. 


PACKARD—’ 54 Clipper club sedan, $1,290*. 


’52 Clipper 4-dr., $455*. '50 4-dr., $130*. 
PLYMOUTH—’55 Belvedere (8) conv., $1,- 
900° (ps), $1,695*. °54 Belvedere 4-dr., 
$895*. °53 Cranbrook Belvedere, $875; 
station wagon, $925. '52 Cranbrook 4-dr., 
$425. ’51 Cranbrook club coupe, $310. ’50 
Special Deluxe 4-dr., $175. . 

PONTIAC — ’56 Star Chief (8) Catalina, 
$3,020* (ps), $2,970* (ps), $2,930* (ps), 
$2,900* (ps), $2,825* (ps); Chieftain (8) 
coupe, $2,520%; Catalina, $2,480°*, $2,- 
475*; 2-dr., $2,170. °55 Chieftain (8) sta- 
tion ‘wagon, $2,400* (ps), $2,270*°; Cata- 
lina, $2,300*; 4-dr., $1,965; Star Chief 
(8) conv., $2,400° (ps), $2,160° (ps); 
4-dr., $2,165*; Catalina, $2,095*. °53 
Chieftain (8) 4-dr., $915*. °51 Silver 
Streak (8) 4-dr., $405. ’50 Silver Streak 
(8) 4-dr., $375*, "'$235*; Silver Streak (6) 
4-dr., $250°. 

STUDEBAKER—’55 Commander coupe, $1,- 
450. 

WILLYS—’56 %-ton pickup, $1,900; jeep- 
ster, $1,685. °55 %-ton pickup, $1,450; 
jeepster, $1,220. ‘53 station wagon, $950. 

MISCELLANEOUS—’55 GMC %-ton pick- 
up, $1,845. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Oct. 28.) 
(Sold 164 cars out of 263 offerings.) 

BUICK—’55 RM 4-dr., $2,400* (ps); Spe- 
cial Riviera, $1,930*; Century 4-dr., $1,- 
810*. ’54 Special Riviera, $1,765*; Cen- 
tury 4-dr., $1,330*. °53 Super Riviera, 
$1,065* (ps), $1,000*; RM Riviera, $880* 
(ps), $815* (ps). 52 RM Riviera, $785* 
(ps). °51 Super 4-dr., $395*. 

CADILLAC—’55 (62) coupe, $3,700* (ps); 
4-dr., $3,595* (ps). °54 (62) coupe, $3,- 
040* (ps); 4-dr., $2,930* (ps). ’51 (62) 
4-dr., $1,120*; (60) Special 4-dr., $855*. 

CHEVROLET—'55 Two-ten (8) 2-dr., $1,- 
465. °54 Bel Air coupe, $1,225*. ’53 Bel 
Air Sport coupe, $1,035*, $950, $860; 4- 
dr., $750* (ps), $725*%; Two-ten 4-dr., 
$740*, $740, $735*, $570. ’51 FL Deluxe 
2-dr., $415; SL Deluxe 4-dr., $405, $400*. 
750 SL Special 4-dr., $260; FL Deluxe 
2-dr., $115*. °49 SL Special 2-dr., $175. 
*48 SM 2-dr., $125. 

CHRYSLER—’53 Windsor 4-dr., $835. °52 
Saratoga 4-dr., $650*%; Windsor 4-dr., 
$475* (ps). °51 Windsor 4-dr., $390*. 

DeSOTO—’51 Custom 4-dr., $335. ’50 Cus- 
tom 4-dr., $190. ’ 

DODGE—’53 Coronet 4-dr., $700*; Diplo- 
mat, $615*. ’51 Meadowbrook 2-dr., $170. 

FORD—’56 Fairlane (8) conv., $2,395*; 
Victoria, $2,375* (ps); Main (8) Ranch 
Wagon, $2,150. '55 Fairlane (8) 2-dr., 
$1,645, °54 Crest (8) Victoria, 2 at $1,- 
295*, $1,150*. °53 Crest (8). Victoria, 
$925; Custom (8) 4-dr., $825, $740", 
$565. °51 Custom (8) 2-dr., $365*. '50 
Custom (8) 4-dr., $205. +49 Custom (8) 
2-dr., $190, $130. '46 Deluxe (8) 4-dr., 
$185. 

HUDSON —'51 Hornet 4-dr., $130*. ’50 
Commodore 4-dr., $175. 

LINCOLN — ’56 Premiere 4-dr., $4,155* 
(ps). ’55 Capri conv., $2,635* (ps). 

MERCURY—’56 Montclair coupe, $2,725* 
(ps). °55 Monterey coupe, $2,210*, $2, 
050*, $1,995*. °54 Monterey station wag- 
on, $1,525*. °52 Monterey coupe, $755*; 
2-dr., $725. °51 2-dr., $285. °49 4-dr., 
$100. 

NASH—’54 Statesman 4-dr., $1,395*. '53 
Ambassador 4-dr., $770*. °52 Rambler 
Country club, $455*; Statesman 4-dr., 
$450*. ’51 Statesman 2-dr., $135*. 

OLDSMOBILE — ’55 (98) 4-dr., $2,500* 
(ps); (88) Super 4-dr., $2,345* (ps); 
Deluxe Holiday, $2,100*. °54 (98) Holi- 
day, $2,050* (ps); (88) Super 4-dr., 
$1,570*. °53 498) Holiday, $1,360* (ps); 
(88) Super Holiday, $1,330* (ps). ‘51 
(88) 2-dr., $535*. 

PACKARD — ’50 Clipper 4-dr., $150. *49 
Clipper 4-dr., $100. 

PLYMOUTH—’56 Belvedere (6) 4-dr., $1,- 
850. ’°54 Savoy 2-dr., $860. ’53 Cranbrook 
4-dr., $405. ’51 Cranbrook Belvedere, 
$500, $360; 2-dr., $230. ’°50 Special De- 
luxe club coupe, $190; 2-dr., $180. ’49 
Deluxe 2-dr., $105. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
500*. ’'55 Star Chief (8) Catalina, $2,265* 
(ps). ’53 Chieftain (8) 4-dr., $870*; 2- 
dr., $680*. °52 Chieftain. (8) 4-dr., $560, 
$485*. ’51 Silver Streak (8) 2-dr., $210. 
’49 Silver Streak (8) 4-dr., $170*. 

STUDEBAKER—’52 %-ton pickup, $370. 
’51 Champion 4-dr., $305*; Commander 
coupe, $150*. ’50 Champion 2-dr., $110*. 

WILLYS—’48 %-ton pickup, $200. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Frices are for sale of Oct. 31.) 
(There were more buyers than cars at 
the auction here today. And more good 
cars were offered than for the past 60 
days. Looks like the garbage is pretty 
well thinned out. Heavy rains and high 
water kept several large consignors and 
many buyers home. Prices were satisfac- 
tery, not higher. All in all it was a good 
sale as we sold 128 cars out of 158 offer- 
ings.) 

BUICK—'55 Special conv., $1,860. ’54 Su- 
per station wagon, $1,825*. °53 Super 
Riviera, $1,050*; Special 2-dr., $830. ‘52 
Super Riviera, $685*. °50 Super 4-dr., 
$180*. 

CADILLAC—’53 (62) 4-dr., $2,050°. °52 

(Continued on Page 35, Col. 1) 
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Used-Car Auction Prices 


(Continued from Page 34) 


(62) 4-dr., $1,550* (ps). °51 (62) 4-dr., 
$1,320*, ’47 (61) 2-dr., $210*. 
CHEVROLET—'54 Two-ten 2-dr., $1,040*, 
$950, $875; 4-dr., $885; Bel Air 4-dr., 
$750; One-fifty 2-dr., $860, $745, $685. 
53 Bel Air 4-dr., $850*, $750; 2-dr., 
$770; Two-ten 2-dr., $770, $760, 2 at 
$700; coupe, $800; 4-dr., $770; One-fifty 
coupe, $590; 4-dr., $580, $280. '52 SL 
Deluxe 4-dr., $590, $400*; 2-dr., $490*, 
$440; Bel Air, $435*. "51 SL Deluxe sta- 
tion wagon, $630; 4-dr., $460, $400*; 
2-dr., $375, $320°*; FL Deluxe 2-dr., $300; 
4-dr., $470; SL Special coupe, $205. "50 
SL Deluxe 2-dr., $350; 4-dr., $260*; FL 


Deluxe 2-dr., $260, ’49 SL Deluxe 2-dr., 
$140. 

CHRYSLER — ’52 Saratoga 4-dr., $625* 
(ps). 

DeSOTO—'53 Custom 2-dr., $670*. ’51 Cus- 
tom 4-dr., $420*; conv., $310*. 

DODGE—’50 Wayfarer 2-dr., $180. °48 %- 


ton pickup, $200. 

FORD—’56 Fairlane (8) Victoria, $2,350*, 
$2,150; 4-dr., $2,090; 2-dr., $1,860; Main 
(8) Ranch Wagon, $2,090; Main (6) 
Ranch Wagon, $1,985. °55 Custom (8) 
4-dr., $1,600. ’54 Crest (8) Victoria, $1,- 
275*; Main (8) Ranch Wagon, $1,185; 
Custom (8) 2-dr., $910. ’53 Main (8) 
Ranch Wagon, $1,000; Custom (8) 2-dr., 


$795; 4-dr., $570; Crest (8) conv., $725. 
52 Crest (8) Victoria, $675; Custom 
(8) 4-dr., $450°; Main. (6) 2-dr., $380*, 
$350. ’51 Custom (8) 2-dr., $390, $330; 
4-dr.. $390*, 2 at $330; station wagon, 
$260; Custom (6) 2-dr., $280; Deluxe (8) 
4-dr., $250; Deluxe (6) 2-dr., $160; %- 


ton pickup, $190. 50 Custom (8) 2-dr., 
$250; Deluxe (6) 2-dr., $150; Deluxe (8) 
2-dr., $220, $150. '49 Custom (8) 2-dr., 
$1407. 

HUDSON—’55 Rambler station wagon, $1,- 
335. "50 Pacemaker 2-dr., $145. 

KAISER—’52 Deluxe 4-dr., $285. 
$160. 

LINCOLN—’50 Cosmopolitan 4-dr., $390*. 

MERCURY — ’52 4-dr., $575*. ’51 club 
coupe, $420. 

NASH—’51 Rambler station wagon, $400*. 

OLDSMOBILE—’55 (88) 2-dr., $2,100*. 

PACKARD — ’52 (200) 4-dr., $620*. ’51 
4-dr., $330*; 2-dr., $295*. °50 4-dr., 
$130". 

PLYMOUTH—’54 Savoy 2-dr., $875. ’53 
Cranbrook station wagon, $1,050*; 4-dr., 

, $790; Cambridge 2-dr., $500; 4-dr., $280. 
’52 Cranbrook 2-dr., $530,/ $285; 4-dr., 
$420, $375. 

PONTIAC—’56 Chieftain (8) $2,- 
360*. ’53 Chieftain (8) 2-dr., 52 
Chieftain (8) 2-dr., $625*. 

STUDEBAKER — '51 Commander 2-dr., 
$125; Champion 2-dr., $110. '50 Cham- 
pion club coupe, $140. 

WILLYS—’51 station wagon, $450. 

MISCELLANEOUS — ’53 Henry J 2-dr., 


$225. 
CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of Nov. 1.) 

(Sold 251 cars out of 362 offerings.) 

BUICK—’55 Special Riviera, $2,430* (ps), 
$2,340*, $1,900. 54 RM Riviera, $1,835* 
(ps), $1,745* (ps); Special Riviera, $1,- 
680*; 2-dr., $1,095; Century 4-dr., $1,665* 
(ps). ’53 RM Riviera, $1,160* (ps), $1,- 
095* (ps), $1,065* (ps); Super Riviera, 
$1,045, $945*; 4-dr., $980", 

CADILLAC—’55 (62) coupe deVille, $4,005* 
(ps). '54 (62) conv., $3,220*. (ps); coupe, 
$3,115* (ps), $3,050* (ps), $2,800* (ps); 
4-dr., $2,790* (ps). ’53 (62) coupe, §$2,- 
175* (ps), $2,000* (ps); 4-dr., $2,000* 
(ps), $1,955* (ps), 2 at $1,890* (ps). 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
720; Two-ten (8) 4-dr., $1,420. ’54 Bel 
Air Sport coupe, $1, 360° (ps), $1,230; 
2-dr., $1,090%; Two-ten 4-dr., $1,000*. 
’53 Bel Air 4-dr., $980, $850* (ps), $850; 
Sport coupe, $975*, $875*; Two-ten 4-dr., 
$845; 2-dr., $710*, $695*; One-fifty 2-dr., 
$530. '52 SL Deijuxe 4-dr., $600*°; Bel 
Air, $560*; 2-dr., $430. 

CHRYSLER—’54 Windsor 4-dr., $1,275*. 
’52 Windsor 4-dr., $575*, $400*. ’51 Wind- 
sor 4-dr., $450*, $350°. 

DeSOTO—'54 Fire Dome (8) 4-dr., $1,200*. 
’51 Custom 4-dr., $345*; Sportsman, 
$310*. 

DODGE — ’54 Coronet (8) 4-dr., $995*; 
Meadowbrook 4-dr., $675. °53 Coronet 
club coupe, $550*; Meadowbrook 4-dr., 


"51 4-dr., 


2-dr., 
$770. 


$360*. '52 Coronet 4-dr., $410*. ’51 Coro- 
net 4-dr., $300*, $235*, $200*. 
FORD—’56 Country sedan, $2,475*, $2,200°. 


’55 Fairlane (8) Victoria, $1,845*, $1,- 
790*; conv., $1,760%; Custom (8) 2-dr., 
$1,565*, $1, 425°: Main (6) 4-dr., $1,180. 
"54 Country sedan, $1,445; Crest (8) Vic- 
toria, $1,255; Custom (8) 4-dr., $1,055, 


$1, 025¢, $965*. 563 Crest (8) Victoria, 
$1,105*; $1,050*, $1,005*, $985*. 

HUDSON—’55 Rambler station wagon, $1,- 
660*; 4-dr., $1,300. "54 Jet 4-dr., $540. 
*53 Wasp 2-dr., $475. 

KAISER—’53 4-dr., $350. 

LINCOLN — '56 Premiere coupe, $4,255* 
(ps). ’52 Capri coupe, $1,040*. 

MERCURY — ’56 Monterey 4-dr., $2,730* 
(ps). '55 Monterey coupe, $1,980* (ps). 
"54 Monterey coupe, $1,250*; 4-dr., $1,- 
200; 2-dr., $1,150%. "53 Monterey coupe, 
$1,300*, $1,095*; Sport coupe, $1,140*, 
$875. 


NASH—’54 Statesman club coupe, $1,355*. 
'53 Ambassador club coupe, $795*; States- 
man club coupe, $795, $790*, $750*; Ram- 
bler club coupe, $725; conv., $595. °52 
Rambler club coupe, $450*. 

OLDSMOBILE—’55 (98) Holiday, $2,895* 
(ps), $2,875* (ps), $2,830* (ps), $2,665* 
(ps); (88) Holiday, $2,435* (ps). °’54 
(98) 4-dr., $1,805* (ps); (88) 4-dr., $1,- 
650*; Holiday, $1,500*. ’52 (98) Holiday, 
$1,075* (ps); (88) 4-dr., $700*. 

PACKARD—'54 Clipper Hardtop, $1,650*. 
"52 (200) 4-dr., $400, $330. 

PLYMOUTH—'56 Plaza (8) 4-dr., $1,740. 
’55 Savoy (6) station wagon, $1,700; 
Savoy (8) 2-dr., $1,580*, $1,430; 4-dr., 
$1,550*. '54 Belvedere Sport coupe, $1,- 
070*; Savoy 2-dr., $855*, $830; 4-dr., 
$835, 2 at $825, $815, $810, $800, $790. 
‘53 Cranbrook station wagon, $795, $775. 

PONTIAC—’54 Star Chief (8) conv., §$1,- 
300* (ps); Chieftain (8) 2-dr., $1,100* 
(ps). '53 Chieftain (8) 2-dr., $1,130*. 
’52 Chieftain (8) Catalina, $685*; 4-dr., 
$540*, $495*. °51 Silver Streak (8) 4-dr., 
$440; 2-dr., 2 at $410*. 

STUDEBAKER—’54 Champion club coupe, 
$875. 

MISCELLANEOUS—'54 MG roadster, $950. 


=e 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 





Tuesday. Prices are for sale of Nov. 1.) 


(Bidding was very active. Again bu: 
wanted °49s through ’54s, although 
moved better this week than last. 
88 cars out of 109 offerings.) 
BUICK—’56 Super 2-dr., 
Century 4-dr., $2,165*. 
030* (ps); Super 2-dr., 
’52 Super 2-dr., $730*; 
"51 Super 2-dr., $595*. 
$255*. 
CHEVROLET—’56 Bel Air (8) 2-dr., 
205*. ’°55 Bel Air (8) 2-dr., $2,155*; 
ten (6) 2-dr., 


$1,030°, 


$2,910* (ps). 
’53 RM 2-dr., 


$1,525, $1,505, $1,500, 


yers 
"55s 
Sold 


55 
$1,- 


$910*. 
Riviera, $695*. 
’50 Super 4-dr., 


$2,- 
"Two- 
"53 


Two-ten (8) station wagon, $1,025, $810; 


2-dr., $670; 4-dr., 
SL Deluxe 2-dr., 
’50 SL Deluxe 2-dr., 

CHRYSLER—’51 Windsor 2-dr., 
4-dr., $265*. 

DODGE—’56 Royal (8) 4-dr., 
2-dr., $2,350*; Coronet (6) 2-dr., 
"53 Meadowbrook 2-dr:, $545. 
owbrook 2-dr., $320. 
$305. '49 2-dr., $115, $110. 

FORD —’56 Fairlane (8) sedan, 
$2,150. ’55 Fairlane (8) Victoria, $1, 
$1,240; 4-dr., $1,620. °54 Custom 
2-dr., $1,020*; 
$1,025; 2-dr., $795; 
$780. ’°53 Custom (8) 2-dr., $790*, 
$580. ’52 Crest (8) Victoria, $730*, 


$720, $600, 
$400, $375, $320, 


$550*; 
$2,500* 


$510. 


"51 
$280. 


NY 


$275, 2 at $225. 


(ps); 


$1,910. 
152 Mead- 
"51 Coronet 2-dr., | 


$2,185, 


700*, 
(8) 


Main (6)- Ranch Wagon, 
Custom (6) 2-dr., 


$590, 
$385. 





’51 Custom (8) 2-dr., $370, $295. 
HUDSON—’53 Wasp 4-dr., $555. '52 Wasp 
2-dr., $195. '51 Super 4-dr., $200, $195. 

KAISER—’51 4-dr., $225. 

MERCURY—’ 54 Custom station wagon, $1,- 
490. '51 Monterey 4-dr., $380, $315, $300. 
°49 Custom sedan, $100, '47 conv., $175. 

NASH—’51 Statesman sedan, $280, $275. 

OLDSMOBILE — '56 (98) 4-dr., $3,350* 
(ps). °53 (88) 2-dr., $1,370* (ps). ’51 
(88) 2-dr., $560*, $535*. *49 (88) 2-dr., 
$350*. 

PACKARD—’52 (200) 4-dr., $450*. 

PLYMOUTH — '53 Cranbrook 4-dr., $570, 
$525. ’°51 Cambridge 2-dr., $265. '50 De- 
luxe 4-dr., $150. ’49 Deluxe 4-dr., $160. 

PONTIAC—’53 Chieftain (8) 4-dr., $775. 
’50 Silver Streak (6) 2-dr., 2 at $170. 
‘49 Silver Streak (8) station wagon, 
$240; 2-dr., $190, $140, $105. 

STUDEBAKER—’55 Commander 2-dr., $1,- 
035. °52 Commander 2-dr., $290. ’51 
Commander 4-dr., $245, $200. 50 Cham- 
pion 2-dr., $115. ’°49 Commander 2-dr., 
$155. 

WILLYS—’53 2-dr., $450. 

MISCELLANEOUS—’41 GMC %-ton pick- 
up, $155. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 2.) 
(Market weak except on very sharp 
autos. Sold 68 cars out of 97 offerings.) 
BUICK—’53 Super Riviera, $1,020*. ’52 
Special sedan, $690. ‘51 Super Riviera, 
$550*; sedan, $200. ’49 Super sedan, $105. 
CADILLAC—’55 (62) conv., ,$4,175* (ps). 
’54 (62) conv., $3,300* (ps). °53 (62) 
conv., $2,100* (ps): '49 (62) sedan, $650*. 
’48 (61) sedan, $300. ’47 (62) sedan, 
$120. 
CHEVROLET — ’54 Two-ten sedan, $775. 
’53 Two-ten sedan, $685. °52 SL Deluxe 


sedan, $625, $530, $460; SL Special se-' 








dan, $290. '51 SL Deluxe sedan, $390, $2,430*, 3 at $2,380*, $2,330*, $2,310 
$360. '50 SL Deluxe Bel Air, $310. (ps), $2,165*, $2,160* (ps). '54 Super 
CHRYSLER—’51 Windsor sedan, $410. '48 4-dr., 2 at $1,600*. '53 Super Riviera, 
NY sedan, $105. $1,175*; Special Riviera, $960. ’'52 Super 
DeSOTO—’ 51 Custom sedan, $250, '50 Cus- Riviera, $820* (ps). ’°51 RM 4-dr., $480*. 
tom sedan, $110. °50 Special 4-dr., $305, $190. 
DODGE—’52 Coronet sedan, $300. ’50 Cor- | CADILLAC—'56 (62) club coupe, . $4,935* 
onet sedan, $310*. (ps). '55 (62) coupe deVille, $4,470* (ps), 
FORD—’55 Custom (8) 2-dr., $1,400, $1,- 2 at $4,200* (ps), $4,125* (ps), $4,100° 
365. '54 Custom (8) station wagon, $1,- (ps); club coupe, $3,850* (ps), $3,695* 
360, $1,300. '53 Custom (8) sedan, $790, (ps). '53 (62) club coupe, $2,140* (ps). 


"52 (62) 4-dr., $1,360*. 


$765; Deluxe (8) sedan, $640, $625. '52 
CHEVROLET—’55 Bel Air (8) Sport coupe, 


Custom (6) sedan, $370. '51 Custom (8) 


conv., $375; sedan, $250. '50 Custom (8) 4 at $2,145*, 2 at $2,115*, $1,990*; 4-dr., 
sedan, $240; Custom (6) sedan, $210. 2 at $2,105", 2 at $1,800*, 2 at $1, 725°; 
MERCURY—’ 54 Monterey 4-dr., $1,300. '53 Two-ten (8) Handyman, $2,020, $2,000, 
Monterey Sport coupe, $1,050*. '51 sedan, $1,900; 4-dr., $1,775, $1,745, $1,545°; 
$420, $400. '49 sedan, $180. 2-dr., $1,625, $1,600, $1,595, $1,450. '54 
NASH — '51 Statesman sedan, $175. '48 Bel Air (6) Sport coupe, $1,290, $1,275; 
Statesman sedan, $140. Two-ten 2-dr., $1,120*, $1,050, $900. ’53 


OLDSMOBILE—’54 (88) Super 4-dr., $1,- Bel Air Sport coupe, $895, $855; Two-ten 


625* (ps). °52 (98) sedan, $720*. ‘50 2-dr., 2 at $700, $615. '52 SL Deluxe 

(98) sedan, $360*. '49 (76) sedan, $300. 4-dr., $375. ’°50 Delivery a. $340. °49 
PACKARD — ’51 sedan, $490. '49 sedan, SL Deluxe 2-dr., $180, 

$150. CHRYSLER—’55 Windues 4- -dr., $2,150*. 
PLYMOUTH—'53 Cranbrook sedan, $620, "54 NY 4-dr., $1,495" (ps). '53 NY 4-dr., 


$1,120* (ps). '51 Saratoga 4-dr., $550*° 
(ps). 


DeSOTO—’55 Fire Dome (8) Hardtop, §$2,- 


$540. '52 Concord sedan, $240. '51 Cran- 
brook sedan, $330, $300 '49 Special De- 
luxe sedan, $115. 


PONTIAC—’53 Chieftain (8) sedan, $925, 090%, "53 Fire Dome (8) 4-dr., $945*. '51 
$900; Chieftain (6) sedan, $700. °52 Custom 4-dr., $280*. 
Chieftain (8) Catalina, $750*. '49 Silver | DODGE—’55 Custom Royal (8) 4-dr., $2,- 
Streak (8) sedan, $185. 195* (ps), $2,100* (ps), $1,960*; Royal 
STU DEBAKER—’52 Champion Sport coupe, (8) 4-dr., $1,915*. ’'53 Coronet (8) 4-dr., 
$350. °51 Champion sedan, $160. °50 $775; %-ton pickup, $505, '52 Coronet 
Champion sedan, $110. | Diplomat, $505*. 
FORD—’56 Country Squire, $2,615", $2,- 
585*, $2,555; Fairlane (8) conv., $2,465* 


DENVER 





(ps), $2,450*; Victoria, $2,430*, $2,375*, 

(Colorado Auto Auction, Sale every Mon- 3 at $2,350*, $2,325; Custom (8) 4-dr., 
day. Prices are for sale of Oct. 31.) $2,090. ’55 Fairlane (8) Crown Victoria, 
(Current models seem hard to sell. ’55 $2,170*, $2,140*; 4-dr., $1,635, 2 at $1,- 
models are in most demand. Sold 263 585; Custom (8) 4-dr., $1,345, $1,325*. 


’54 Custom (8) 2-dr., 2 at 
Crest (8) Victoria, $1,125*, 
(Continued on Page 46, Col. 


$1,010. ’53 
$1,110°, $1,- 
1) 


cars out of 350 offerings.) 
BUICK—’55 Century Riviera, $2,595* (ps), 
$2,550* (ps); Special Riviera, $2,490*, 





E.1.DuPont.....-. 


& Co. is one of the largest U.S. corporations...with 
annual sales of $1,687,000,000 in 1954, or 9.6% of 
the chemical industry’s total.* 

Size and sales, however, are no accurate indication 
of Du Pont’s contribution to the national economy. 
Size is not always an index of value. For instance, one 
magazine with only 1,300,000 circulation represents 
an $11 billion market. The market is the country’s j 
best farmers—42% of all farms earning $10,000 or 
more, and 26% of all US commercial farms. And the 
magazine is SUCCESSFUL FARMING. 

SF farm subscribers have larger investments in 
land, buildings, machinery and livestock, better 
farms, better yields. They account for 57% of the 
hogs, 38% of the cattle and calves, 33% of the poultry, 
44% of the eggs, 44% of the dairy products, 53% 
of the corn harvested. Big producers, they are big 
earners—with an average cash income from farming 
around $10,000 for several years past. 

To find new sales, and to balance national 
advertising schedules, you need SuUCCEssFUL FARMING. 
No other medium has as much influence with its 
audience. Ask any SF office. 

*Source: Chemical Week, and FTC, SEC 


MEREDITH PUBLISHING COMPANY, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 













BRAKE LINING FASTENERS—BL-1 and 
BL-2 are brass brake lining fasteners for 
trucks and trailers. The BL-1 package con- 
tains 100 No. 10-24 by 1 special screws, 
and the BL-2 package, 100 4-20 by 1 
screws. Both packages are said to contain 
flat head brass machine screws, hex steel 
machine screw nuts, lock washers and 


special flat washers. The screws are made 
of brass to prevent scoring, it is claimed. 
Lamson and Sessions Co., 1971 W. Eighty- 
fifth St., Cleveland 2, O. 





VALVE TOOL—tThe Holmes Servicer for 
valve lifters is said to permit a mechanic 
to dismantle all lifters, clean and check 
all working parts and reassemble the 
entire unit in a matter of minutes. The 
machine also provides accurate means of 
testing lifters to determine which can be 
reused and which have to be replaced, it 
is claimed. Ernest Holmes Co., Chatta- 
nooga, Tenn. 





VOLATILE CONCENTRATE—Boost 
volatile solvent concentrate said to produce 


solvent compounds having drying and 
evaporation properties substantially quicker 
and faster than the well-known chemical 
of commerce, carbon tetrachloride. It is 
offered as a re-activating agent intended 
for increasing the speed of carburetor and 
parts cleaning kits, and it is stated that 
double the speed performance of a six- 
gallon size bench kit may be accomplished 
by the addition of two one-pound cans of 
the concentrate. Curran Ordnance Chemi- 
cal Laboratory, Lawrence, Mass. 
- ee «@ 


High-Compression Plug 


Offered by Blue Crown 

A new type of spark plug, de- 
signed specifically for high-com- 
pression engines, has been developed 





and marketed by Blue Crown Spark 
Plug Corp., Defiance, O. 

Blue Crown says the new plug 
contains double-gap electrodes to 
help overcome fouling, an aluminum 
oxide insulator to eliminate spark- 
over and provide a broader heat 
range, and a metallic center elec- 
trode seal to assure faster head 
dissipation and provide a positive 
seal against leakage. 

* *. + 








ENGINE ADAPTER—The Cagar adapter 
fits the big OHV Ford or Mercury V8 to 
the 1932-48 Ford or Mercury transmission. 
The starter is placed on the right side of 
block, out of way of the steering gear. 
Cagar Equipment Co., 3663 Gage Ave., | 
Bell, Calif. 
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Walker Brings Out 


Sport Muffler Line 


Walker Mfg. Co., Racine, Wis., 
has announced that its sports muf-| 
fler division will introduce a line) 
of sport mufflers and dual exhaust) 
system conversion parts. 

The mufflers will be known as| 
“Continental” and Walker said they} 
will feature a_ free-breathing| 
“Strate-Flo” design for minimum 
back pressure and quick engine) 
performance. 








VOLT-AMP TESTER—Model G-224 is a 
volt-amp tester for checking voltage and 
current regulators, as well as the entire 
primary electrical system, of all 6 or 12 
volt automotive vehicles. Meter accuracy 
is claimed to be closer than 2 percent of 
full scale reading. King Electric Equipment 
Co., 9123 Inman Ave., Cleveland 5, O. 
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PHILLIPS SCREW DRIVER — Specially 
hardened Phillips screw drivers with high 
grade alloy steel blades have been mar- 
keted. A special neat treatment is said to 
give the blades great wear-resisting quali- 
ties and increased tip life. The blades are 
chrome plated to eliminate the problem of 
rust, it is claimed. Snap-On Tool Corp., 
8028 28th Ave., Kenosha, Wis. 
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NEW PRODUCTS 


bracket studs. No welding is re- 
quired and installation takes only 





VALVE SEAT INSERTER—The Model 90 
valve seat inserting machine is said to be 
a completely universal machine, readily 
adaptable to any straight or angular cylin- 
der block or cylinder head application. A 
feature of the machine is said to be the 
patented solid, high speed, double-end 
cutters that assure accurate resizing every 
time. The cutters can be sent to the fac- 
tory for sharpening or resizing. Hub City 
lron Co., Aberdeen, S. D. 


* * * 





SERVICE EQUIPMENT—Among the 1956 
Bear service units are: On-A-Car Balancer 
—suitable for use on floor or grease rack, 
top picture, and the Wheel Truer—de- 
signed to meet the increased demand for 
tubeless tire installation requiring abso- 
lutely straight rims, bottom. Others: are: 
Telaliner—electro-magnet alinement heads; 
Headlight Testers—-equipped to handle 
new sealed beam lamps; Frame Straight- 
ener, and the On-A-Car Tire Truer—pre- 
cision gauge said to reduce rubber re- 
moval to a minimum. Bear Mfg. Co., 1949 


| Thomas St., Rock Island, Ill. 





TIRE GAUGE—Tru-Flate has developed 
«a combination pressure gauge and auto- 
matic inflator consisting of a one-piece re- 


placeable valve cartridge, bayonet-type 
indicator bar, and a heavy-duty aluminum 
body. The tire gauge will withstand chang- 
ing climatic conditions, it is claimed. Tru- 
Flate, Inc., 888 Ninty-second St., Oakland 
3, Calif. 


* * * 


10,000 Dealers Handle 


Draw-Tite Hitches 

Draw-Tite Co., Belleville, Mich., 
reports that 10,000 auto dealers are 
handling its Draw-Tite hitches for 
utility and boat trailers. 

In attaching the hitches, the cen- 
ter draw bar is bolted to the car 
cross member and the outrigger 





15 minutes, the company says. 
aa + * 





HEADLAMP TOOL—A tool said to speed 
the task of changing headlamps on late 
"55 and '56 General Motors cars has been 
made available to suppliers for free dealer 
distribution. Closely resembling the old- 
fashioned button-hook, the tool enables 
the mechanic to disengage the spring from 
the inside retaining ring when removing 
the headlamp. Tung-Sol Electric, Inc., 100 
Eighth Ave., Newark, N. J. 





STRADDLE CARRIER — Synchromesh, full 
hydraulic control of load hooks and radi- 
arc steering are said to be the features of 
the redesigned Clark-Ross straddle carrier. 
Named the Series 71, the machine has a 
rated capacity of 10,000 pounds and is 
the only carrier available for that rating, 


it is claimed. It replaces the Series 70. 
Purchasers may specify either a Ford 130 
h.p. engine or a Hercules 91 h.p. engine, 
both gas or LP-gas powered. Ross carrier 
division, Clark Equipment Co., Benton Har- 
bor, Mich. 
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Milwaukee Hydraulic Lists 


Two Jack Accessories 


A saddle extension and a wheel 
dolly have been announced as ac- 
cessories for its Twin-Lift Model 15 
hydraulic service jack by Milwau- 
kee Hydraulic Products Corp., 800 
S. 108th St., Milwaukee 14, Wis. 

The saddle extension is a 20-inch 
post attachment which fits on the 
top cap of the jack. The wheel 
dolly consists of rotating sleeves 


which slip on the jack’s lifting| « 


arms. It enables one man to handle 
truck tire and wheel jobs. 


* * * 





TRANSMISSION TESTER—The Mann auto- 
matic transmission testing machine gives a 
complete check on shift pattern, shows up 
gear noise, spots internal or external oil 


leaks, gives a positive check on ‘“‘slip- 
page,” and allows accurate oil pressure 
readings in a five-minute operation, it is 
claimed. The machine features a Speed- 
Trol motor, 3 h.p. for normal usage, 5 h.p. 
for constant usage; a tachometer, oil pres- 
sure gauge, and a G. E. automatic over- 
load control. Swinging boom with 
“Budgit" Ye-ton heist available at extra 
cost. Mann Automatic Transmission Co., 


arms are bolted to the bumper| 6400 Truman Rd., Kansas City, Mo. 































SHIFTING MECHANISM—The Select-O- 
Pitch is a device which allows the driver 
of a 1955 or 1956 Buick to shift the Dyna- 
flow transmission from drive to low pitch 
with the left foot, thus avoiding over- 
acceleration and flooding the carburetor, 
and allowing the driver more positive con- 
trol over the car, it is claimed. The device 
is said to incorporate a mechanical shift 
mechanism for the variable pitch Dynafiow 
and can be installed in a few minutes. 
British Auto Parts, 7713 Melrose, Los An- 
geles 46, Calif. 





TIRE SEALER— Pera is a tire sealing 
compound that automatically seals punc- 
tured tires while the vehicle is being 
driven, it is claimed. The compound is 
said to cover the inside of the tire or tube 
with a mobile coating which becomes acti- 
vated when the tire or tube is punctured, 
and permanently seals the opening. It is 
injected through the tire valve, using a 
regular compressed air hose and a pastry- 
type metal tube. Pera Products, Inc., Cor- 
vallis, Ore. 





PIN PRESS—A 10-ton, air-draulic pin 
press designed for easy removal and in- 
stallation of interference-fit piston pins 
used on Chevrolets, Buicks, Cadillacs, 
GMC, Nash, Hudson and Studebakers has 
been introduced. Named the Paul Bunyan 
Thumb, it is operated by a foot pedal and 
can disassemble eight pistons and rods in 
just four minutes, it is claimed. One hun- 
dred ten pounds of air pressure delivers 
20,000 pounds of hydraulic ram pressure. 
Tobin-Arp Mfg. Co., 6400 S. Penn, Minne- 
apolis 23, Minn. 


* * * 


3-D Signs Announced 


By Goodren Products 


Goodren Products Corp., 263-273 
William St., Englewood, N. J., man- 
ufacturers of Goodstix signs, has 
announced production of 3-D 
vacuum-formed plastics signs which 
are transparent and self-adhering. 

Maximum size of the displays is 
24 by 36 inches. Pricing numerals 
are included in the kit and the 


signs are printed in four or five 
colors. 
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than any other newspaper 


Do you want an increase in your share of 
the $896,000,000 the people of Greater 
Philadelphia spend for automobiles and 
accessories each year? Advertise in their 
favorite newspaper—The Evening* and 
Sunday Bulletin. 


Readers are especially interested in the 
colorful new format of The Sunday Bulletin. 
Published on new presses, in new type, in 
the world’s most modern newspaper plant, 


The Sunday Bulletin features 10 separate 
sections. R.O.P. editorial and advertising 
color, too. 


The Bulletin packs selling power through- 
out a market noted for its buying power. 
Philadelphians like The Bulletin. They buy 
it, read it, trust it and respond to the adver- 
tising in it. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta ©* Los Angeles * San Francisco 
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On the Financial Front 


General Contract Corp., St. Louis, 
has reported net earnings for the 
first nine months of $2,941,526 com- 
pared to $2,644,204 for the same 
period of 1954. 

Arthur Blumeyer, president, re- 
ported the company handled $87,- 
627,897 in receivables, and while all 
loan categories showed substantial 
gains, the largest increase occurred 
in retail automobile financing which 
totaled a record-breaking $62,049,- 
579, an increase of $24,060,298 or 63 
percent above the first nine months 
of 1954. 


* * * 


American Steel Foundries 


for the third consecutive year 
according to the final ratings of a 
board of judges in the 15th annual 
|survey of Financial World. The 
bronze Oscar of Industry, symbolic 
of the award, is to be presented to 
Fred Burnham, Fruehauf’s financial 
vice-president, Oct. 24 at New York’s 
Hotel Statler. 


* * * 


Townsend 


Townsend Co., fiscal year ended 
June 30, 1955 vs. 1954: Earnings, 
$646,975 and $603,847; sales, $14,- 
877,149 and $15,089,660. 
| ‘ * 


* * 
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|sales for the first nine months of 
| 1955 of $396,545,092, an alltime high. 

Net earnings for the first nine 
months were $17,388,801 as com- 
| pared to $18,582,694 a year ago. 


* * * | 


L-O-F’s 9-Month Net 
Put at $26,984,159 

Net earnings of $26,984,159 for) 
| the first nine months of 1955 have | 
| been announced by Libbey-Owens- | 
Ford Glass Co. 

In the same period of 1954, earn- | 
ings amounted to $17,785,724. Sales | 
totals were not announced. 
| * * * 


Associated Spring 
Associated Spring Corp., Bristol, 
Conn., nine-month report, 1955 vs. | 


1954: Net earnings, $2,264,884 and 
$1,106,035; sales, $38,585,846 and) 


JSED 


saute, 
“Do you happen to have ‘some- 
thing a little more ridiculous?” 


Clark’s highest total for a full year 


McLouth Steel 


McLouth Steel Corp., Detroit, 
|third quarter-report, 1955 vs. 1954: 
| Net profits, $3,968,000 and $530,000; 
total sales not reported. 

*” * * 


American Steel Foundries, Chi- 
cago, fiscal year ended Sept. 30, 
1955, 1955 vs. 1954: Net profits, $3,- 
770,371 and $3,626,688; sales, $80,664,- 
461 and $89,018,926. ‘i 


Fruehauf Report Cited 
Fruehauf Trailer Co.’s annual 
report has been judged the best of 
the truck - trailer -tractor industry 


Allis-Chalmers Profits 
Drop; Sales Hit Record 


R. S. Stevenson, president, Allis- 
Chalmers Mfg. Co., has reported 


Sure cure for 





$30,549,415. 


* * & | was $5,710,986 in 1954. Sales for the 
Clark’s 9-Month Earnings | nine-month period were $106,074,436, 
Exceed Any Full Year 


|an increase of 36 percent over the 
Clark Equipment Co. 


| corresponding period of 1954. 
that its earnings for the first nine 


reported | es a ae 
> | Pittsburgh Glass Reports 
months of 1955 were higher than 
the total recorded in any full cal- 


| $45,377,010 Net Earnings 
endar year. | Pittsburgh Plate Glass Co. and 
Earnings for the nine months 


subsidiaries have reported net earn- 
ended Sept. 30 were $6,496,166.|ings of $45,377,010 for the nine 





excessive engine wear 


(an ailment of the 


High-Horsepower Age) 


Here’s how High HP helps cure and prevent 
other ailments of the High-Horsepower Age. 


e fights pre-ignition 
e stretches gas and oil mileage 


e@ reduces knock—cuts octane requirement in- 
crease 


e keeps valve lifters clean, quiet, efficient 


e gives all-weather protection—it’s a multi- 
grade oil 


e eliminates rust and corrosion 
e complete wear protection 


FREE Factual booklet on High 
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HP Purelube. Shows how 
this great oil helps you 
and your serviceman. i 


=~, 


Be sure 
with Pure 


Sige eX Chg ode 


The Pure Oil Company, Dept. AN-511 
35 East Wacker Drive, Chicago 1, Illinois 


Gentlemen: Without incurring any obligation, I’d 
like your free booklet on the inside story of High 
HP Purelube. 


High HP 
Purelube 


the high-horsepower motor oil that gives 
positive wear protection to all parts of all 
engines. 


With engine tolerances closer... and the 
torture of heat, speed, pressure and im- 
pact greater...the problem of engine 
wear in the new high-horsepower cars is 
more serious than ever. 

The special additive combination of 
High HP Purelube, the multi-grade motor 
oil, eliminates excessive engine wear and 
gives far longer life to vital engine parts. 
Keeps new car power longer. Does away 
with one of your biggest headaches. 

For more satisfied customers, put High 
HP Purelube in every car you sell and 
service! 


months ending Sept. 30; 1955, up 
from $27,530,062 for the same pe- 
riod of 1954. 


Sales for the period were set at 
$428,949,999 which was an increase 
of 38 percent over the sales of 
$309,278,171 for the first nine months 


of 1954. 


* * * 


American Airlines Nets 


$14 Million in 9 Months 


American Airlines, Inc., reported 
net earnings of $14,337,000 for the 
nine months ended Sept. 30. 

Earnings for the same period of 
1954 were $5,466,000, including profit 
of $1,126,000 on the sale of airplanes 
and engines. 

Revenues for the first nine 
months of 1955 were $194,895,000 
compared with $154,481,000 for the 
same period of 1954—an increase of 
26 percent, whereas operating ex- 
penses increased only 12 percent. 

k * * 


Inland Steel 


Inland Steel Co., Chicago, third- 
quarter report, 1955 vs. 1954: Net 
profits, $36,437,815 and $26,293,646; 
sales, $165,888,477 and $124,851,788. 


American Brake Shoe Sees 
Increased Sales and Profit 


A 28 percent increase in sales { 
this year, compared with 1954, and 
a 35 percent increase in net earn- 
ings for the same period, were fore- 
cast for American Brake Shoe Co. 
by Kempton Dunn, president. 

Dunn forecast that Brake Shoe 
sales will reach $141 million in 1955. 
Net earnings for 1955 are expected 
to approximate $5,800,000, he de- 
clared, compared to $4,304,000 in 


1954, 
* 


Waukesha Motors Reports 


Sales of $28 Million 


Waukesha Motor Co., Waukesha, 
Wis., has reported sales of more 
than $28,000,000 during the past 
year which was said to be an 11 
percent increase over the preceding 
year. 

The entire board of directors was 
reelected. J. E. DeLong, president, 
told stockholders that the company 
expected a better sales year ahead. 

* * * 


Federal-Mogul-Bower Nets 
$5,810,951 in-9 Months 


Federal - Mogul - Bower Bearings, 
Inc., Detroit, has announced that 
net earnings for the first nine 
months of 1955 amounted to $5,810,- 
951, compared with $4,412,131 for 
the same period of 1954. 

Net sales of $64,067,424 were re- 
ported for the period which the 
company said were 23 percent above 
the $52,064,754 sales for the first 
nine months of 1954. The company 
is the result of a July merger of 
Federal Mogul Corp. and Bower 
Roller Bearing Co. 

*” cd 


+ 
Gabriel Reports Profit 
Drops to $69,905 

Gabriel Co., Cleveland, has re- 
ported a net income of $69,905 for 
_the first nine months of 1955 
based on sales of $10,304,862. This 
compared with $89,302 on sales of 
$14,453,856 in 1954. 

However, net income for the 
third quarter of 1955 was $68,251 
which contrasted with a loss of 
$61,483 in the third quarter of 
1954. John H. Briggs, president, 
said operations in the second and 
third quarters of ’55 have resulted 
in profits contrasted with losses 
in the 1955 first quarter and third 
and fourth quarters of 1954. He 
looks for an improved profit pic- 
ture during the last 1955 quarter. 

7” * ” 


* * 


National Cash Register 


National Cash Register Co., first 
nine months, 1955 vs. 1954: Total 
sales, $212,141,445 and $184,319,117; 
net income, $9,417,904 and $8,158,527. 

a * y 


Stewart-Warner Sales, Net 


Show Rise for Quarter 


For the three months ended Sept. 
30, Stewart-Warner Corp., Chicago, 
reports net profits of $1,535,576, com- 
pared with $320,159 in the corre- 
sponding quarter of last year. Sales 
were up to $28,456,821 from $20,- 
393,192. 

For the nine months ended Sept. 
30, Stewart-Warner earned $4,345,- 
959 on sales totaling $82,759,594, 
as against net income of $1,831,719 
and sales of $69,367,608 in the com- 
parable nine months of 1954. 








up 


, at 
ase 


iths 


‘ted 
the 


| of 
ofit 


nes 


line 
,000 
the 
> of 
ex- 


ird- 
Net 
346; 
788. 


ales 
and 
irn- 
»re- 


hoe 
955. 


de- 
in 


ha, 
ore 
ast 

11 
ing 
vas 


iny 
ad. 


Zs, 
nat 
ine 
LO,- 
for 


re- 
the 
ve 
rst 
ny 


ver 


pt. 
n- 
re- 
les 
0,- 


pt. 


04, 
19 





How Great Lakes Steel X-rays quality 





a wae. 


Above: Stacking sheets after the X-ray check. Below: With 
dozens of tests passed and uniformity assured, the flat-rolled 
steel is O.K.’d for wrapping and delivery. 





Why do sheets from Great Lakes Steel consistently 
meet customers’ specifications? The X-ray machine is 
one of the answers. Here an indicator (shown above) 
signals the thickness of steel sheets as they pass on a 
conveyor belt. Any sheet failing to meet the established 
standard is immediately ejected. 


Throughout the Great Lakes mills, modern machines 
and experienced men work together to maintain the 
consistent quality of our flat-rolled products. Our service 
includes close contact with customers by Great Lakes 
representatives, men who are concerned not only with 
steel production but also with the performance of our 
steel in the plants of customers. 


The next time you have a problem in steel, give us a call. 
You will find that both quality and service are consistent 
at Great Lakes Steel. 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan e 6A Unit of 


NATIONAL a. MTT 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 
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AUTOMOTIVE NEWS, NOVEMBER 14, 1955 


Used-Car Notes 


MILWAUKEE.— New officers of 


the Badger State Auto Dealers Assn. | 
are Vince J. Koeppel, president; Ed | 
Mazzoni, vice-president; Matt La-| 


by convictions of persons who pur- 
chased used cars and who had no 
license to drive. Lux asked that 
the corporation counsel determine 


Lake Park, charged with conspir- 
acy to steal autos. 

Castle formerly operated Mon- 
arch Motors at 132 East Lake St. 
here. A former employe and co- 
defendant in the case, Charles E. 
Reed, 29, pleaded guilty to stolen 
car charges and is serving a prison 
term. The pair was charged with 
buyifg wrecked cars to get title 


zardi, treasurer, and Nat Kahn, sec- whether this problem may be cor-| Papers and then stealing similar 
retary. Koeppel also was president | rected through passage of a City/cars and selling them with the 


in 1945. 

The association, representing in- | 
dependent used-car dealers, has| 
gone on record in favor of winter) 
midweek evening closings during | 
December, Jafiuary and February. | 


ordinance, or revision of State law. 
* ok ok 


Proposed Wash. Association 


Draws Spokane Support 
SPOKANE, Wash.—Members of 


altered titles as evidence of owner- 
ship. 
+ * * 

Hewitt on His Own 


| MANCHESTER, N. H.—(UTPS) 
|—Hewitt’s Motor Sales has opened 


The membership of 50 includes sev-|the Spokane County Independent |g used-car establishment at 141-A 
eral used-car managers for fran-| Used Car Dealers Assn. have voted|Queen City Ave. The new firm is 


chised dealers. Membership goal is 
100 by the end of this year. 
* * * 


City Council Ponders 


Licensing Buffalo Lots 
BUFFALO.—The city corporation | 
counsel has been asked by City 
Council to determine the legality of 
licensing second-hand automobile | 
dealers and the possibility of pro-' 
hibiting the sale of used-cars to 
persons without an operator’s li- 
cense. The resolution was filed by 
Elmer F. Lux, council president. 


to support the proposed state used- 


owned by Robert Hewitt, formerly | 


car dealers association. |manager of a Manchester dealer- | 


Associations in Seattle, Tacoma, | 
Everett and Yakima have indorsed 
the state group. The five groups| 
represent about 162 independent | 


dealers. 
* oe ok 


Former Dealer Accused 

Of Theft Conspiracy 
MINNEAPOLIS. — Four persons 

testified in Federal District Court 


here on the theft of their automo- | 
biles to begin the trial of Herbert 


ship. 
| Chevrolet on Display— 


Cerrone Elected President 


Of Rhode Island Dealers 
PROVIDENCE. — (UTPS) —AI- 
fred Cerrone, of Providence, has 
been elected president of the Rhode | thyur Silverma n, treasurer, and | 
Island Independent Automobile tyaryey Michelovitch, secretary. | 
Dealers, succeeding Irving Solo-| Board. members include Louis E. | 
mon, who now is board chairman. | Baker, Francis Kenney, Max Jago- | 
Other officers named were Hy-/|linzer and Thomas Michelovitch. | 


* * * 


|sized Chevrolet. The billboard is located 
| Meridian Sts. in Indianapotis. 


Lux said his attention was caught !D. Castle, 30, of suburban Spring man Sherman, vice-president; Ar-' Baker also was named state di- | 
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200 S. Miami Ave. 
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This unusual billboard was erected by Bill Kuhn North Side Chevrolet, Inc., Indian- 
| apolis. The sign features 27-foot painting of W. E. Kuhn holding a scale with a full- 


at the intersection of Thirty-eighth and 


rector of the National Independent 
Automobile Dealers Assn., and Leo 
Connors was appointed counsel for 
the state association. 

* * * 


Quoth the Raven 
SAN ANTONIO,—E. A. Poe, who 


'recently sold Poe Motor Co., to 


enter the used car business, has 
sold out and has said he will retire 


|from the auto business. 


* ES * 


Portland Auction Opens 


PORTLAND, Ore. — Portland 
Auto Auction, owned by Louis Sisk 
and Ira D. Birn, has started opera- 


| tions on a 3%-acre site here. 


| of the Miami 


* * * 


Wives Aid Deaf School 
MIAMI.—The women’s auxiliary 
Used Car Dealers 
Assn. has furnished $1,100 worth of 
equipment used by a special class 


| of deaf or hard-of-hearing children 
| of pre-school age. 
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for sales results 
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Legislative 





The American Automobile Assn. 
has reported that bills for compul- 
sory auto insurance failed in each 


|of the 14 state Legislatures where 


they were proposed. 


However, the AAA said _ that 


| financial responsibility laws were 


strengthened in six states — Cali- 
fornia, Florida, Illinois, Michigan, 
Oregon and South Dakota. Massa- 
chusetts is the only state having a 
compulsory law, the AAA said. 

* * * 


Safer Means of Towing 


Urged in New Hampshire 


The Belknap County (N. H.) 
Grand Jury has instructed its fore- 
man to contact the county’s legisla- 


| tive delegation with a proposal that 


the Legislature enact a law requir- 
ing proper safety equipment for 
towing vehicles when there is no 
person in the towed machine. 

It was brought out that New 


| Hampshire is one of the few states 


which does not require some form 
of safety device to keep the towed 
vehicle attached to the lead car in 
case the regular towing device 
breaks or comes loose. 

+ * 


‘ 


N. Y. Governor’s Hearings 


Hinted on Auto Problems 


It has been reported that Gov. 
Averell Harriman of New York is 
considering possibility of conduct- 
ing executive hearings on proposals 
for compulsory auto insurance, 
compulsory vehicle inspection and 
driver reexamination. 

It was said that a report from 
the bureau of motor vehicles has 
been in the governor’s hands for 
some months. It was understood 
that the report made no recom- 
mendations, but merely outlined 
possible solutions. The Legislature 
deferred a compulsory inspection 
law at the- request of the governor, 
who said he wanted to study the 
problem more. 


Miller Gets Dealership 


Gordon Miller, former New York 
zone manager for Pontiac; has 
taken over a Pontiac-Cadillac deal- 
ership in Rahway, N. J. .His sons 
Gordon J. and Ronald B., will be 
associated with him. The dealership 
formerly was operated by Boland 
Bros. Inc. 
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AUTOMOTIVE NEWS, NOVEMBER 14, 1955 


Sales Conditions in Various Areas... 





Auto Market Reports 


Sioux City, Ia. 


New-car registrations in Wood- 
bury County (Sioux City), Ia. fell 
off more than 16 percent during 
October to total 303, compared with 
363 in the previous month. 

Truck registrations declined even 
more rapidly, dropping from 32 in 
September to 21 in October, for a 
loss of 34 percent. 

October car registrations were: 
Chevrolet, 70; Ford, 65; Buick, 37; 
Pontiac, 26; Plymouth, 25; Olds- 
mobile, 22; Dodge, 17; Nash, 9; 
DeSoto, 8; Mercury, 7; Cadillac, 
4; Chrysler, 4; Packard, 3; Lin- 
coln, 2; Studebaker, 2; Hudson, 1, 
and Willys, 1. 

Truck registrations were: Chev- 
rolet, 7; Ford, 5; Dodge, 3; Interna- 
tional, 3; Diamond T, 1; GMC, 1, 
and White, 1. 

+ 


* * 


Lansing 


Oldsmobile was No. 1 in new-car 
registrations in Ingham County 
(Lansing), Mich., its home, during 
August, according to figures com- 
piled by the Michigan Automobile 
Dealers Assn. 

With 452 registrations, Oldsmobile 
edged Ford, 425 registrations, for 
first place. In third was Chevrolet, 
with 370. 

Other registrations were: Buick, 
198; Plymouth, 114; Pontiac, 112; 
Mercury, 65; Dodge, 47; Cadillac, 
24; DeSoto, 16; Chrysler, 15; 
Studebaker, 14; Nash, 12; Hudson, 
5; Lincoln, 4; Packard, 3, and mis- 
cellaneous, 8. 

Total new-car registrations for all 
makes amounted to 1,884. 

The 106 new-truck registrations 
were divided as follows: Chevrolet, 
41; Ford, 37; GMC, 13; Reo, 4; Wil- 
lys, 3; Dodge, 2; White, 2; Divco, 1; 
International, 1; Studebaker, 1, and 


miscellaneous, 1. 
* * x 


Atlanta 

New-car registrations in Atlanta 
and vicinity for the first 10 days of 
October numbered 988, a 68 percent 
increase over the like period last 
year. 

The 117 new trucks sold during 
this 10-day period showed a 61 per- 
cent gain over the corresponding 
54 period. 

By make, new-car registrations 
in Fulton and De Kalb Counties 
were: Chevrolet, 302; Ford, 259; 
Buick, 123; Oldsmobile, 82; Pon- 
tiac, 76; Mercury, 37; Dodge, 34; 
Plymouth, 32; Chrysler, 8; Stude- 
baker, 7; Nash, 7; Cadillac, 7; 
Packard, 4; Lincoln, 4; DeSoto, 3; 
Hudson, 1, and miscellaneous, 2. 

New-truck sales were divided as 
follows: Chevrolet, 47; Ford, 39; 
GMC, 9; White, 7; International, 6; 
Mack, 4; Dodge, 2; Studebaker, 1, 


and miscellaneous, 2.—(E. C. Bash.) 
* * * 


Cleveland 


New-car registrations in the 
Cleveland area totaled 1,437 in the 
week ended Oct. 29, compared with 
1,213 in the previous week. 

Used-car transactions amounted 
to 1,882, a decline from the previous 
week’s 2,005. 

In commercial transactions, 157 
new and 59 used trucks changed 
hands. The new-truck total was one 
of the highest in six months and 


reflects an increased _ industrial 
tempo.—(Sanford Markey.) 
* * * 


New Hampshire 


Once again this year, New Hamp- 
Shire’s auto registrations will ex- 
ceed the previous year’s figure, ac- 
cording to Frederick N. Clarke, 
motor vehicle commissioner. 

With five months still to be 
counted, Clarke said, registrations 
had passed the 200,000 mark. — 
(Guy Langley.) 

x 


* 


Manhattan, Kans. 


Registrations of new cars in Riley 
County (Manhattan), Kans. con- 
tinued to slump in October. 

There were 101 new registrations, 
a decline of 20 percent from the 
126 registrations in September. 

By makes, registrations were: 
Ford, 25; Chevrolet, 20; Mercury, 
13; Buick, 10; Pontiac, 8; Plym- 

outh, 6; Dodge, 4; Hudson, 3; Lin- 
coln, 3; Studebaker, 3; Chrysler, 





2; Oldsmobile, 2; Cadillac, 1, and 
Henry J, 1. 

Sales of used cars’ increased 
slightly over September. The score: 
September, 340; October, 361. 

Fewer than half as many new 
trucks were registered in October 
as in September. There were only 
five new registrations—two Chevro- 
lets, two Fords and one GMC—com- 
pared with 11 in the previous 
month. | 

Used trucks also weakened, with | 
27 sales, compared with 37 in Sep-| 


tember.—(George M. Hunholz.) 
* * * 


Boise, Id. 
New-car sales dropped 27 percent 
in Ada County (Boise), Id., during 
October to total 246, compared with 
336 in the previous month. 
Truck sales, meanwhile, dropped 
42 percent, from 89 to 52. 
Chevrolet, by doubling Ford 
registrations, 84 to 42, retained 





top spot. Other registrations 


were: Pontiac, 23; Oldsmobile, 18; 
Buick, 16; Hudson, 13; Mercury, 
13; Plymouth, 12; Nash, 7; Dodge, 
6; Chrysler, 3; DeSoto, 3; Willys, 
2; Cadillac, 1; Packard, 1, and 
miscellaneous, 2. 

Truck registrations were: Chev- 
rolet, 23; Ford, 7; GMC, 6; Inter- 
national, 6; Dodge, 5; Studebaker, 


2; Mack, 1, and miscellaneous, 2. 
+ + * 


Pittsburgh 


New-car registrations, in the 
Pittsburgh area during the week 
ended Oct. 29 showed almost no 
change from the previous week, 
according to the Bureau of Busi- 
ness Research of.the University of 
Pittsburgh. 

The bureau’s seasonally ad- 


| justed index of general business 


activity stood at 198.4 percent of 
the 1935-39 average. It had been 
197.4 a month earlier and 193.7 at 
the end of August. 

The steel ingot rate was boosted 


to 104.0 percent of practical capac- 
ity, the highest reported since early 
1953.—(Leon M. Leffingwell.) 

+ * * 


Van Wert County, O. 

New-car registrations in Van 
Wert County, O., during September 
totaled 111. 

They were as follows: Ford, 26; 
Chevrolet, 25; Mercury, 12; Buick, 
11; Plymouth, 7; Pontiac, 7; Stude- 
baker, 7; Oldsmobile, 6; Chrysler, 
5; Nash, 3; Dodge, 1, and DeSoto, 
1.—(Simon M. Schwartz.) 

+ * J 


Indianapolis 

A decline of 8 percent was noted 
in new-car registrations during Oc- 
tober in Marion County (Indian- 
apolis), Ind. New trucks, in the 
same period, dropped 9 percent. 

There were 3,419 new cars regis- 
tered in October, compared with 
| 3,723 in September. The truck count 
was 296 and 325, respectively. 

October car registrations by 
make were: Ford, 821; Chevrolet, 
7135; Buick, 383; Pontiac, 379; 
Plymouth, 277; Oldsmobile, 275; 
Dodge, 148; Mercury, 115; Chrys- 
ler, 71; Studebaker, 52; DeSoto, 
47; Packard, 28; Nash, 27; Volks- 
wagen, 14; Willys, 11; Cadillac, 
10; Lincoln, 9; Hudson, 8; Impe- 





41 


rial, 3; Jaguar, 3; Continental, 1; 
MG, 1, and Mercedes, 1. 

Truck registrations were: Chev- 
rolet, 95; Ford, 94; International, 
33; White, 27; Reo, 12; Dodge, 10; 
GMC, 10; Divco, 8; Willys, 3; Dia- 
mond T, 1; Mack, 1; Pontiac, 1, and 
Studebaker, 1.—(C. L. Kern.) 


* * * 


Columbus 
A sharp drop was noted in new- 
ear registrations in Franklin 
County (Columbus), O., during Oc- 
tober when the total was 2,233, 
some 18 percent below the Septem- 
ber total of 2,732. 


Used cars held up better, with 
tax-paid transactions dropping less 
than 5 percent from 5,847 in Sep- 
tember to 5,573 in October. 

New trucks were down 8 percent, 
from 229 to 211. The only category 
to show an increase was used 
trucks, with total tax-paid deals 
climbing nearly 17 percent from 
315 in September to 367 in October. 

New-car registrations by make 
were: Chevrolet, 604; Ford, 574; 
Buick, 194; Plymouth, 181; Olds- 
mobile, 151; Dodge, 146; Pontiac, 

109; Mercury, 91; Packard, 36; 
Chrysler, 35; DeSoto, 33; Nash, 
21; Cadillac, 20; Studebaker, 10; 
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Your trade wants batteries 
that give 20% faster cranking 


speed ===10% more power in cold weather. 


That means batteries with 
















MICROPOROUS 
Rubber Separators? 


UNITED STATES.YRUB 


Electrical Wire and Cable Department + Rockefeller Center, New York 20, N. Y. 


A battery equipped 


with U. S. Peerless® 


Microporous Rubber Separators has power 
to spare in frigid weather. Even when the 


15% lower electrical 
nary separators. This 


temperature is zero, Peerless Separators de- 
liver 10% more power and 20% faster 
cranking speed. That’ 


s because Peerless has 
resistance than ordi- 
means greater battery 


capacity. Peerless Separators also have other 


3ER COMPANY 


big advantages: they are unaffected by over- 
charging, heat, battery acid or plate pres- 
sures. They will not get mushy or soft and 
will maintain their original toughness 
throughout battery life. 


Make sure the batteries you stock and sell 
have Peerless Rubber Separators. They 
guard batteries against premature failure, 
save you the nuisance of replacement, and 
increase your profit per unit. 
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@ Steel Hammerloid Finish 


© Fits all cars with exhausts in 
bumpers including 1956 models. 
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Fruehauf Sees 


Half-Billion 
Sales in 1957 


CHICAGO.—Roy Fruehauf, pres- 
ident, Fruehauf Co., predicted here 
last week that the firm would reach 
a sales volume of $500 million dur- 
ing 1957 with widened profit mar- 
gins. 

He said that 1955’s sales would 
reach a record high of $235 million 
and that in 1956 sales would reach 
$350 million. 

“The nation’s trucking fleet, 
which now numbers 9,675,000 vehi- 
cles and a seven million-man 
working force, will grow to over 
10 million vehicles next year and 
12 million by 1960,” said Fruehauf. 

He said that his company would 
build a new 70,000-square-foot fac- 
tory branch here and add to facili- 
ties in 10 other plants from coast 
to coast. 


‘Markets 


(Continued from Page 41) 
Volkswagen, 10; Lincoln, 8; Hud- 
son, 5; Imperial, 2; Continental, 
1; Deutsch Bonnet, 1, and Jaguar, 


New-truck registrations were: 
Chevrolet, 70; Ford, 43; GMC, 38; 
International, 26; Dodge, 11; Divco, 
7; Mack, 6; White, 6; Autocar, 1; 
Diamond T, 1; Reo, 1, and Willys, 
1.—(Bert Strang.) 


* * * 


Buffalo 


Automobile sales in the Buffalo 
area in September were at an all- 
time high for that month, helping 
to clinch a 1955 sales record, the 
Buffalo Automobile Dealers Assn. 
| reported. 

A spokesman said there is now a 
good chance that new-car sales in 
Erie County will hit or top the 
|50,000 mark for the first time in 
history. 

The 4,493 new cars sold in the 
county in September brought the 
total for the first nine months of 
the year to 41,683. This is 6,100 more 
than had been sold in the same 
period of 1950, the previous record| 
year. 


New-car sales at the end of 
September were only 3,590 short 


of the full year record total in 


1950 and sales this year have been 
averaging better than 4,500 a 
month. 


On the basis of new-car regis- 
trations, Chevrolet was in the lead 
in Erie County in September, ac- 
| counting for 919 registrations. Ford 
| was in second place with 879. But 
|for the nine-month period, Ford 
|leads with 7,854 to 7,509 for Chev- 
| rolet.—(George E. Toles.) 


Calendar 


(Continued from Page 14) 


General 


Jan, |t-l4—American Road Builders Assns. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show, 
Hotel Statler, New York, N. Y. 

Jan. 16-21— Grand Rapids Auto Show, 
Civic Auditorium, Grand Rapids, Mich. 

Jan. 20-2I—Sports Car Club of America 
Business Meeting, Sheraton-Cadillac 
Hotel, Detroit, Mich. 

Jan. 23-25 — ‘5th Annual Meeting, Truck- 
Trailer Manufacturers Assn.. Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9 — Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago, Ill. 

Feb. 21-22— MEMA, NSPA and MEWA 
National Conventions, San Francisco, 
Calif. 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
rials Meeting, Hotel Statler, Detroit 


Mich, 

March 19-21—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland, O. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 28-May 6—International Automobile 
Show, Exhibition Hall, Coliseum, New 
York, N. Y. 

June 3-8—Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 





DuPont to Produce Paints 
In Ontario Factory 


OTTAWA. — DuPont Co. of Can- 
ada, Ltd., expects to manufacture a 
full range of automobile paints at 


Ajax, Ont. 


A new plant, designed so that it 
can be readily extended in two 
directions, will be ready for occu- 


pancy about Nov. 30. 


expects to have a $7% million ex- 
pansion of its Los Angeles plant in 
operation by next year. This will| both in the U. S. and overseas. 








ARMY TIMES PUBLISHING CO. 2020 »M. St., N.W. 
Washington 7, D.C., U.S. OFFICES: Chicago, Detroit, 

Los Angeles, New York, Philadelphia, San Francisco 
FOREIGN OFFICES: Frankfurt, Honolulu,London, Paris, Rome, Tokyo 


* After original Installation. 


103 NORTH BLANCHE 


Goodyear to Expand Tire Output on Coast 


LOS ANGELES. — E. J. Thomas, | increase by 30 percent the present 
president, Goodyear Tire & Rubber| production of 11,000 tires per day, 
Co., ‘has revealed that Goodyear} said Thomas. 


It is part of a $100 million capital 
program undertaken by Goodyear 
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Service 









sell a lot of 


TRANSPORTATION 


for these advertisers in 
the Armed Forces Market: 


e Air France 
© Colonial Airlines 


© Pan American 
Airlines 


¢ KLM Airlines * Santa Fe Rwy. 

¢ Northwest Airline | * SAS Airlines 

e American Export ¢ Southern Pacific 
Lines Rwy. 

@ Holland- e Trans-World Air 
American © United Airlines 


Steamship Line 
¢ Sabina Air 


¢ Pacific Northern 
Airlines 


The top-circulation TIMES Service Weeklies can sell a lot 
of AUTOMOTIVE PRODUCTS, too. Write for sample 
copies, rates, new market-data book. 












“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


® Mounted or Dismounted in Seconds* 

® Polished Aluminum Frames ° Sheet Steel Face 

® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 


® Does Not Interfere with Operation of Trunk Lid 


F.0.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


DEPT. 102 





State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Refiectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
Night Use at $26.50. 


MOUNDS, ILLINOIS 
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AUTO TURNTABLES 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Plug in 
and run—a . All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 


Also 
avail 
able 


POSTS 
and 
VELVET 


ROPE 
RAILINGS 
Write 


f 

prices, 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 





AUTO 
TURNTABLES 


eoteotene by 
Macton Co. 


DYKE LANE 
Stamford 2, 





Ds 


100 Feet of 48-12” x 18" Pennant 
eather Durafilm 


Only $4.50. 
if not satisfied. 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 


All-W: 














HAVE YOU MET 
MR. AUTO INTEGRITY? 


He symbolizes a superior public relations 
am which may secure excl 
your firm in your area. For details 
obligation mail your letterhead to 
MERITSEAL, INC. 
2 Depot Plaza White Plains, N. Y. 











MORE AUTO DEALERS SPECIFY 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE FOR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorado 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

“Manufacturers, faced today with 
the choice of either expanding their 
markets or falling behind the pack, 
can best solve their problems by 
expanding in depth,” says Harold S. 
Barnes, director of the Bureau of 
Advertising of the American News- 
paper Publishers Assn. 

Speaking at the fall meeting of 
the Assn. of National Advertisers 
in New York on the theme, “New 
Frontiers of Marketing — And 
Profits,” Barnes said that while 
the tools and techniques of mar- 
keting have kept pace with prod- 
uct development, the application 
of these tools in selling has lagged 
behind. 

“It pays to expand in depth,” he 
said, “because the consumption of 
every type of product varies sharply 
by such factors as climate, geo- 
graphical location, city size and 
local preference. 

“Here’s the best rule we know for 
quick increase in volume: Farm 
where you can get 40 bushels of 
wheat to the acre, and not where 
you get only 10. Sell and advertise 
your product where the most peo- 
ple already want to buy it. 

“Throw away that telescope! 
Through a telescope, the peaks 
and valleys tend to flatten out. 
Markets look pretty much alike. 
Market the modern way. Use a 
microscope. You’ll find possibili- 
ties for sales increases you never 
dreamed of. 

“Just as a specialist is defined as 
a man who knows more and more 
about less and less, so the modern 
marketer is the man who gets more 
and more volume from smaller and 


smaller areas.” 
* * * 


Polk Appoints Fry 


Appointment of C. Norman Fry 

as sales manager of the central 
region of the direct mail division 
of R. L. Polk & 
Co., has been an- ¥¢ om 
nounced by W.H. 
Beatty, vice-presi- 
dent. Fry will di- 
rect all automo- 
tive sales and 
sales of “The Polk 
Market” in the 
Division’s central 
region. 

Fry joined the 
Polk organization = 
in 1938 as a con- C. N. Fry 
sumer magazine editor. Subse- 
quently, he handled publications for 
General Tire, Plymouth, Nash, 
Hudson, U. S. Rubber, General 
Motors, Packard, Mansfield Tire 
and Rubber Co. and Socony- 
Vacuum. 

In 1944, Fry was named director 
of Polk’s creative and merchandis- 
ing department. In 1946, he became 
a Polk national account executive 
specializing in the automotive field. 

oe od x 


John Retires from M, J & A 


W. A. P. John, board chairman 
and co-founder of MacManus, John 
& Adams, Inc., advertising agency, 
has retired from 
active participa- 
tion in the com- 
pany’s daily af- 
fairs. 

John will re- 
main on the com- 
pany’s board and 
serve as the 
agency’s special 
consultant, with 
offices in the Wa- 

: beek Bidg., Bir- 
W. A. P. John mingham, Mich. 

According to James R. Adams, 
president, the company is planning 
a testimonial dinner for John on his 
forthcoming 61st birthday. 

om * * 


Booklet on Holidays 


“Special Days, Weeks and Months 
in 1956,” a 48-page booklet listing 
over 300 business promotion events, 
legal holidays, and religious observ- 
ances, has been published by U.S. 
Chamber of Commerce. The booklet 
formerly was published by the U.S. 
Department of Commerce. 

As a companion piece, the 
Chamber has released a new 
“Trade Promotion Planning Cal- 
endar,” 26-page, spiral-bound book 
of large block calendars that in- 








cludes a chronological listing of 
special days and weeks in each 
month. 

“Special Days, Weeks and Months 
in 1956” and “Trade Promotion 
Planning Calendar” are available 
for 50 cents per copy from the 
Domestic Distribution Department, 
U.S. Chamber of Commerce, 1615 
H St., Northwest, Washington 6, 


D. C 
e.. 8. 


Ceazan Appoints Wright 


J. N. Ceazan Co., Los Angeles, 
West Coast distributor for Day- 
ton Thorobred Tires, has an- 
nounced the appointment of 
Frank Wright National Corp. to 
take care of its advertising and 
promotion. 

+ * * 


Champion Promotion 

A new plastic interior clock sign 
is now available to dealers and job- 
bers handling Champion spark 





plugs. Designed to further tiein 
with the company’s advertising 
campaign, the clock is offered on 
a part-cost basis. 

The face of the sign and clock is 
made of die-formed plastic in red, 
white and black colors, with the 
copy and color done with a silk 
screen process. Illumination is with 
standard fluorescent lamps. It can 
be used on 110 volt, 60 cycle AC 
current only. 

Inquiries should be addessed to 
Champion Spark Plug Co., Toledo 
1, O. 

* * aa 


Gar Wood Names Zahniser 


Milton G. Peck, sales director of 
Gar Wood Industries, Inc., Wayne, 
Mich., has announced the appoint- 
ment of Ralph W. 
Zahniser as man- 
agerof Gar 
Wood's sales pro- 
motion and adver- 
tising. 

Zahniser has 
been with Gar 
Wood since 1951 
and has served in 
several capacities 
in sales promo- 
tion and advertis- 


R. W. Zahniser ing. Before join- 


43 


ing Gar Wood, Zahniser was associ- 
ated with Ford Motor Co., and was 
advertising manager for State 
Equipment Co., Harrisburg, Pa. 


* * * 


Directory Guide Available 


The 1956 edition of the “Guide to 
American Directories for Compiling 
Mailing Lists” has been published 
by B. Klein & Co., 27 E. Twenty- 
second St., N. Y. 

The Guide lists over 1,200 direc- 
tories in the retailing, wholesaling, 
manufacturing, institutional, pro- 
fessional and consumer categories. 
It contains information on the 
number and types of names in each 
directory, the name and address of 
the publisher and the price. Price 
of the Guide is $10. 


* * * 


Names 


Walter Wesley of the Chicago 
sales staff of Esquire magazine has 
been appointed manager of EHs- 
quire’s Detroit office. 

* * * 


Jack A. Scott has been named 
assistant manager of the general 
advertising department of the 
Columbus Dispatch. 





NEW CAR DEALERS: INCREASE 





YOUR SERVICE ABSORPTION 





Here’s a plan that costs you nothing! 


Today's National Average on Service Absorption is running UNDER 55%. 


Why? 


The following figures show the reason: 


New Car Service handled by Competitors 
(Other than New Car Dealers) 


Lubrication. ....82% 
Minor Repairs... 78% 
Major Repairs... 60% 


This business should be your business. You sold them the cars. Let’s act now 
to make sure that YOUR NEW CAR BUYERS become YOUR SERVICE 
CUSTOMERS. Macmillan is ready now to help you tie these customers to 
your Service Department. 


HERE’S HOW YOU SCORE WITH THE MACMILLAN 
AUTOMOBILE REPAIR POLICY PROGRAM 


A much greater percentage of your new car buyers become steady, 
profitable service customers. 


Your service personnel see these customers every 1,000 to 1,250 miles, 
or every 30 days, gaining their friendship and respect. This always 
pays off in an increase of service items per job ticket. 


The plan goes over big with new car prospects—helps salesmen with 
the close. 


The customer returns again and again. Your salesmen can keep in 
contact—right up to the time he becomes a natural new car prospect 
once more! 


You buy nothing, pay nothing. All costs are borne by Macmillan and 
its Distributors. 


ACT TODAY! 


Call your Macmillan Distributor for full details, or mail coupon. 


UNLESS YOUR SERVICE ABSORPTION IS SATISFACTORY YOU SHOULD 
MAIL THIS COUPON NOW 


MACMILLAN 


Lad 





MACMILLAN RING-FREE ® 


XTRA HEAVY DUTY 
MOTOR OIL 


The only nationally distributed oil guaran- 
teed to prevent hydraulic valve lifters from 


sticking and reduce engine ping. 





Please rush full details of the Macmillan Automobile Repair Policy 
Program. I understand that this is a plan to increase my Service 
Absorption, and that costs of the plan are borne by you. (PLEASE 


PRINT CLEARLY) 


FIRM 
STREET 


| 

| 

| 

| 

| 

| 

| 

| NAME 
| 

| 

| 

| sown 
| 

| 


To Macmillan Petroleum Corporation, 
530 West Sixth Street, Los Angeles 14, Calif. 


THIS COUPON IS A REQUEST FOR INFORMATION ONLY—THE 
WRITER IS NOT OBLIGATED. WHAT CAN YOU LOSE? 


L Ce Ce ee ee ee eee 


ZONE STATE 
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Dealership Conference Alumni-— 


The next meeting of the 1955 Mercury and Lincoln National Dealer Council will 
serve as a reunion for four members who also are graduates of Mercury's dealership 
management conference. From left are Frank C. O'Neili, O'Neill Motors, Inc., Welles- 
ley, Mass.; Frank Johnson, Johnson Motor Co., Salt Lake City; Omer W. Stotts, Stotts & 
Murphy, Mt. Clemens, — and Joseph F. Hinder, Hinder Motor Co., Aberdeen, Md. 


x * 


* * * 


Dealer Conference F nture 
Is Bright, Mercury Says 


DETROIT. — Mercury division, 
looking back on two years of suc- 
cessful operation of its dealership 
management conference program, 
expects even greater benefits from 
the plan in the years ahead. 


In the two-week conferences, 
division officials review all phases 
of automotive management and 
selling with Mercury and Lincoln 
dealership delegates. 

The 17 conferences held to date 
have drawn some 400 dealership 
management representatives to De- 
troit. Since Mercury has added 
about 800 dealers this year, the 
company expects the upcoming ses- 
sions to be of additional value in its 
sales program for the 1956 model 
year. 

The program is directed by M. G. 
Orlovich and is under the overall 
supervision of T. J. Henry, assist- 
ant general sales manager-adver- 
tising, sales promotion and train- 


Its goal is to help Lincoln and 
Mercury dealers increase their 
profits by showing them how to 
run their businesses more suc- 
cessfully. The sessions deal with 
six major topics—marketing, new 
and used-car operations, parts 


Safety Campaign Helps 
Ontario New-Car Sales 


OTTAWA.—Ontario dealers be- 
lieve the Government’s safety 
campaign is giving them a valu- 
able assist in new-car sales. Many 
former used-car buyers, they say, 
are turning to new cars. 

The campaign’s goal is to cut 
Ontario’s death and injury rate in 
half during the coming year. In 
1954, 1,045 were killed and 24,607 
were injured on Ontario high- 
ways. 


and service, business manage- 
ment, advertising and promotion. 


“Many dealers have written to 
tell us how much they profited 
from the conference,” Orlovich said. 
“And many of them sent their gen- 
eral manager or another executive 
to subsequent conferences.” 


A typical conference will find a 
full day devoted to new and used- 
car sales promotion and another 
full day to parts and service opera- 
tions. 


Promotion campaigns, prospect- 
ing and demoristration are among 
the sales problems threshed out. 
Recruiting, training and supervis- 
ing salesmen is another important 
topic. 

The service session affords the 
opportunity to discuss the warranty 
and policy, product and dealer tech- 
nical services and customer rela- 
tions. 


Another popular feature is the 
discussion and advice offered on 
business management. Special 
emphasis is placed on account- 
ing, dealer operating analysis and 
controls, preparation and analy- 
sis of financial statements and 
financing. 

One of the major benefits derived 
from the conferences is the ex- 
change of ideas among the dealers 
themselves. All are aided by hear- 
ing how others have solved prob- 
lems common to every dealer. 

Similar conferences for Mercury’s 
field sales organization also have 
been conducted and more are 
planned. Nearly 200 sales personnel 
from Mercury’s 23 district offices 
have attended the six conferences 
held for them to date. 


Oliver Takes Ford Deal 
Oliver Ford Sales, Inc., has suc- 
ceeded Steve Willis Motors, Inc., 
Plymouth, Ind. 


Current Prices on New Cars 


The following advertised-delivered prices 
include the suggested base factory list 
Prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not ineluded are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,372; 2- 

dr. sed., $2,313; 4-dr. hardtop, $2,484; 2-dr. 
hardtop, $2,413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century—4-dr. hardtop, $2,- 
980; 2-dr. hardtop, $2,918; conv., $3,261; 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 
$3,205; 4-dr. hardtop, $3,395; 2-dr. hard- 
top, $3,159; conv., $3,499. Roadmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 
2-dr. hardtop, $3,546; conv., $3,659. (Dyna- 
flow standard on Century, Super and Road- 
master. ) 


CADILLAC—Series 62—4-dr. sed., $4,- 
241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado 2-dr. hardtop and conv., $6,501. 
Series 60 Special—4-dr. sed., $4,992. Series 
15—8-pass. sed., $6,558; limousine, $6,773. 
(Hydra-Matic and power steering stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99)—One-Fifty— 
4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. 
cpe., $1,700; 2-dr. stat. wag., $2,137. Two- 
Ten—4-dr. sed., $1,921; 2-dr. sed., $1,- 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., 
$2,181; 4-dr. 2-seat stat. wag., $2,229; 
4-dr. 3-seat stat. wag., $2,314. Bel Air— 
4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. 
hardtop, $2,196; 2-dr. hardtop, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. wag., 
$2,448; 2-dr. Nomad stat. wag., $2,574. 


CHRYSLER—Windsor—4-dr. sed., §$2,- 
824.75; 2-dr. hardtop, $2,859.25; 4-dr. New- 
port hardtop, $3,082.75; 2-dr., Newport 
hardtop, $2,995.75; conv., $3,290.25; 4-dr. 
stat. wag., $3,552.50. New Yorker—4-dr. 
sed., $3,727.50; 4-dr. hardtop, $4,050; 2-dr. 
Newport hardtop, $3,899.50; 2-dr. St. Regis 
hardtop, $3,943.50; conv., $4,190.75; 4-dr. 
stat. wag., $4,471.50. (PowerFlite stand- 
ard on New Yorker.) 


CLIPPER—Deluxe — 4-dr. 
Super—4-dr. sed., $2,866; 
$2,916. Custom—4-dr. sed., 
hardtop, $3,164. 

CONTINENTAL MARK II — 2-dr. sed., 
$9,517. (Turbo-Drive and power steering 
standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
632.25; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr. 
Sportsman hardtop, $2,808.75; 4-dr. Sports- 
man hardtop, $2,907.75; conv., $3,035.75; 


sed., $2,731. 
2-dr. hardtop, 
$3,069; 2-dr. 





Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 


Brockway 
Chevrolet 





40 States Previously *55| = 


Reported for September 
California 
Kentucky 
Louisiana 
Maine 
Massachusetts 
Missouri 
New York 
Pennsylvania 
South Carolina 


All States Reported 
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4-dr, stat. wag., $3,325.25. Fireflite—4-dr. 

sed., $3,073.50; 2-dr. hardtop, $3,300.50; 

4-dr. hardtop, $3,385.59; conv., $3,498.50. 
(PowerFlite standard on Fireflite.) 

$2,218.- 

vV-8— 


DODGE—Coronet 6—4-dr. sed., 
Coronet 
sed., $2,253; 


50; 2-dr. $2,145.40. 
4-dr. sed., $2,326.25; 2-dr. 

4-dr. hardtop, $2,502.50; 2-dr. hardtop, 
$2,388.50; conv., $2,628.50. Royal — 4-dr. 
sed., $2,463.75; 4-dr. hardtop, $2,647.75; 
2-dr. hardtop, $2,533.75. Custom Royal— 
4-dr. sed., $2,573.75; 4-dr. hardtop, $2,- 
757.75; 2-dr. hardtop, $2,643.50; conv., 
$2,863. Station Wagon—2-dr., 2-seat six, 
$2,442.25; 2-dr., 2-seat V-8, $2,550; 2-dr. 
3-seat Vv: 8, $2,679; 4-dr., 2-seat six, $2,- 
667.25 (V-8, $2,819); 4-dr., 3-seat six, 
$2,772.75 (V-8, $2,924.50). 

FORD—(Prices are for 6-cyl. models; for 
V-8s, add $99.98)—Mainline—4-dr. sed., 
$1,858.29; 2-dr. sed., $1,813.11; bus. cpe., 
$1,711.03. Customline—4-dr. sed., $1,950.75; 
2-dr. sed., $1,905.57. Fairlane—4-dr. sed., 
$2,043.54; 2-dr. sed., $1,998.36; 4-dr. hard- 
top, $2,215.95; 2-dr. hardtop, $2,143.88; 
Crown Victoria cl. cpe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 
Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 
(4-dr. 2-seat)—Country Sedan—$2,246.77; 
(4-dr. 3-seat)—Country Sedan, $2,378.95; 
Country Squire, $2,482.50. 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. 

IMPERIAL — 4-dr. sed., $4,780; 2-dr. 
hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. 
Crown Imperial—4-dr. 8-pass. sed., $7,- 
550.50; 8-pass. limousine, $7,684.50. (Pow- 
erFlite and power steering standard.) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. 


LINCOLN — Capri — 4-dr. sed., 
2-dr. hardtop, $4,064.50. P: -dr. 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
691. (Turbo-Drive and power steering 
standard.) 


MERCURY—Custom—4-dr. sed., $2,370; 
2-dr. sed., $2,310.50; Medalist 2-dr. sed., 
$2,214; 2-dr. hardtop, $2,445; 6-pass. stat. 
wag., $2,682. Monterey—4-dr. sed., $2,- 
515; 4-dr. spt. sed., $2,611.50; 2-dr. hard- 
top, $2,590; 8-pass. stat. wag., $2,937. 
Montclair—4-dr. spt. sed., $2,746; 2-dr. 
hardtop, $2,724.50; conv., $2,859.50. 

METROPOLITAN Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 
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OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,443; 2-dr. sed., $2,378; 4-dr. hardtop, 
$2,627; 2-dr. hardtop, $2,542.~Super 88-—- 
4-dr. sed., $2,595; 2-dr. sed., $2,529; 4-dr. 
hardtop, $2,836; 2-dr. hardtop, $2,763; 
conv., $2,986. Series 98—4-dr. sed., $3,253; 
4-dr. hardtop, $3,506; 2-dr. hardtop, §$3,- 
506; conv., $3,695. (Hydra-Matic and 
power steering standard on Series 98.) 


PACKARD—Patrician — 4-dr. sed., $4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean 
—2-dr. hardtop, $5,495; conv., $5,995. 
(Ultramatic standard.) 


PLYMOUTH — (Prices are for 6-cyl. 
models; for V-8s, add $103.25)—Plaza— 
4-dr. sed., $1,892.50; 2-dr. sed., $1,849.50; 
bus. cpe., $1,750.50. Savoy — 4-dr. sed., 
$1,991.50; 2-dr. sed., $1,948.50; 2-dr. hard- 
top, $2,095.75. Belvedere — 4-dr. sed., $2,- 
075.50; 2-dr. sed., $2,032.50; 4-dr. hardtop, 
$2,247.50; 2-dr. hardtop, $2,179.75; conv., 
(V-8 only), $2,443.50. Suburban — Deluxe 
2-dr., $2,162.50; Custom 2-dr., $2,232.50; 
Custom 4-dr., $2,279.75; Sport 4-dr., §2,- 
449.75. 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,259; 2-dr. sed., $2,201; 4-dr. hardtop, 
$2,404; 2-dr. hardtop, $2,331; 2-dr. stat. 
wag., $2,529; 4-dr. stat. wag., $2,612. 
Chieftain 870—4-dr. sed., $2,374; 4-dr. 
hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr. 
stat. wag., $2,709. Star Chief—4-dr. sed., 
$2,488; 4-dr. hardtop, $2,696; 2-dr. hard- 
top, $2626; conv., $2,818; 2-dr. Safari 
stat. wag., $3,089. 

RAMBLER—Deluxe—4-dr. sed., $1,695; 
2-dr. sed., $1,585. Super—4-dr. sed., $1, 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. 

STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02, 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed.,. $1,725. Bermuda—Hardtop, $1,- 
oF oe Wagon — 2-wheel-drive, $1,- 
997.32. 


New Commercial Car Registrations, 


All States for September, 1955-1954: 
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‘“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 


New Passenger Car Registrations, All States for September, 1955-1954 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 
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received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—-R. L. Polk & Co. 


Chevrolet 
Oldsmobile 


30 
592 


289362 
181895 
34181 
15545 
5423 
3691 
1758 
992 
9495 
5951 


9089 
5977 


137170 
89752 


13618 
6674 


2859 
2301 


934 
523 


4293 
2653 


4416 
3193 


183 
tt 


| 


47403 
28513 
5553 
2931 
894 
443 
205 
10! 
1877 
1046 
1390 
907 
94 

65 
344 
124 


| toeore 57760 
105816} 34130 


38987 
21161 


5094 
1113 


783 
383} 


247 
163 


1319 
871 


1482 
696 


110 
30 


269 
127 


48291 
24544 


—139| —1498| aa 


69| 


92| 6| 


‘ol ‘ 
i9| 
| 
20 
56 
12 


56 
37 


zl 


2323 
1063 


352116 
215384 


A 


714 119 


—162| 


294 
977 


FH 


40| 


362 


Studebaker 
Miscellaneous 


324 

1569 

“4 
202; 


6 
1 


2404| 538017 
1487| 342496 


1421| 6348! 
772| 31254 


14, 9765 
i a 


‘s|_ is 


5863/ 
4943} 
984 
803 
120) 
94; 
63 
5I 
176 
158 
185 
184 


3498 9361 

768 +708 | 
318 
195 


1302 
998 


160 
104 


84 
62 


286 
263 


258 
258 
él 
35 


4l 
30 


11553 
9458 





| 40! 

10} 
21 
a 
110 
is 


é|__ 10 


8 
59 


a 


973 


17337 
ioe 


179 
127 
6 3] ee 
ya 


| 


11518 


989 
563 
4102 
1994 
654532 
407844 





10) 
H 


3 
29 
22 


7466 
6285 


| 3 
val! 


o| 13| 





4141 
2458 


—21| —2724 


i307 3178 3173 
aa =4i| 


3 
cre 








any 


, a 
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3 Another fist-full of “congratulations” from our dealers ... and 
ae | still the wires pour in! No doubt about it, the 1956 “PowerStyle” 
a Chrysler is destined for big things. Watch Chrysler’s Forward 
iB Look sweep ahead for the second straight year! 
ity CHRYSLER DIVISION - CHRYSLER CORPORATION 


12200 East Jefferson Avenue e Detroit 31, Michigan 
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Used-Car Auction Prices 


(Continued from Page 35) 


(6) 2-dr., $550, $545, 
$920; club 
$830°. 


coupe, 

LINCOLN ’56 Premiere 4-dr., $4,150° 
(ps); Capri 4-dr., $3,880* (ps). '53 Capri 
4-dr., $1,435* (ps). 

MERCURY—’56 Montclair coupe, $2,695°*; 
Custom station wagon, $2,635*; Monterey 
Hardtop, $2,355*. '55 Montclair Hardtop, 
$2,225*; station wagon, $2,345*, $2,105. 
‘54 Monterey Hardtop, $1,650*, $1,480° 
(ps). ’°53 Monterey 4-dr., $700, $690. 

NASH—’54 Rambler 4-dr., $940*, $875*. 
*52 Statesman Hardtop, $590. '50 States- 
man 2-dr., $105. 

OLDSMOBILE—’56 (88) Holiday, $3,335* 
(ps). ’55 (98) Holiday, $2,905* (ps), $2,- 
745° (ps), $2,650*° (ps); (88) Super Holi- 
day, $2,630* (ps), $2,620° (ps); 4-dr., 
2 at §$2,250*%, $2,170*; Deluxe Holiday, 
$2,400*, $2,310*. ’°54 (98) Holiday, $2,090* 
(ps). '53 (98) 4-dr., $1,250°. °52 (88) 
Super 4-dr., $695°. 

PACKARD—’55 Clipper Hardtop, $2,100*. 
53 4-dr., $700. '51 4-dr., $300°. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
750°, $1,675*; Belvedere (6) Sport coupe, 
$1,645; Savoy (8) 4-dr., $1,445. ‘53 
Cambridge station wagon, $825; Cranbrok 
4-dr., $635*, $620. 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,925* (ps), 2 at $2,850° (ps), $2,790° 
(ps), 2 at $2,750* (ps); Chieftain (8) 
Catalina, $2,650*; 4-dr., $2,280°. '55 Star 
Chief (8) Catalina, $2,175*; Chieftain (8) 
4-dr., $2,075*. '54 Star Chief (8) 4-dr., 
$1,275*, $1,255* (ps). ’53 Chieftain (8) 
Catalina, $1,225*, $1,215. 

WILLYS—’'56 %-ton pickup, $1,865; jeep- 
ster, $1,600. °53 station wagon, $885. 

MISCELLANEOUS—’56 GMC %-ton pick- 
up, $1,525. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 2.) 
(West Coast buyers quite active as we 
sold 76 percent of 176 cars consigned.) 
BUICK—’55 Special 4-dr., $1,960* (ps). '54 
Special 4-dr., $1,400*. '53 Special Riviera, 
$950*, $900°. ‘52 Super 4-dr., $730°*, 
$715*. °50 Super 4-dr., $350, $200. 
CADILLAC—’55 (62) coupe, $3,805* (ps), 
$3,755° (ps); 4-dr., $3,955* (ps). '54 (62) 
4-dr., $3,110* (ps), $3,085* (ps); coupe, 
$3,260* (ps), $3,205* (ps). °50 (61) 4-dr., 
$800*. '49 (62) 4-dr., $690°, $640*. 
CHEVROLET —'55 Two-ten (8) Delray 
coupe, $1,495; Two-ten (6) 2-dr., $1,410. 
'54 Two-ten 4-dr., $910, 2 at $895, $890. 
"53 Two-ten 2-dr., $870, $685; 4-dr., 
$790*, $740; Bel Air conv., $860; 2-dr., 
$790. "52 SL Deluxe 4-dr., $700*, $595°, 
$485*; 2-dr., $400. '50 SL Deluxe 4-dr., 


$455 
"53 Powermaster 4-dr., $735* 
(ps). ’°52 Fire Dome (8) 4-dr., $690*. 

DODGE—’52 Coronet Diplomat, $500*; %- 
ton pickup, $405. 

FORD—'56 Country sedan, $2,555*; Ranch 
Wagon, $2,210*; Fairlane (8) Victoria, 
$2,365*; 4-dr., $2,250*, $2,125*; Custom 
(8) 2-dr., $2,005*, $1,920*, $1,830; 4-dr., 
$1,970*. °55 Fairlane (8) 4-dr., $1,605; 
Custom (8) 4-dr., $1,410*. ‘54 Country 
sedan, $1,615*, $1,390. ‘53 Custom (8) 
2-dr., $865; 4-dr., $770. 

HUDSON—’53 Hornet 4-dr., $630*. 

KAISER—’'52 Manhattan 4-dr., $410*. 
4-dr., $240*. 

LINCOLN—’51 4-dr., $445°*. 

MERCURY —'55 Monterey Hardtop, $1,- 
445° (ps). ‘51 Custom 2-dr., $570*, 
$365*, $350°, $340*°. ‘50 Custom 4-dr., 
$200. 

NASH—’53 Ambassador 4-dr., $800*, $750°*. 

OLDSMOBILE—’55 (98) Holiday, $2,760* 
(ps); (88) 4-dr., $1,830. ’54 (98) 4-dr., 
$1,800* (ps), $1,760* (ps), $1,740* (ps). 
"62 (88) 4-dr., $685*, $595*. °50 (88) 
4-dr., $505, $305. 

PACKARD—’55 4-dr., $1,920* "53 
4-dr., $860°. 

PLYMOUTH — ‘55 Belvedere (8) station 
Wagon, $1,910* (ps); Savoy (6) 4-dr., 
$1,430. °53 Cranbrook Belvedere, $650; 
Cambridge 4-dr., $640, $625. °52 Cran- 
brook 2-dr., $400. °51 Cranbrook 4-dr., 
$300. '50 Deluxe 4-dr., $305. 

PONTIAC—'55 Star Chief (8) 4-dr., $2,- 
045° (ps). '54 Star Chief (8) 4-dr., $1,- 
300° (ps). °53 Chieftain (8) 4-dr., $800*, 
$750. °52 Chieftain (8) station wagon, 
$830*. '50 Silver Streak (6) 2-dr., $280. 
"49 Silver Streak (8) 4-dr., $285°. 

STUDEBAKER—'52 Champion 4-dr., $490*. 
Commander Land Cruiser, $470*, $400*. 
"50 Commander conv., $175*. 

WILLYS—’'53 %-ton pickup, $775. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Saturday. Prices are for sale of Nov. 5.) 
(We had a somewhat smaller consign- 
ment of cars this week but they were 
cleaner than usual. Buying was stronger 
on clean automobiles, especially on ’52s 
through °54s. Sold 141 cars out of 200 
offerings.) 

BUICK—’55 Century Riviera, $2,350*, $2,- 
300°, $2,210*. 

CADILLAC—’49 (62) 2-dr., $260. '46 (62) 
conv., $150. 

CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 
300°. '55 Bel Air (8) 4-dr., $1,685*; Two- 
ten (6) 2-dr., $1,380, 4 at $1,225. °54 
Bel Air 4-dr., $1,050, $1,000*; Two-ten 

" 2-dr., $1,000; 4-dr., $750. '53 Bel Air 
4-dr., $810. '52 SL Deluxe 4-dr., $625; 
2-dr., $560, $550. °51 %-ton pickup, $290. 

DeSOTO—'53 Fire Dome (8) 4-dr., $750. 

DODGE — '56 Royal Lancer, $2,500*. °53 
Coronet coupe, $500. ’51 Coronet 2-dr., 
$100. 

FORD—'56 Fairlane (8) Victoria, $2,335*; 
4-dr., $2,225*. '55 Fairlane (8) 4-dr., $1,- 
725°, $1,625°, $1,595°; 2-dr., $1,700; 
Custom (8) 2-dr., $1,580*, $1,440, $1,405, 
$1,385, $1,385*; Ranch Wagon, $1,475. 
"54 Crest (8) Victoria, $1,295; Custom 
(8) coupe, $1,030. '53 Main (8) Ranch 
Wagon, $855. 51 Custom (8) 2-dr., $430, 
$260. 

HUDSON—’'52 Hornet 4-dr., $250. 

LINCOLN—’51 4-dr., $395. 

MERCURY—'56 Monterey coupe, $2,685* 
(ps), $2,050. '54 Monterey sedan, $1,310; 
Custom 2-dr., $1,240, $1,210, '53 Custom 
2-dr., $725. 

OLDSMOBILE — ‘55 (98) 2-dr., $2,485* 
(ps); (88) 4-dr., $2,125* (ps). '54 (98) 
4-dr., $1,750° (ps). '53 (88) Holiday, $1,- 


090. Custom 


"52 
$515. 
HUDSON — '53 Hornet 4-dr., 


"51 


(ps). 





400*. '51 (88) 4-dr., $600°. 

PLYMOUTH— 54 Savoy 2-dr., $850; Plaza 
2-dr., $765. °53 Cambridge Suburban, 
$840. '52 Cambridge sedan, $275, $175. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
250. ’°53 Chieftain (8) 2-dr., $730°. ’51 
Chieftain (8) 4-dr., $435*. 

WILLYS—’53 2-dr., $380. '52 2-dr., $235. 
'49 station wagon, $205. 


OMAHA 


(Richard Abel Auto Auction. Sale every 

Thursday. Prices are for sale of Nov. 3.) 

(Clean autos brought good prices; mar- 
ket down on average units.) 

BUICK—’55 Century Riviera, $2,535* (ps), 
$2,445°. ‘54 Century Riviera, $1,675* 
(ps); Super Riviera, $1,595*. '53 Super 
Riviera, $800. '52 Super 4-dr., $675*. 

CADILLAC—’54 (62) coupe, $3,170* (ps). 
’52 (62) 4-dr., $1,545*. '48 (62) 4-dr., 
$250°. 

CHEVROLET—’56 Bel Air (8) Hardtop, 
$2,265*. '55 Bel Air (8) Sport coupe, $1,- 
870°; Hardtop, $1,820°, $1,805*; Bel Air 
(6) Hardtop, $1,680; Two-ten (6) 4-dr., 
$1,600; Two-ten (8) 4-dr., $1,535*; One- 
fifty (6) 2-dr., $1,485; %-ton pickup, 
$1,380. '54 Bel Air Hardtop, $1,225; Sport 
coupe, $1,210, $1,160; 4-dr., $1,100, $960; 
One-fifty 2-dr., $810; 4-dr., $695. '53 Bel 
Air Sport coupe, $870; Two-ten sedan, 
$750, $725, $690. ’°52 SL Deluxe 4-dr., 
$495*; 2-dr., $435. '51 SL Deluxe Bel Air, 


$560, $520°; 4-dr., $475, $395. '50 SL 
Deluxe Bel Air, $555, $345; 2-dr., $275. 
DeSOTO — '51 Powermaster club coupe, 


$290. 

DODGE—’53 %-ton pickup, $575. ’°52 Coro- 
net 4-dr., $435. 

FORD—’56 Country Squire, $2,600*, $2,- 
555°; Fairlane (8) conv., $2,445°; Vic- 
toria, $2,360°, $2,345°; 2-dr., $ 
Custom (8) sedan, $2,440* (ps); 
wagon, $1,985*. ‘55 Fairlane (8) Vic- 
toria, $2,070*, $2,005; 4-dr., $1,675*, $1,- 
660°; Custom (8) 4-dr., $1,650. ’°54 Crest 
(8) conv., $1,360* (ps); station wagon, 
$1,305; Custom (8) 4-dr., $1,070*, $1,- 
020*, $980; club coupe, $905; %-ton pick- 
up, $770. ’53 Crest (8) Victoria, $1,105*, 
$1,030, $1,010*, $935; Main (8) Ranch 
Wagon, $1,160; Custom (8) 2-dr., $825*; 
2-dr., $790*, $760. ’52 Crest (8) Victoria, 
$675°, $660°; club coupe, $610°. '51 Cus- 
tom (8) Victoria, $525*; 4-dr., $485. '50 
Custom (8) 4-dr., $350°; station wagon, 
$260*; %-ton pickup, $450, $350. 

KAISER—’51 Special 4-dr., $110. 

MERCURY — '54 Monterey Hardtop, $1,- 
635°; 4-dr., $1,540*. "53 Monterey Hard- 
top, $1,200*; 4-dr., $1,110*%; club coupe, 
$1,010. '51 coupe, $505*. 50 coupe, $270. 

OLDSMOBILE — ’'56 (88) Super Holiday, 
$3,245* (ps). ‘55 (98) Holiday, $2,765* 
(ps); (88) Super Holiday, $2,550* (ps); 
Deluxe Holiday, $2,260; 2-dr., $1,975*, 
$1,905°. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,325; 
Plaza (6) club coupe, $1,305. '53 Cran- 
brook 4-dr., $630. "52 Cranbrook coupe, 
$485; 4-dr., $435; Cambridge club coupe, 
$460. '51 Cranbrook 4-dr., $375; 2-dr., 
$325. '50 Deluxe club coupe, $245. 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,735* (ps); Chieftain (8) Catalina, $2,- 
545°. 55 Chieftain (8) 2-dr., $1,535. ’54 
Chieftain (8) Catalina, $1,345*; Star 
Chief (8) 4-dr., $1,210*, $1,190°. °53 
Chieftain (8) Catalina, $995°*; 2-dr., 


$770*, $735. ’52 Chieftain (8) conv., 
$655*. °51 Silver Streak (8) Catalina, 
$500*; 4-dr., $400, $375*. 

STUDEBAKER—’53 Commander Hardtop, 
$785*. °51 Commander 4-dr., $255*; 
Champion sedan, $195°. 

WILLYS—’51 Jeepster, $455. °48 Jeepster, 
Soee" $330, $320, $300. '47 Jeepster, $250, 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 2.) 

(Prices were about the same as the 
previous week and the market was very 
active. Sold 110 cars out of 147 offer- 
ings.) 

BUICK—’55 RM 2-dr., $2,550* (ps); Cen- 
tury 2-dr., $2,295*, $1,920°; Special 2-dr., 
$2,060*, $1,935*. °54 Special 2-dr., $1,- 
660°, $1,260; 4-dr., $1,250*. "53 RM 4-dr., 
$1,115* (ps); Super 2-dr., $1,055* (ps). 
‘52 Special 2-dr., $560. '51 RM 2-dr., 
$570*; 4-dr., $450°, $425°; Super 2-dr., 
$470*; 4-dr., $400; Special 4-dr., $405*. 
"50 Special 4-dr., $325*, $300; 2-dr., $240, 
$160; RM 4-dr., $220*; Super 2-dr., $140. 

CHEVROLET—’'55 Bel Air (8) 4-dr., $1,- 
365°. '54 Two-ten 4-dr., $1,025*; 2-dr., 
$750; Bel Air 4-dr., $990°. '53 Bel Air 
2-dr., $770; Two-ten 2-dr., $640, $605*, 
$585. °52 SL Deluxe 4-dr., $480; club 
coupe, $465. °51 SL Deluxe 2-dr., 2 at 
$325, $310*; 4-dr., $290*°; club coupe, 
$350*. "50 SL Deluxe 4-dr., $270*; club 
coupe, $260. 

CHRYSLER—’50 Windsor 4-dr., $165. 

DeSOTO—’ 50 conv., $275. 

DODGE—’54 Royal 4-dr., $940. °53 Coro- 
net 4-dr., $490*, $400*. 49 Coronet 4-dr., 
$250. 

FORD—’55 Fairlane (8) 4-dr., $1,700* (ps); 
Custom (8) 4-dr., $1,505*, $1,450*, $1,- 
400, $1,370. ’'54 Custom (6) station wag- 
on, $1,225*; Custom (8) 4-dr., $850; 2- 


dr., $800, $750*; club coupe, $770*; Main 
(6) 2-dr., $725. ‘53 Custom (8) club 
coupe, $905*; 4-dr., $740, $600, $550: 
2-dr., $690, $550, $510. ’52 Crest (8) Vic- 
toria, $645*; Custom (8) 4-dr., $330. ’51 
Custom (8) 2-dr., $400, $320, $150; 4-dr., 
$290, $250°; club coupe, $275*; conv., 
$250, $190; Custom (6) coupe, $195. 

HUDSON—’52 Wasp 4-dr., $240. 

MERCURY — '51 4-dr., $335*, $230°. 
4-dr., $115. 

NASH—’54 Rambler 4-dr., $835. '53 States- 
man 4-dr., $405. "51 Rambler conv., $135. 

OLDSMOBILE—’55 (88) Super club coupe, 
$2,340* (ps); 2-dr., $2,420* (ps). '53 (88) 
Super 2-dr., $825. ’51 (88) Super 2-dr., 
$395*. ’50 (88) sedan, $240; (98) 4-dr., 
$160°*. 

PACKARD—’51 4-dr., $375. '50 4-dr., $180. 

PLYMOUTH — ’51 Cranbrook 4-dr., $185. 

PONTIAC—’53 Chieftain (8) 2-dr., $800°; 
4-dr., $790*, $760. '52 Chieftain (8) 4-dr., 
$520°; 2-dr., $430. '51 Silver Streak (8) 
2-dr., $170*. ’50 Silver Streak (6) 2-dr., 
$105; 4-dr., $175. 

STUDEBAKER—’53 Champion 4-dr., $600; 
%-ton pickup, $405. ’51 Champion 4-dr., 
$145°. 

WILLYS—’53 Ace 4-dr., $230. 

MISCELLANEOUS — ’54 International \%- 
ton pickup, $695. 


FARGO, N. D. 


(Tri-State Auction. Sale every Thursday. 
Prices are for sale of Nov. 3.) 
(Market fair for this time of year. 
Sold 41 cars out of 91 offerings.) 
BUICK—’53 Special 4-dr., $580. '51 Super 
4-dr., $495*; Special 4-dr., $400*; RM 
4-dr., $410. 
CHEVROLET — ’53 One-fifty 2-dr., $710. 
’52 SL Deluxe 4-dr., $500*; %4-ton pickup, 
$605. '51 SL Deluxe 4-dr., $375, $360°*. 


(Continued on Page 47, Col. 1) 
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*50 SL Deluxe 2-dr., $355*; Business 
. '49 SL Deluxe coupe, $295; 
2-dr., $255 


CHRYSLER — ’51 NY 4-dr., $450*. '50 
Windsor 4-dr., $290°*. 

DeSOTO—’51 Custom 4-dr., $315, $195. 

DODGE—’51 %-ton pickup, $275*. 

FORD—’55 Fairlane (8) 4-dr., $1,775*. '53 
Main (8) 4-dr., $750; Custom (8) 4-dr., 
$740*. ’52 Custom (8) 2-dr., $575. ’51 
Custom (8) Victoria, $655, $630*, $460*; 
4-dr., $440*, $425, $385*; 2-dr., $420. 50 
Deluxe (6) 2-dr., $185. '49 Custom (6) 
club coupe, $130. 

MERCURY—'50 Sport sedan, $195. °49 4- 
dr., $160; club coupe, $140. 

PLYMOUTH — ’51 Cranbrook 4-dr., $390. 

PONTIAC — ’51 Silver Streak (8) 4-dr., 
$275. '50 Silver Streak (8) 4-dr., $210*. 

STUDEBAKER—’55 Champion coupe, §$1,- 
400. '51 Commander 4-dr., $170. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Nov. 3.) 

(Bad weather held the consignment 
down considerably today. Sold 102 cars 
out of 179 offerings.) 


BUICK —’55 Super 2-dr., $2,375* (ps); 
Century 2-dr., $2,310* (ps). '54 Special 
2-dr., $1,550°; $1,450. °53 Super 2-dr., 


$1,215*, $1,060*. ’52 Special 2-dr., $690*, 
$625*. '51 Super 2-dr., $550*, $410*; Spe- 





cial 4-dr., $400*. ’50 Super 4-dr., $300*, 
$290*. 

CADILLAC—’55 (60) Special 4-dr., $4,- 
250* (ps); (62) coupe, $3,700* (ps), $3,- 
550° (ps); 4-dr., $3,455* (ps). "54 (62) 
coupe deVille, $3,575* (ps); 4-dr., $2,900* 
(ps). '51 (62) coupe, $1,200*. 

CHEVROLET—’55 Bel Air (8) conv., $1,- 


940* (ps); coupe, $1,835*; Two-ten (8) 
4-dr., $1,410*. °54 Two-ten 2-dr., $1,- 
090*. ’'53 Bel Air conv., $805*; Two-ten 


4-dr., $740*; 2-dr., 2 at $740. "51 SL De- 
luxe 2-dr., $530%; Bel Air, $375; 4-dr., 
$365; conv., $315; FL Deluxe 2-dr., $260. 

CHRYSLER—’50 Windsor 4-dr., $255. 

DODGE — ’54 Meadowbrook club coupe, 
$830. '53 Meadowbrook 4-dr., $450. °51 
Meadowbrook 2-dr., $250. 

FORD—’56 Fairlane (8) Victoria, $2,320* 
(ps); club coupe, $2,000. '54 Main (8) 
Ranch Wagon, $1,250;. Custom (8) 4-dr., 
$1,105*; 2-dr., $925; Crest (8) conv., 
$1,070*. °53 Crest (8) Victoria, $1,125*. 
’51 Custom (8) club coupe, $410. °50 
Custom (8) 2-dr., $300. '49 Custom (8) 
2-dr., $260. 

LINCOLN—’54 Capri 2-dr., $1,865* (ps); 
4-dr., $1,785* (ps). 

MERCURY—’54 Custom Sport coupe, $1,- 
450*. '53 Custom Sport coupe, $1,040. '52 
Monterey conv., $620*; 4-dr., $555. °51 
club coupe, $460°; 4-dr., $435*, $325°. 

NASH—’55 Rambler 4-dr., $1,285. '52 Ram- 
bler station wagon, $400. 

OLDSMOBILE—’54 (88) Super 4-dr., $1,- 


655* (ps). '53 (98) 4-dr., $1,180* (ps). 
"52 (98) 4-dr., $800*, $710°. °51 (98) 
4-dr., $495°*; (88) 2-dr., $400°. 

PLYMOUTH — '53 Cranbrook 4-dr., $670, 
$620. '52 Cranbrook 2-dr., $410. '51 Cam- 
bridge 4-dr., $260. 

PONTIAC—’'54 Star Chief (8) 4-dr., $1,- 
425° (ps); Chieftain (6) 2-dr., $1,000° 
(ps). °53 Star Chief (8) Catalina, $1,- 
080*. '49 Silver Streak (8) 4-dr., $265*. 


STUDEBAKER — °'51 Commander 2-dr., 
$250. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 3.) 

(Market very good with bidding spirited 
on the better and cleaner autos. Sold 59 
cars out of 92 offerings.) 


BUICK—'54 RM 4-dr., $1,700*. '53 Special 
2-dr., $850*. °51 Super 4-dr., $435*. ’50 
RM 4-dr., $275*; Super 2-dr., $250°*. 


CADILLAC—’'53 (62) coupe deVille, $1,- 
785* (ps). 

CHEVROLET—'55 Two-ten (8) 4-dr., $1,- 
375*. °54 Two-ten 2-dr., $965*. '53 Bel 


Air 4-dr., $840*. ‘52 SL Deluxe Bel Air, 
$595*; 4-dr., $535*. ’51 SL Deluxe 2-dr., 
$390*, $375*. 
CHRYSLER—’53 Windsor 2-dr., 
DeSOTO—’'52 Custom 4-dr., $420. 
DODGE—’ 54 Meadowbrook 4-dr., $775*. ’53 
Coronet 2-dr., $635, $595; Meadowbrook 
4-dr., $490. '52 Meadowbrook 4-dr., $400. 


FORD — '56 Fairlane (8) sedan, $2,175* 
(ps). '55 Custom (8) 4-dr., $1,665*. '54 
Custom (8) 4-dr., $1,025*; Main (6) 2- 


dr., $725*. '53 Crest (8) Victoria, $840. 
*51 Custom (8) club coupe, $315; Custom 
(6) 2-dr., $300. °50 Custom (6) 4-dr., 
$250; Custom (8) 2-dr., $235. 
LINCOLN—’53 Cosmopolitan 4-dr., $1,110*, 
$1,080°*. 
MERCURY — ’'53 Monterey 4-dr., 





$915*; 


Custom 2-dr., $850. '562 Monterey conv., 
$670*. °51 Custom 4-dr., $315. °50 club 
coupe, $230. 
NASH—’52 station wagon, $325. '51 Ram- 
bler Country club, $390. 
OLDSMOBILE—’53 (88) 2-dr., $1,095*. '51 
(88) 4-dr., $315; (98) 2-dr., $295*. 
PACKARD—'53 4-dr., $765*. 
PLYMOUTH—’ 54 Savoy 2-dr., $775; Plaza 


2-dr., $665. °53 Cambridge 2-dr., $590. 
’51 Cambridge 4-dr., $275, $265, $230, 
$200. 


PONTIAC—’'54 Chieftain (8) conv., $1,370*. 
’53 Chieftain (8) 2-dr., $590. '52 Chief- 
tain (8) 4-dr., $550°. '51 Silver Streak 
(8) 4-dr., $370*, $320*. 


STUDEBAKER—’52 Champion 4-dr., $225. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 2.) 

(Very good sale today. Quality of autos 
entered good and buying activity excel- 
lent, Sold 115 cars out of 168 offerings.) 


BUICK—’55 Special 2-dr., $2,255*. '52 Spe- 
cial 4-dr., $655, $650, $540. '50 Super 
4-dr., $480; Special 4-dr., $405, $385*, 
$200*. '49 Super 4-dr., $175*.~ 

CHEVROLET—’'54 Bel Air 2-dr., 
Two-ten 4-dr., $915*, $860. ’'53 Two-ten 
station wagon, $960*°; 4-dr., $655*; Bel 
Air 2-dr., $955*, $865, $785; One-fifty 
club coupe, $660; %-ton pickup, $650. 
'52 SL Deluxe 2-dr., $530, $510, $415; 
station wagon, $530. '51 SL Deluxe 4-dr., 
$405, $370; 2-dr., $310. "50 SL Deluxe 
4-dr., $360; club coupe, $350; 2-dr., $365, 
$355, $345; conv., $250. '49 SL Deluxe 
station wagon, $425; 2-dr., $220, $205, 
$200; 4-dr., $215. '48 FL 2-dr., $225. 

CHRYSLER—’52 Windsor 4-dr., $655*. 

DeSOTO — '50 Custom -4-dr., $305; 
coupe, $255. 

DODGE—'49 Coronet 4-dr., $245*. 
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Every 1956 CHEVROLET V-8 Engine 








will be Factory-Equipped with 
a NEW AC FULL-FLOW OIL FILTER! 


a 


This means 


AC OIL FILTERS are now the factory-installed oil 
filter for every GM make of car. 


This means 


AC OIL FILTERS will be original equipment on more 
new-car engines than all other makes combined.* 


This means 


AC DEALERS will enjoy the largest pre-sold market 
— the greatest replacement sales potential in the 


business. 


All this means 


YOUR PROFIT OPPORTUNITY with AC is un- 


matched in the industry! 


*Based on projection of latest available new-car production figures. 


GENERAL MOTORS CORPORATION e 


AC SPARK PLUG DIVISION 


FLINT, MICHIGAN 






GENERAL 
MOTORS 


A NEW FILTER ELEMENT 
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AC-ENGINEERED 
FOR CHEVROLET! 


Here’s the brand-new AC full- 
flow filter element Type PF-131 
designed expressly for the 1956 
Chevrolet V-8 engine. (AC Oil 


Filter, PM-11 and Filter Element, 


Type PF-131 are 


optional equip- 


ment at extra cost.) 


| Wednesday 





| bundle with 


FORD—’54 Crest (8) Victoria, $1,205; Cus- 
tom (8) 4-dr., $1,050, $905; 2-dr., $1,- 
025*; Crest (6) 4-dr., $1,050; %-ton 
pickup, $890. '53 Custom (8) 4-dr., $900, 
$830. '52 Crest (8) Victoria, $675*; conv., 
$680; Main (6) 2-dr., $450; Main (8) 
2-dr., $380. ‘51 Custom (8) Victoria, 
$705, $655*; 4-dr., $455*, $310*; 2-dr., 
$425, $370*, $355, $325, $325*; Cugtom 
(6) 2-dr., $240. '50 Custom (8) 2-dr., 
$330, $245; 4-dr., $310*; conv., $205*. 
’49 Deluxe (8) club coupe, $340. '47 De- 
luxe (8) 4-dr., $105. d 

HUDSON—’53 Hornet 4-dr., $665. '51 Hor- 
net 4-dr., $175. 

LINCOLN—’49 club coupe, $175*. 

MERCURY — '54 Monterey 2-dr., $1,285*. 
’53 Custom 4-dr., $1,025*, $925*, $880. 
‘51 Custom 2-dr., $260*; Monterey conv., 
$165. '50 Monterey 2-dr., $380*; Custom 
club coupe, $310; 4-dr., $170. 


NASH—’51 Ambassador 4-dr., $140. '50 
Statesman 4-dr., $195. 

OLDSMOBILE — '55 (88) 2-dr., $1,655*. 
"51 (98) 2-dr., $780*; (88) 4-dr., $705, 
$350*. 

PACKARD — '51 4-dr., $430*. °50 4-dr., 
$255°. 

PLYMOUTH — '54 Savoy 4-dr., $850. '52 
Cranbrook Belvedere, $440; 4-dr., $180. 
’51 Cranbrook 2-dr., $370, $210, $140. 


’50 Deluxe 2-dr., $245. ’'48 Special Deluxe 
4-dr., $150. 

PONTIAC—’'55 Star Chief (8) 4-dr., 
910*. 

WILLYS—’53 4-dr., $460. 

MISCELLANEOUS — '50 GMC Carryall, 
$160, $155. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 1.) 

(Terrific sale. Everything entered was 
bid upon and late models were in good 
demand with prices firm. Rough autos 
still bringing rough prices. We sold 119 
cars out of 161 offerings, and we could 
have sold 50 more clean ones.) 


BUICK—’54 Super 4-dr., $1,610*. '53 Spe- 
cial conv., $960*, $940*. '52 Super 2-dr., 
$800*; 4-dr., $570*; RM 4-dr., $600*. '51 
RM 4-dr., $480*; Special 4-dr., $465*. 
'50 Super Hardtop, $350*; 4-dr., $265*; 
Special 4-dr., $275. '49 Super conv., $150. 

CADILLAC—’51 (62) 4-dr., $1,065*. °48 
(75) 4-dr., $175°*. 

CHEVROLET—’'55 Two-ten (8) 4-dr., $1,- 
365*. '54 Bel Air conv., $1,140*, $1,100, 
$1,025*; Two-ten 4-dr., $950, $940, $935, 
2 at $870; 2-dr., $930, $915, $870, $830; 


$1,- 


One-fifty 4-dr., $775, $755; 2-dr., $705, 
2 at $555; station wagon, $970. ’53 Bel 
Air conv., $850*; Two-ten conv., $775*; 


4-dr., $809*, $700; 2-dr., $645; One-fifty 
2-dr., $580, $575, $520; club coupe, $600; 


4-dr., $600. °52 SL Deluxe club coupe, 
$475; 4-dr., $375; SL Special club coupe, 
$400. °51 SL Deluxe Bel Air, $560*; 
conv., $430*; 4-dr., $385; SL Special 
2-dr., $195. ’50 SL Deluxe club coupe, 
$250, $150*; 4-dr., $210, $205; 2-dr., 
$175; SL Special 2-dr., $275. '49 SL De- 


luxe 4-dr., $185; SL Special 4-dr., $120. 
CHRYSLER—’50 Windsor conv., $350*, ’47 
NY 4-dr., $135. 

DeSOTO—’'52 Fire Dome (8) 4-dr., $435*. 
DODGE ’53 Coronet 2-dr., $710*. ‘51 
Meadowbrook 4-dr., $260*, '50 Wayfarer 
2-dr., $100*. ’49 Coronet 4-dr., $120*. 
FORD—'55 Custom (8) 4-dr., $1,470*%; 2- 
dr., $1,450*°. '53 Main (8) Ranch Wagon, 
$1,080*; Main (8) 2-dr., $715*; Main (6) 
2-dr., $415. '52 Custom (8) 2-dr., $560*; 
4-dr., $525; Main (8) 4-dr., $435*. ’51 
Custom (8) 2-dr., $420*; 4-dr., $340, 2 
at $335; Deluxe (8) 2-dr., $230. ’50 De- 
luxe (8) 2-dr., $260; Deluxe (6) 2-dr., 

$230; conv., $145. 
HUDSON—’'50 Commodore (6) 4-dr., $135*. 





MERCURY—’'54 Custom 4-dr., $1,150. ’51 
4-dr., $350, $260, $250; 2-dr., $240. '49 
conv., $160. 

NASH—'51 Statesman 4-dr., $110. 

OLDSMOBILE—’'55 (88) Super 4-dr., $2,- 
030*. ’51 (98) Holiday, S709*. '49 (88) 


4-dr., $250*, $215*; 
(98) 4-dr., $200*. 
PACKARD—’53 Clipper 2-dr., $1,100* (ps); 
4-dr., $700*. '51 4-dr., $410*. 
PLYMOUTH — ‘54 Plaza 2-dr., $675. '53 
Cranbrook 2-dr., $630; Cambridge 4-dr., 
$605. ‘51 Cranbrook Belvedere, $405, 
$390; conv., $275; Cambridge club coupe, 
$300. '50 Deluxe 2-dr., $185. 
PONTIAC—’53 Chieftain (8) Catalina, $1,- 
000*; 4-dr., $810*. '52 Chieftain (8) sta- 
tion wagon, $650; 4-dr., $565*. °51 Silver 
Streak (8) conv., $370*. ’50 Silver Streak 
(8) 4-dr., $225*. 
WILLYS—’51 station wagon, $310. 
MISCELLANEOUS—'52 Zephyr 4-dr., $255. 


* * * 
— Auctions in Brief — 
ACTON, MASS. 


Concord Auto Auction, Inc. Sale every 
Monday (Oct. 31). Sold 393 cars out of 553 
offerings for 71 percent. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Oct. 28). We had exactly 300 cars 
listed today but selling was a lot slower as 
the buyers were cautious. Real sharp pieces 
showed little evidence of decline. Within 
the next week almost all of the new models 
will have been announced and then we 
should be on our regular course of selling. 

* * * 


(76) 4-dr., $230, '48 





WINDSOR, VA. 
Windsor Auto Auction. Sale every Thurs- 
day (Nov. 3). In spite of rain today, we 


sold over 80 percent of 175 cars registered. 
* * 


HARRODSBURG, KY. 
Blue Grass Auto Auction. Sale every 
(Nov. 2). A good sale, but 
short on cars. Sold 85 percent of those 
registered. 
* x * 


HORSEHEADS, N. Y. 
Horseheads Auto Auction. Sale every 
Tuesday and Friday (Nov. 1-4). Prices 
were softer except on sharp cars and buy- 


ers were very particular about condition. 
* * * 


MINNEAPOLIS 
Minneapolis Auto Auction: 
Wednesday (Nov. 2). Prices still soft on 
late models. ‘‘Oldies’’ really moving whole 

sale. Sold 74 cars out of 136 offerings. 
* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Nov. 3). The year’s first snow- 
storm and showing of ‘56 models kept 
dealers away, but sharp units were scarce 
and very high. Clean autos brought e« 
little demand for junk. Sole 


Sale every 








53 cars out of 66 offerings. 
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Packard dealers look forward to 
their greatest year! And everything 
the new Packard brings to the fine 
car field for 1956 confirms it! 

No other car in the luxury group 
has famous Torsion-Level Ride. With 
this one great advance alone Pack- 
ard is positioned far ahead of all 
others! Torsion-Level Ride com- 


pletely obsoletes coil and leaf springs: 


to give a smoother, finer, safer ride. 
And with it, every Packard dealer 


has the greatest demonstration sales 
tool of all time! 

Also, for the most dramatic and 
convincing demonstrations fine car 
prospects have ever seen, Packard 


for /OSE...in the PACKARD Tradition. . 


NOW The Indust 


In a little more than a week since their 
public introduction, the New Packard 
and Clipper for 1956 have brilliantly 
confirmed all that Packard promised! 


Here are the really new cars for 56 in 
the luxury class and the medium-price 
field! Here are the cars that go far out in 
front to set new standards of performance, 
comfort and safety . . . of luxury, smart- 


ness and pride of ownership. 


dealers have the most powerful V-8 
engines in the field . . . up to 310 
horsepower. In the new Packard, 
too, dealers have the ultimate in 
automatic motoring . . . Electronic 
Push-Button Control. Gear selection 
at a fingertip with famous Packard 
Ultramatic . . . now available with 
a rear axle ratio that gives overdrive 
economy. 

In distinguished lines and interiors 
... in the craftsmanship and quality 
of Creative Engineering . . . the new 
Packard Patrician, the Four Hun- 
dred and the new Caribbean series 
are all you would expect in the 
Greatest Packards of Them All! 





—————— hl tis 
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And the public heartily agrees! Response 
across the country to the new Packard 
and Clipper has been immediate . . . even 
more enthusiastic than anticipated! 


Now the industry and all America 
knows of the latest and greatest rewards 
of Packard Creative Engineering . 
great features shared by no other cars 
... features that make the new Packard 
and ’56 Clipper finest in their fields! 














In the 1956 Clipper, dealers have America’s Finest 
Medium-Priced Car . . . the only car in its field with 
famous Torsion-Level Ride for demonstrably greater 
handling ease, comfort and safety . . . smoothness that 
beats riding on air! 


Clipper, too, offers the most powerful V-8 in its 
field . . . up to 275 h.p.! Other exclusives include: 
new Electronic Push-Button Control, Clipper Ultra- 
matic teamed with a new rear axle ratio that gives 
overdrive economy with the convenience of an auto- 


Wherever you find the 


Packard Dealers are Headed 
for Their Greatest Year Yet! 


matic transmission . . . and, finally, the Clipper clincher 
—‘‘Built by Packard Craftsmen!” 


Equally important as these two great products are 
the dealer-factory relations behind them. We believe 
a dealer is entitled to make a living and do some 
living at the same time. That is our philosophy of 
growth and progress for both Packard and its dealers. 
If you share this view, write for detailed information 
on the Packard-Clipper franchises. Your letter can be 
a big first step toward your greatest year! 


rotor vove'we tod A New Era in Dealer-Factory Relations 


PACKARD-CLIPPER DIVISION + Studebaker-Packard Corporation « Detroit 32, Michigan 
Where Pride of Workmanship Still Comes First 


50 
Colkett Buys Dodge Firm in Portland 


Emery Colkett, sales manager of | will operate the dealership as Em- 
A. G. Schaefer Co., Portland, One. eer Colkett Motors, Inc. Schaefer 
(Dodge-Plymouth), has purchased|now is head of A. G. Schaefer 
the firm from Stanley Butler. He | Finance Co. 


\ WHIRLAWAY SPINNERS 


for New and Used Car Lots and Showrooms 
WHEREVER LIVE-ACTION DISPLAYS ARE NEEDED 


These heavy plastic spinners have nylon bushings on 500-Ib. test steel cable. 


20 spinners on 80 feet of cable. $1 7 00 
e 


Complete for 
We also sell plastic Pennants. 48 pennants to 300 feet for $12.00. 


COMFORT SPECIALTY CO. 


200 S. 7TH ST. ST. LOUIS 2, MO. 





A Wagner 
Changeable Copy Display Will 


e move used cars off your lot! 
e sell new cars! 


e increase service volume! 


The lowest cost form of automotive advertising. Effective day 
and night. Messages can be arranged in minutes; changed 
without the use of ladders with a Wagner Mechanical Hand— 
an exclusive with a Wagner Changeable Copy Display ! 


Wagner Sign Service, Inc., offers a wide variety of “Railock“’ 
letters for permanent outdoor identification purposes. Also, 
translucent plastic letters for indoor identification purposes. 


WAGNER SIGN SERVICE, INC. 


Will appreciate 421 S. Hoyne Avenue ¢ Chicago 12, Illinols 


your complete 
catalog 
describing 
Changeable 
Copy Displays 


Rs inciesieancmaeinatie 
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Big ‘Lift to Company Market Seen... 


Ford Stock Sale Cheers Dealers 


(Continued from Page 2) 
tion’s public service in education 
and other fields. 
* * ed 
HUS, in a sense, the company | 
itself is not directly concerned. | 
It is enjoying, however, an ava-| 
lanche of publicity based on a) 
glamorous proposition: The public} 
is being invited to accept a part-| 
nership in a fabulously successful | 
enterprise. 


It is expected that the deal will 
be handled by 400 or 500 broker- 
age houses operating through 
seven syndicate managers. The 
foundation would like to sée 
the stock extended to as many 
small investors as possible, and 
it is likely that some attempt 
will be made to limit the quan- 
tity of shares available to any 
single buyer. 


Under arrangements for the sale, 
Ford Motor stock will be reclassi- 
fied into three new categories—a 
voting common stock, a voting B 
stock and a nonvoting A stock. All 
would yield the earnings at the 
same rates. 

Currently, stock in Ford Motor 
includes 3,322,395 shares of non- 
voting stock, of which 3,089,908 
shares, or more than 88 percent of 
the total, are owned by the Ford 
Foundation. 





* * * 


NOTHER 190,347 shares are held 

by the Ford family and its in- 
terests, and 42,140 shares belong 
to 108 “key employes” of the com- 
pany. These employes, not other- 
wise identified, have options to buy 
some 101,000 additional shares over 
the next three years. 

This A stock would be split 15 
to 1. The shares owned by the 
foundation would become new 
nonvoting A shares, which in 
turn would become voting com- 
mon shares as they were sold to 
the public. 

The A shares owned by company 
employes would become voting 
common. The A shares owned by 
the Ford family would become 
new voting B stock. 

The present voting B stock con- 
sists of 172,645 shares, all owned 
by the Ford family. Each of these 
shares would be exchanged for 21 
shares of the new voting B stock. 

oa * * 
s arreeg 21-to-1 split, in contrast to 

the 15-to-1 ratio fixed for A 

shares, represents a concession to 
the family for its yielding of vot- 
ing rights. The exchange would 
give the Fords a 1.74 percent 
greater equity in the company. 

The new common stock will carry 
one vote a share. 

The foundation said it had 
been decided to assign voting 
rights to the stock “because of 
considerations in the public in- 
terest” and to “increase the mar- 
ketability of the shares.” Only 
voting stock is listed on the New 
York exchange. 

It is assumed that Ford Motor 
will file a statement of earnings 
and financial position with the Se- 
curities & Exchange Commission 
in December, clearing the way for 
actual sale of the stock “shortly 
after the first of the year.” 

* * * 
Are= the proposed split, there 
would be 53,461,470 shares of 
stock in Ford Motor Co.—14,065,143 
voting shares and 39,396,327 non- 
voting shares. 

The foundation plans to sell 
about 15 percent of its holdings. 
Public investors would wind up 
with 6,952,293 shares of voting com- | 
mon while company employes 
would retain 632,100 shares. 

The total shares of this new 
common would hold 60 percent 
of the voting power even though 
they initially would comprise 
only about 14 percent of the com- 
pany’s outstanding stock. As ad- 
ditional A shares are sold in the 
future, the foundation said, these 
shares also will participate in the 
60 percent voting power. 

The Ford family and family in- 
terests would own 6,480,750 shares 

of the new voting B stock. Upon 
sale or transfer outside the family, 
these shares would be converted 


into shares of the new common. 
* - ft 





HE Ford Foundation would own 
39,396,327 nonvoting A _ shares, 


which would become voting com- 
mon upon sale to the public. 

The foundation is selling Ford 
stock, it says, “in order to diver- 


sify its investment portfolio.” In | 


other words, it doesn’t want to 
keep carrying all its eggs in one 
basket. 


The foundation was set up with| 


millions ‘of shares of Ford Motor 
stock donated by the late Henry 


|Ford and his son, the late Edsel 


Ford. A tax-exempt institution, it 
has given away $340 million. 
* * * 


HE official value of Ford stock, 

even today, is $135. That figure 
was computed as of 1947 in settle- 
ment of the Henry Ford estate. 

The original Ford stock was sub- 
scribed in 1903 by 12 persons. The 
1,000 shares had a book value of 
$100,000, but only $23,000 actually 
was dropped in the kitty by five 
stockholders. 

Henry Ford and Alex Y. Mal- 
comson, with 255 shares each, 
held 51 percent of the _ stock, 
which in 10 years was to start 


paying 500 percent dividends reg- 
| ularly. By 1919, Ford had bought 
out all his co-investors. It cost 
him $105 million. 

To draw up the present plan for 
|}a switch in stock voting rights, 
|members of the finance committee 
of the trustees of the Ford Foun- 
dation worked for more than a 
year with representatives of the 
Ford family. 


L. A. Urged to Require 


Smog Device on Cars 
LOS ANGELES.— County Su- 
pervisor Kenneth Hahn has pro- 
posed that sales of new autos be 
banned in the county until smog- 





control devices are built on them 
by manufacturers. 

The board of supervisors ap- 
proved a trip to Detroit by Arthur 
J. Will, county administrative 
officer, who was directed to “use 
his best judgment” to persuade 
the auto industry to put smog- 
control devices on cars. 








NOW 


50,931 


Daily Sales Leadership 


93,864 


Sunday Sales Leadership 


OREGONIAN 
daily circulation now 


233,188 


Leads 2nd paper by: 


City Zone 
Circulation 


10,356 
City & RTZ 
17,382 Sicdation 
Total 
50,931 Tet 


irculation 


OREGONIAN 
Sunday circulation now 


297,263 


Leads 2nd paper by: 


SOURCE; Audit Bureau of 
Circulations Publishers’ 
Statements for 6 months 
ending March 31, 1955. 


City Zone 

Circulation 
City & RTZ 
Circulation 


Total 
Circulation 


28,279 
39,741 
93,864 


NOW, MORE THAN EVER, 


THE Oreg 


onian 


PORTLAND, OREGON 


LEADS IN SELLING FOR YOU! 


Largest Circulation in the Northwest 


REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 
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Move that excess used car inventory this week. Move it fast and 
safe through any of the auctions listed here. 


ALTOONA AUTO AUCTION, INC. Monday 
Sixth Avenue Road, Duncansville, Pennsylvania 
APTCO AUTO AUCTION Wed. & Fri. 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 
BEREA AUTO AUCTION, INC.* Tuesday 

799 Front Street, Berea, Ohio 

CAPITAL AUTO AUCTION, INC.* Thursday 


Ohio State Fairgrounds, Columbus, Ohio 


CENTRAL STATES AUTO AUCTION* Wednesday 
211 South Delaware, Mason City, lowa 


CHATTANOOGA AUTO AUCTION* Wednesday 
35th & 36th St., Rossville Blvd., Chattanooga, Tenn. 
COFIELD AUTO AUCTION* Monday 
Boaz, Alabama 

COLUMBIANA AUTO AUCTION Friday 

R. D. #2, Columbiana, Ohio 

COLUMBUS AUTO ACTION* Thursday 
2603 Cusseta Road, Columbus, Georgia 

CONCORD AUTO AUCTION, INC.* Mon. & Fri. 


Hosmer Street, Acton, Mass. 


DAYTON DIXIE AUTO AUCTION, INC. Monday 
5300 North Dixie Drive, Dayton, Ohio 


DECATUR AUTO AUCTION* Monday 
Highway 48, N., Decatur, Illinois 


DIXIE MOTORS AUTO AUCTION* Tues. & Fri. 
718 Angier Ave., Atianta, Ga. 

GREATER SHREVEPORT AUTO AUCTION Thursday 
1310 N. Market St., Shreveport, La. 

LEBANON AUTO AUCTION, INC. Wednesday 
Highway 22, N. Plainfield, N. J. 

LEITCH MOTOR SALES, INC.* Thursday 
1450 E. Main St., Owosso, Michigan 

JOHNSON AUTO AUCTION* Friday 


Jordan Lane, Huntsville, Alabama 


*auctions offering both check and title insyrance. 
**title insurance only. 


MIDDLE GEORGIA AUTO AUCTION* Wednesday 
Eastside Highway, Macon, Georgia 


MINNESOTA AUTO AUCTION Thursday 
Sanborn, Minnesota 

MONTPELIER AUTO AUCTION CO. Monday 
R. F. D. #1, Montpelier, Ohio 

MUNCIE AUTO AUCTION Friday 
3344 So. Madison St., Muncie, Ind. 


NEW CASTLE AUTO AUCTION Monday 
1118 Grandview Ave., New Castle, Pa. 


ORANGE COUNTY AUTO AUCTION* Thursday 
Rt. 207, Campbell Hall, New York 

PITTSBURGH AUTO AUCTION CO.* Thursday 
5901 Center Avenue, Pittsburgh 6, Pennsylvania 


QUINCY AUTO AUCTION Friday 
3220 Broadway, Quincy, Illinois 


SMITH AUTO AUCTION* Wednesday 
American Legion Fairgrounds, Durham, N. Car. 
SOUTHERN AUTO SALES, INC.* Wednesday 
Route 5, E. Windsor, Conn. 

SYRACUSE AUTO AUCTION* Wednesday 
R. D. #1, La Fayette, New York 

THOMASVILLE AUTO AUCTION* Thursday 
U. S. Air Base, Thomasville, Georgia 

THRU-WAY AUTO ACTION, INC.* Monday 
2224 Union Road, Buffalo 25, New York 

TOLEDO AUTO AUCTION CO. Thursday 
5902 Telegraph Rd., Toledo, Ohio 

TRI-STATE AUCTION CO. Thursday 
3021 W. Front St., Fargo, North Dakota 

TRI-STATE AUCION, INC. Friday 


Valley Springs, S. Dakota 


TULSA AUTOMOBILE DEALER AUCTION** Thursday 
Tulsa State Fairgrounds, Tulsa, Okla. 
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USED CAR INVENTORIES UP 


Around most of the country in September and October, 
dealers passed out a passel of long trades to make room 
for 56 models ... and they moved a mess of °55 cars. But 
...and here’s the rub... while new car inventories went 
down, used car inventories shot up. 


Did it happen to you, Mr. Dealer? And if it did, what’s to 
be done about it? 


HOW TO MOVE INVENTORY 


You'll want to move them, of course. And the fastest way 
to move surplus used cars is at auction. But wait a minute? 
Just how safe are auctions? Good question, one every 
dealer ought to ask before consigning any car to any 
auction. 


WHERE TO MOVE INVENTORY 


We don’t know about all auctions... but we can-tell you 
something about Fidelity check-insured Auctions. You 
can sell through any Fidelity Auction with complete safety 
... because we guarantee payment of any check you ac- 
cept that’s turned down by any bank because of (1) insuffi- 
cient funds, (2) improper or unauthorized signature, (3) 
account closed, (4) no such account, or (5) forgery. The top 
bid is always the best bid at a Fidelity check-insured 
Auction. 


FIDELITY INSURANCE COMPANY 
OF TENNESSEE 


Stahlman Bldg., Nashville, Tenn. 
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Dealers Report on Cleanu 


AUTOMOTIVE NEWS, NOVEMBER 14, 1955 


Profits Remain Low 
Despite New Models 


(Continued from Page 1) 


cleanup woes. “Ford and Chevrolet 
dealers were overloaded in Septem- 
ber and October and they ruined 
the market,” he charged. 


NOTHER dealer would load 

part of the cleanup burden on 
the factory if he could have his 
way. Said he: “The dealer is lucky 
to break even—and even lose—in 
order to get rid of 55 models. The 
factory should absorb this loss.” 


Sacrifice deals made in order 
to move out his inventory “dis- 
sipated” his profit for this year, 
said an angry dealer in the Mis- 
sissippi Valley. 


Despite their difficulties in doing 
so, most dealers have unloaded 
their stocks of ’55s. More than 93 
percent of the dealers contacted 
answered “no” when asked if they 
still had many ’55s in stock. The 
cleanup apparently moved most 
slowly in the Southeast. 


In the Northwest, a volume-line 


Obituaries 


William E. Paris, 
Willys Ex-Official 
TOLEDO. — William E. Paris, 
who rose from 
newsboy and fac- 
tory worker to 
vice-president and 
director of Willys 
Motors, Inc., died 
in his home here 
Nov. 1, four days 
before his 62nd 
birthday. 
Mr. Paris, who 
retired in Janu- 
er ary, 1954, had 
W. E. Paris been confined to 
his home for nearly two years. 
* * * 


Frank Gustafson 
GREEN COVE SPRINGS, Fila.—Frank 
(Papa Gus) Gustafson, 87, who founded 
Gustafson Motor Co. (Ford) in 1914, died 
Oct. 30. He also owned Gustafson’s Dairy. 
* * * 


Charles Cheney Austin 
MANCHESTER, N. H.—Charles Cheney 
Austin, 63, former sales manager of Man- 
chester Buick Co., died Oct. 27 in a hos- 
pital in. Maine. 
* * 


Frederick H. Nixon 
AUBURN, N. H.—Frederick H. Nixon, 
58, used-car dealer and 30-year automotive 
veteran, died Oct. 
* * * 


William Crockett 
BOWLING GREEN, O.—William Crockett, 
26, a used-car dealer, was killed when an 
automobile in which he was riding was 
struck by a train. 
* * * 


P. F. Thompson 
MORTON, Miss.—P. F. Thompson, 69, 
owner of Thompson Motor Co. (Ford), died 
Oct. 29. He had owned the dealership 35 
years. 
* * 7 


Hilbert E. Giese 
MILWAUKEE. — Hilbert E. Giese, 56, 
service manager of South Side Mercury 
Sales Co., died Nov. 3. He entered the 
automobile business 35 years ago with his 
~_—, who operated a truck body building 
rm. 


James G. P: 

OAKLAND, Calif.—James G. Paps, 59, 
an automobile dealer here for many years, 
is dead. 

Mr. Paps entered the automotive field in 
the 1920s as a Mitchell dnd Saxon dealer. 
He handled Ford and Lincoln-Mercury lines 
from 1935 to 1950 and at the time of his 
death he was associated with his son, Don- 
ald, in Paps Motor Co, (Lincoln-Mercury), 
Sunnyvale. 


dealer said his cleanup had been 
“strong,” with most deals approxi- 
mating those he had made during 
July. 

Other reports of “very good” and 
“orderly” were turned in by about 
two-thirds of the outlets contacted. 

om * * 
EPORTS on sales of ’56s were 
pessimistic from all _ points, 
with the exception of one dealer 
who said turnover was better than 
it had been at the start of the ’55 
model year. 


The present situation seems to 
have been summed up aptly by 
the dealer who reported, “Lots of 
lookers, slow buying.” 


The word “slow” was used al- 
most universally by those asked 
how ’56 models were selling. 


A New York State dealer said 
new-model sales were “terrible” on 
one of his two lines. He added: 


“Bootlegging has definitely in- 
creased. This stems from overpro- 
duction. Most cars coming from 
a neighboring city where there is 
a management dealership.” 

A Corn Belt dealer said, “People 
are still looking for big deals.” 

* + * 
DEALER in the Pacific North- 
west perhaps put his finger on 
new-model sales doldrums when he 
said, “Dealers realize that the mar- 
ket was oversold — the public is 
catching its breath.” 


Other dealers note that buying 
almost always slows down dur- 
ing introduction season, as po- 
tential customers wait to see 
what competing makes have to 
offer before they make their de- 
cision. 


Discounts are the bane of the in- 
troduction season. Only one dealer 
—in the Far West—reported no 
apparent discounts. Another dealer, 
in the Midwest, said discounts 
were not as great as they had been 
a year ago. 

All other dealers were emphatic 
in reporting discounts widespread. 
One admitted his average discount 
—on a high-price line — amounted 
to $591 so far on 1956 models. 


On the West Coast discounts 
ranging up to $700 were reported. 
~ * - 

Jp moounrs of $200 to $500 on 

“low-price” models were re- 
ported from scattered points. One 
dealer said discounts on ’56s were 
only slightly smaller than they had 
been on ’55s at the height of the 
cleanup season. 


A Chicago dealer said discounts 
there amounted to “whatever it 
takes to sell the car—up to 15-18 
percent of list.” 

Even sharper cuts were reported 
by another dealer who said that a 
competitor in a volume line was 
advertising discounts ranging up 
to $500 only a week after his 56s 
had been introduced. 

Dealers were somewhat more op- 
timistic in estimating profits for 
this year. Some 76 percent said 
profit in 55 would top the 0.6 per- 
cent average net return of ’54. An- 
other 12 percent said it would be 
about the same. 


Mos * * * 


dealers predicting in- 
creased profit this year attri- 
buted it to a much greater sales 


a volume. But, as one pointed out, 


William Armistead 
PHILADELPHIA. — William M. Armi- 
ene. 2. a former N. W. Ayer & Son, 
advertising executive, died Nov. 5 at 
“home in suburban Wayne. Mr. Armi- 
helped Ford Motor Co. begin 
national advertising when the Model A 
introduced ine Ss =. 


A. z M ae 
WASHINGTON.—A. J. Montgomery, 66, 


, Easterner who said: 


“This will be on the profit 
side, but not in relation to effort 


ingly inadequate.’ 
Estimates of profit gains ranged 


its} up to threefold increases over last 


year, although most of the opti- 
mists tended to be more conserva- 
tive than that. 

Among the dissenters was an 
“With in- 
creased production, the one who is 


¢jhurt the most is the dealer. For 


the first six months of a current 
model he makes a fairly good pro- 
fit. He then proceeds to give his 


re-| profits away in order to move the 


stock for the balance of the year.” 


Head Studebaker Dealers Ad Group— 


Newly-elected officers of the Studebaker Dealers Advertising Assn. in the Atlanta 
zone are, from left, T. P. Cladwell, Coral Gables, Fla., executive committeeman; L. B. 
Yarbrough, Atlanta, secretary-treasurer; William Caflin, Jacksonville, Fla., vice-presi- 
dent, and L. C. Kyle, Columbus, Ga., executive committee man. Rush Stallings, Mont- 


gomery, Ala., is president of the group. 


Cancellations on Rise 


Survey Finds Techniques of Axwork Make It Hard 
To Arrive at National Totals 


(Continued from Page 1) 


who is cancelled, or not renewed, 
is the exception rather than the 
rule. 
* x * 

LB peer y they say, when it is 

decided to cancel a dealer, the 
zone manager visits him with the 
advice that he had better find a 
buyer. In some cases, the factory 
provides the buyer. In either case, 
the dealer feels that he can salvage 
more by selling than by fighting. 

A variation of this occurs when 
the zone official tells the dealer 
that sales are sagging and that the 
factory is going to put in stimu- 
lator dealers. 

“If you do, Pll quit,” the dealer 
says. The factory man then ex- 
presses sympathy and helps him 
out of the franchised auto busi- 
ness. 

Association managers report that 
many of the dealers losing or drop- 
ping franchises are going into the 
independent new-car business. They 
say these dealers are happy, free 
of factory pressure and able to 
obtain and sell all makes of new 
cars instead of just one or two. 


you are tangles dealers 
who say they would welcome a 
letter or telegram or personal visit 
from the factory that would cut 
short their contractual obligations. 
But they are afraid that liquida- 
tion would be disastrous from a tax 
standpoint. 

Others are paying the price and 
getting out of the auto business 
entirely, scorning franchises prof- 
fered by other makers. 

“When the cream sours,” said 
a dealer-association source, “one 
hardly looks for more sour 
cream.” 

In blaming the situation on fac- 
tory demands for an unreasonable 
volume of sales, dealers pose these 
questions: 

1. At whose expense must volume 
come? So far, they say, it has been 
solely at the expense of dealers. 

2. Where does it stop? Dealers 
say that forced sales promote 
new-car bootlegging and that this 
in turn tears down the value of 
the factory’s own franchise sys- 
tem. So, eventually, the factories 
will pay, too. 

Dealers who have worked with 
the factories on these issues say 


Packard Sets Up 
Fleet De ent 


DETROIT. — Packard-Clipper di- 
vision has established a fleet sales 
department and has named S. E. 
White manager, it was announced 
by Robert P. Laughna, division 
general manager. 

All fleet transactions will be 
handled through the division’s fran- 
chised dealers, Laughna said. 


sales during the 1956 model year. 


they think factory men sincerely 
believe in the franchise system, but 
are mistaken in their opinion that 
the market will safely absorb all 
of the cars being made today. 

These dealers say there are many 
ways to solve the problem but only 
one solution — genuine factory- 
dealer teamwork. 

* * * 


Used Cars for Sale 680 


Used Cars for Sale 


° 
1a 
(Continued from Page 6) 

MacGregor, Charlottesville; Joseph 
A. Johnson, Abingdon; M. J. Logan, 
Fairfax; Irving B. Kline, Norfolk; 
P. L. Akers, of Roanoke, and John 
P. Hughes, I, Lynchburg. 

The Automibile Old Timers laid 
plans for a statewide meeting of 
Old Timers in Richmond next 
spring. 

Tom Frost, member of the Vir- 
ginia General Assembly and a Ford 
dealer in Warrenton, was elected 
president of the group. Other offi- 
cers are Irving Kline, Norfolk, vice- 
president; Harry McReynolds, Roa- 
noke, vice-president, and Paul 
Freed, Waynesboro, secretary. 

Yarnall’s lambasting was fol- 
lowed by a cheerful prediction by 
Allan G. Rude, executive vice- 
president of Universal C.LT. 
Credit Corp. 

The growth in suburban popula- 
tion is a key factor in what Rude 
expects will be a great new two-car 
market. 

Suburban families, he said, are 
prime targets for two-car sales 
talks. “The second car is generally 
the property of the wife,” he told 
the dealers, “and in Virginia there 
are 325,000 captive wives—women 
who are stranded because the hus- 
band drives the one family car to 
work. Many of these women will be 
released from captivity soon.” 

Another speaker, Edward Payton, 
Cleveland, a management consult- 
ant—said those who believe Ameri- 
ca has too many cars today “ain’t 
seen nothing yet.” 

The time will come when every 
adult will have an automobile of 
his own, according to Payton’s pre- 
diction. Pointing up the influence 
of youth, he urged the dealers to 
“get in step with the times.” 

Dealerships need to develop exec- 
utive talent among younger men, 
Payton said. 


Oo 


Declaration of Independence 


November 1, 1955, Billingsley Pontiac Company be- 
came an independent dealer, after twenty years as a 
Pontiac franchised dealer. 


BILLINGSLEY Pontiac will be known henceforth as 
BILLINGSLEY MOTORS. We are and will continue to be in 
the automotive business, selling both new and used cars 
and caring for all of your automotive transportation needs. 


Our policy as to warranty new cars has always been 
far superior to that offered by any automobile factory 
and will continue to be so. At the present time we have 
in stock some sixty new Pontiacs and a large inventory 
of clean used cars. Our service department, which has 
the largest customer service in the Northwest, will be 
even larger for the maintenance and up-keep for all 
makes and models of new and used cars. 


In the very near future, Billingsley Motors will bring 
to you people of Portland and the surrounding area a 
revolutionary new concept in automotive merchandis- 
ing. Watch for our announcement. 


Always remember that any new car or used car is 
only as good as the dealer who sells and services it. 


Sincerely, 


S. W. FRASER, General Manager 
Billingsley Motors 


Whea a Franchise Dies— 


For 20 years, Billingsley Pontiac Co. was a dealership in Portland, Ore. Today, 

On the basis of fleet contracts| with 60 new cars still in inventory, it has no franchise. But a newspaper advertise- 
already made, Laughna predicted| ment tells of the company's plans to carry on as Billingsley Motors, an “independent” 
that fleet purchases will account for} handling new cars as well as used. The ad promises the people of Portland “a revo- 
about 3 percent of the division’s|lutionary new concept in automotive merchandising.” J. W. West is owner of the 


firm, and S. W. Fraser is general manager. 








eph 
an, 
lk; 
ohn 


aid 
of 
ext 


Jir- 
ord 
ted 
»ffi- 
ice- 
oa- 
Lul 


1) 
by 


ila- 
ude 
car 


are 
ules 
ally 
old 
ere 
nen 
jus 


| be 


ton, 
ult- 
eri- 
in’t 


ery 

of 
re- 
nce 
|} to 


eC= 
len, 


rtise- 
lent” 


} the 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 






(U. S. PRODUCTION ONLY) 


Week Week November, Jan.1 Jan. 1 
Ended Same Ended 1955, To To 

Nov. 12, Week, Nov. 5, To Nov. 13, Nov. 12, 

1955 1954* 1955* Date 1954* 1955 
AMERICAN MOTORS — 3,350 1,263 2,373 5,395 86,762 140,397 
INOUE. sénsvscitocestnssiverdoase TP wines 654 1,239 28,026 44,827 
Wasp, Hornet .......... ee 344 564 27,331 22,177 
EO sescsicivsrcesscsses a 310 675 695 22,650 
IEE: cscneciapowrvintsscstieneorvens 2,625 1,263 1,719 4,156 58,736 95,570 
Amb., Statesman .... 2,100 478 1,391 3,347 29,398 44,537 
Rambler .................... 525 785 328 809 29,338 51,033 
CHRYSLER CORP. ...... 27,501 20,938 30,382 51,544 528,904 1,159,233 
RENEE” sikcticustinswocesiveies 3,700 2,823 3,658 6,200 77,029 150,867 
ID. deciteniinekivaisveseiees 3,105 2,029 3,084 5,588 52,672 111,619 
NE dcrrssmsbssiasesevvssonness 6,750 4,720 6,946 12,308 104,197 269,521 
SPRNOUNED  Scccseesscsssssassosce 13,946 11,366 16,694 27,448 295,006 627,226 
FORD MOTOR. .............. 51,710 29,805 50,627 103,008 1,423,221 1,934,777 
Continental .................. | 46 a 133 
SE. becvises clenendedevenvasiiusesy 39,500 27,674 39,527 71,860 1,168,356 1,519,831 
INN. -wicescsdesserolmveccsceeen 1,050 694 894 1,784 32,140 33,028 
EE - sivsispintincaasteiecsts 11,100 1,437 10,160 29,261 222,725 381,185 
GENERAL MOTORS .. 91,040 60,886 81,538 157,694 2,409,878 3,433,031 
SE decsjccecvcedeveacasceeuboats 16,100 10,804 10,276 24,530 449,002 673,160 
SIND svcssccasssivecinsasioes 3,250 2,790 3,133 5,323 102,453 129,023 
Chevrolet. ...................... 42,600 30,778 43,444 178,696 1,185,919 1,569,371 
Oldsmobile .................... 15,190 8,695 12,500 25,399 369,495 553,101 
ED: ° Svcsdtsescecrasesescseies 13,900 7,819 12,185 23,746 303,009 508,376 
KAISER MOTORS .................. TE  Seueiae _ eavcttonn 15,552 6,680 
BED. un iciewtnndhinn vies < inter seid -—dprddie 5,803 1,021 
IID: Las cicécossevecsnismssqune sdecounss kine eel 9,749 5,659 
SC MEEDEUEES © saxsessevssiisczessecs 2,815 3,640 2,384 4,896 98,459 153,157 
SENN {0ibisivcersssasccisinese Be stews 1,303 2,467 25,265 60,437 
Studebaker .................... 1,415 3,640 1,081 2,429 73,194 92,720 


322,537 4,562,776 6,827,275 





*Revised. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 





Week Week November, Jan. 1 Jan. 1 
Ended Same Ended 1955, To To 
Nov. 12, Week, Nov. 5, To Nov. 13, Nov. 12, 
. 1955 1954* 1955* Date 1954* 1955 

CHEVROLET .................. 9,300 5,704 8,740 16,217 286,518 348,373 

DIAMOND T ................... 100 85 81 169 2,987 4,638 

NI? cacodlicbechssciasidisatvedse 25 25 2,599 3,170 

2,184 1,487 2,797 80,960 86,787 

7,899 8,457 15,961 250,267 322,062 

1,248 2,095 4,324 67,003 89,047 

1,566 2,545 5,290 82,195 108,001 

167 221 545 6,017 12,873 

97 93 164 6,634 4,713 

549 398 714 13,058 15,393 

212 374 672 9,302 12,879 

SED © xsccnscasascortsososenpes 1,650 1,958 1,660 2,873 64,233 66,283 

MISCELLANEOUS ...... 90 102 90 172 5,142 4,355 

Total Trucks, U. S..... 28,330 21,794 26,241 49,923 876,915 1,078,574 
Total Cars, Trucks, 

RNID. iciscsseesisconsbasnnbinaaih 204,746 138,457 193,545 372,458 5,439,691 7,905,849 
Total Cars, Trucks, 

II Sis dotcicaptecosacetess 6,725 3,367 6,388 12,350 314,445 405,649 


Grand Total, 
Cars and Trucks, 


U. S. and Canada.:..211,471 141,824 199,933 384,813 5,754,136 8,311,498 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 





Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
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Another New Mark: Eight Million Vehicles... 


Seven-Millionth Car of ’55 Near 


(Continued from Page 1) 


year with just over eight million 
car assemblies. 

The truck manufacturers, cur- 
rently producing at a 4,600 units- 
a-day clip, are expected to as- 
semble approximately 181,000 
units during the remainder of the 
fourth quarter, and complete the 
year with approximately 1,260,000 
assemblies. 

Adding car and truck output to- 
gether, the manufacturers will pro- 
duce an estimated 9% million 
vehicles this year. A total of 8,002,- 
433 cars and trucks was built dur- 
ing 1950. 

* + + 

F THE truck estimate is attained, 

it will mark the third highest 

production year in history for the 
commercial-car manufacturers, 
bested only by the record 1,416,382 
trucks made in 1951 and the 1,343,- 
923 units produced in 1950. 

Last week’s car output was 
172.8 percent of Automotive News’ 
three-year index, as compared 
with the 163.8 percent compiled 
on 167,304 cars the previous week. 

Truck production last week to- 
taled 28,330 units, a 2,080 unit in- 
crease over the previous week’s 
26,241 trucks. 

* * + 

ORD MOTOR and General Mo- 

tors again last week were the 

chief factors in keeping output at 
near-record levels, GM contributing 
51.6 percent and Ford, 29.3 percent 
of total industry production. 

Ford Motor continued its rec- 
ord-breaking pace as it again 
last week established six com- 
pany records. They were: 

1. Production of 51,710 cars dur- 
ing a six-day period, breaking the 
old high of 51,414 established dur- 
ing the week ended June 18. 

* x * 
PRODUCTION of 44,506 cars 

* during a five-day period, eclips- 
ing the old high of 44,144 set during 
the week ended June 24. 

3. Production of 60,8360 cars and 
trucks during a six-day period, 
breaking the former high of 59,298 
units during the week ended 
June 18. 

4. Production of 52,660 cars and 
trucks during a five-day period, 
erasing the old high of 51,574 units 
during the week ended Nov. 4. 

ed * * 
PRODUCTION of 10,539 cars 

* and trucks on Nov. 7, erasing 
the short-lived high of 10,491 units 
built on Nov. 2. 

6. Production of 10,764 units, 





Mercury Sales Soar 


In Northwestern U. S. 


SEATTLE. — Mercury’s October 
sales in the Pacific northwest were 
165 percent of the figure for Octo- 
ber, 1954, according to R. E. Hen- 
derson, Mercury Seattle district 
sales manager. 

Henderson also reported that 
Mercury’s 10-month sales in his 
area were 40 percent ahead of the 
same period last year. 


GM Bigness Assailed at Senate Hearing 


(Continued from Page 4) 
by bonuses and special discounts on 
sales over a certain volume. 

“But,” he added, “the failure of 
manufacturers to reduce their 
Prices across the board means that 
they are preserving their margins, 
only giving up enough of them— 
in the form of bonuses, at their 
discretion—to motivate dealers.” 

William F. Lewis, vice-president 
of American Locomotive Co., a lo- 
comotive producer in competition 
with GM, testified there is “plenty 
and tough” competition in the in- 
dustry. 

He attributed GM’s growth to 
dominance in the field to World 
War II. He said the Government 
during that time, through mate- 
rial allocations, restricted ALCO’s 
production to diesel switchers 
while giving GM the assignment 
of turning out locomotives in high 
war-production volume. 

After the war, Lewis said, the 
various railroads “which had ac- 
quired GM road locomotives during 
the war quite normally were in- 


clined to favor GM in new diesel;|the witnesses will be Harlow H. 


purchases for road service in order 
to simplify the locomotive servicing 
and maintenance of a complicated 
new product.” 

He said GM has produced 60 per- 
cent of the locomotives which were 
in use on Class 1 railroads as of 
Jan. 1, 1955. 

The reason GM was chosen for 
study by the subcommittee was 
made clear in a statement issued 
by Joseph W. Burns, chief counsel 
of the group, just before the hear- 
ing opened. 

It was not a vindictive move, 
he said, but rather because GM 
provides the material for a good 
study of big business, being the 
largest manufacturing company 
ini the world. 

The task of the subcommittee, 
Burns explained, is to appraise the 
antitrust laws, and what the na- 
tional antitrust policy should be 
with respect to big business. 

Witnesses called will represent 
not only GM but also firms who 
have had dealings with GM. Among 


Curtice, GM president. 

The subcommittee intends to 
search into every corner of GM’s 
activities, Burns said. Here are 
some phases of its operations to be 
examined: 


1. The role played by GM in the 
manufacture and sale of automotive 
parts. 

2. The power exercised by GM 
over the distribution of its cars 
through “nominally independent 
dealers.” 


3. The extent to which GM’s 
large size affects competition. 

4. The nature of GM’s activities 
in the finance field. . 

5. Does the present franchise 
system give GM dictatorial control 
over its dealers? If so, are the con- 
sequences detrimental to the public 
interest? 

6. Has GM’s wholly owned sub- 
sidiary—General Motors Acceptance 
Corp.—profited at the expense of 
other finance companies because of 
its affiliation with General Motors? 


including tractors, on Nov. 7, 
breaking the former high of 10,716 
on Nov. 2. 

Ford division, which turned out 
39,500 cars last week, also set a 
new daily high of 8,418 cars and 
trucks on Nov. 7. Its former record 
of 8,360 units was set on Oct. 26. 
Ford also established a five-day 
record the previous week, produc- 
ing 33,807 cars during the Oct. 31- 
Nov. 4 period. Its former high of 
33,725 was set the previous week. 

” * +. 
| rennet working three of its 
four plants on Saturday, as- 
sembled 11,100 cars last week, while 
Lincoln jumped production to 1,050 
units and Continental remained 
steady in the 60-a-week bracket. 


GM scheduled 91,040 units last 
week, with Chevrolet producing 
42,600 of them. Chevrolet pro- 
duced 43,444 cars the previous 
week to erase its old high of 
43,408 units built during the week 
ended July 16. 

Oldsmobile scheduled 15,190 as- 
semblies for the third consecutive 
week; Buick upped its sights to 
16,100 cars; Pontiac increased its 
schedules to 13,900, and Cadillac 
remained steady in the 3,250-a-week 
bracket. 

+ * * 

HRYSLER CORP. continued to 

produce about 15 percent of 
total industry output as its four 
divisions turned out 27,501 cars last 
week. 


Plymouth dropped to 13,946 
units last week despite Saturday 
operations; Chrysler scheduled 
3,700 cars; DeSoto pushed out 


Dealer Council, 
Nash Officials 


Discuss Sales 


DETROIT. — The dealer-elected 
Nash Dealers Advisory Council met 
with Nash and American Motors 
Corp. officials last week to discuss 
the 1956 sales picture. 

It was the group’s initial meeting. 
Membership consists of a dealer and 
an alternate from each of Nash’s 
21 zones. 

Roy Abernethy, Nash sales vice- 
president, was moderator of the 
meeting. 





3,105, and Dodge dropped slightly 
to 6,750 units. 

American Motors built an esti- 
mated 3,350 units last week, while 
Studebaker-Packard Corp. jumped 
its projections to 2,815 units. They 
made 2,373 and 2,384 cars, respec- 
tively, the previous week. 


Chrysler to Spend 
Billion in 5 Years, 


Colbert Reveals 


WASHINGTON. — L. L. Colbert, 
president, Chrysler Corp., in a 
speech last week at the National 
Press Club here, 
said that Chrys- 
ler will spend 
more than a bil- 
lion dollars in the 
next five years 
for capital im- 
provements and 
expansion. 

This, he stress- 

ed, will be exclu- 
* sive of tooling 

F costs and will in- 
L. L, Colbert clude cost of land, 
building, machinery and other 
equipment. 

“In the past year,” he said, giv- 
ing the press club members his 
views on how the economy looks 
from Detroit, “we invested $130 
million in expanded and modern- 
ized plant and equipment. But this 
is hardly a start on our long-range 
investment program.” 

Colbert said that business invest- 
ments are running at the highest 
rate in the history of the country 
—about $30 billion per year. 

Colbert mentioned the firm’s ex- 
panding interest and research in 
the gas-turbine and other experi- 
mental engines, nuclear energy, 
electronics and applications of solar 
energy. 





Ky. Board to Convene 

LOUISVILLE. — The board of 
directors of the Kentucky Automo- 
bile Dealers Assn. will hold its fall 
meeting Nov. 15 at the Kentucky 
Hotel here. Most of the meeting 
will be devoted to a discussion on 
legislation to be considered in the 
1956 session of the Kentucky legis- 
lature. 
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NEOPRENE 


EXHAUST HOSE 


World’s Finest Replace- 
ment Hose for Every 
Ventilating System 


The roughest handling 
won't harm Car-Mon 
“NU-FLEX”! This tough, 
resilient replacement hose 
provides safe, long-last- 
ing outlet for automotive 
exhaust gases. Special 
Neoprene construction 
will not stiffen or deteri- 
orate . . . unique “wire- 
less” design yields without 
clogging — instantly re- 
gains shape! 
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outh Will Have to Be Sold... . 


Chegeler Dealers Split 
On Separation Plan 


(Continued from Page 2) 


is “lousy with Plymouth dealer- 
a Chrysler- 
Plymouth dealer said he wasn’t 
worried because a top Chrysler 
official had told him the separation 
wouldn’t take place for 10 or 15 
years. He listed these reasons for 
his belief that exclusive Plymouth 


ships” (about 80), 


outlets were some time away: 


1. The Plymouth line is not broad 
enough, pricewise. He said that to 
stand alone today, a manufacturer 
needs a complete range of cars to 
meet any pocketbook and that 
Plymouth lacks a car in the-higher 


brackets. 


2. As yet, Plymouth does not have 
the organization to go it alone and 
he added, “a smooth running opera- 
tion isn’t something you build up 
overnight by hiring a bunch of 


ple. 

Bs think the factory started this 
thing too late,” he said. “Too 
many big dealerships have been 
built up, now. It might have 
worked immediately after the 
war.” 


A DeSoto-Plymouth dealer in 
suburban Detroit said, “It would be 
impossible for us to survive with 
either DeSoto or Chrysler alone. 
And it would be pretty rugged with 


Plymouth alone. 


“After a couple of years of rough 
going the corporation and the deal- 
ers are just getting back on their, 


MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


‘EVERY MONDAY .. . 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


New Jersey's 
Only Original Auction 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 


EAST NORTH CENTRAL 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill'' Nagy 
“Michigan's Best'’ 

Phone: ARdmore 6-4720 


LUCAD 


(Leading Used Car Auction Directory) 
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the Dodge dealers will be hurt far 
less than Chrysler and DeSoto 
dealers. 

These dealers noted that Dodge 
dealers have Dodge trucks and 
models at several price levels, while 
Chrysler and DeSoto dealers will 
be left with only one high-priced 
line. 

One large dealer said he would 
“raise the deuce” if they tried to 
take Plymouth away from rs He 
feet, but this plan would break|*@id a dual dealership can ter 

.| represent the factory, can make a 
i sasiascanaac trae cibessien halite better profit and can give the fac- 

This dealer, and several others,|‘ory the volume sales it wants.— 
said they see no chance of dualing| ‘Z. C. Bash.) ‘ 
the Chrysler and DeSoto lines be- 
cause they overlapped each other. 

+ +. + 


* * 

Tifton, Ga. 

J C. McNEESE, owner of Tifton 

North Dakota * Motors (Chrysler-DeSoto-Dodge- 

DEALERS polled in Valley City,| Plymouth), vehemently objects to 
Jamestown, Bismarck and|the idea of separation of the 

Fargo, said they favored the separa-| Plymouth franchise. 

tion of Plymouth. One dealer| He said that for any of the 

expressed this proviso, “If Plymouth|/arger cars or the Plymouth to be 

does a better job of producing on| Successful in a small community, 

its own than has been done the| they must support one another.— 

past few months, then it has| ‘W. E. Stephens.) 

nothing ‘to fear.” ye eel le 

Some dealers expressed the opin- Chicago 
ion that Plymouth would forge) -~.yICAGO dealers had mixed 
— i, Sime to the One! reactions to the Plymouth sep- 
for the average American. It is en plan of ST en aoe aan 
good, dependable and reasonably|® ““©™ were not weil informed © 
priced. It will stand on its own the subject, despite the letters 
merits better if alone.” — (M. A which reportedly were sent to each 
O'Neil.) 5 * ““| dealer by Chrysler Corp. President 

L. L. Colbert. 

One dealer noted that he has 
@ perpetual franchise and he 
wondered whether he would be 
obligated to get a new franchise. 
and uncertain as how the Plymouth| Noting that one Chrysler Corp. 
separation will be carried out, all| official said the exclusive Plymouth 
believe that the separation will hurt} dealer may have to sell as many 
the small-town dealers more than| units in a month as he’s now 
the metropolitan dealers and that/selling in a year, another dealer 


* * * 


Atlanta 


HRYSLER CORP. dealers in the 
Atlanta area, while confused 


EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 
Auctioneers: Col. W. E. ‘“‘Bill’’ Nagy and 
W. T. “Tom” Nagy—The Great Father and 
Son Combination. 


THURSDAY at 7. 
U. S. 24 and U. S. 1 
On the Outskirts of bomeh, Mich. 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 9009 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 
ae Welt Mole Street, Fort on Boe + +; and on the pages of Automotive News. 


You will reach both groups through an 
w Guorenh a ad in Automotive News. 


Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Woed and Dean Davis 


All cars paid for by our own check through 
the First National Bank of Englewood. 


CROSSROADS 
- where they meet . 





EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks Phone Dunkirk 3-0150 


said, “Maybe the factory’s in for 
a surprise.”—(W. M. McCarty.) 
+ . ? 
Minneapolis 
HRYSLER CORP. dealers here 
generally are not in favor of 
the Plymouth franchise separation. 

Greater concern about the 
separation was seetedeed ov by 
DeSoto and Chrysler dealers than 
by Dodge dealers. However, one 
Dodge dealer said he did not want 
to give up either franchise. 

A DeSoto dealer said that he 
couldn’t survive on DeSoto alone 
and that he wouldn’t be interested 
in a separate Plymouth franchise.— 
(Donald Lyons.) 


Cleveland 


— . dealers handling 
Chrysler, Dodge and DeSoto are 
not fearful of being divorced from 
their Plymouth franchises because 
they don’t believe the plan will 
materialize in this area. 

B. W. Blaushild, 2a Dodge- 
Plymouth dealer, said the separa- 
tion would give the dealers a 
chance to emphasize one line, 
making full exploitation of the 
line possible. 

A similar view was expressed by 
A. D. Pelunis, a DeSoto-Plymouth 
dealer, although he said the factory 
would have to reduce the number 
of dealerships. 

Phil Fleishman, of Cole Motors, 
said he doubted that the split would 
come in the immediate future. — 
(Sanford Markey.) 


Portland 


ee Portland metropol- 
itan-area dealers of the Chrysler 
Corp. favor the separation of Plym- 
outh. 

Several dealers said it is the best 
thing that Chrysler has done in a 
long time and that it will make 
for more sales and more dealer 
profit because it will eliminate 
some of the competition “within 
the family.” 

* * 


Kansas City 
CHRYSLER-PLYMOUTH 
dealer in Kansas City, where 
the first separations are going to 
take place, said he had mixed emo- 


CLASSIF 


Reaching an estimated 150,000 readers 
industry. RATES 
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automotive 
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TWENTY-TWO 
lc PER WORD. PAYMENT IN ADVANCE OF 


tions on the subject “although the 
changeover period is going to be 
pretty painful for the involved 
dealers.” 

Although Chrysler Corp. officials 
recently visited him to discuss the 
subject, he said they made few 
definite commitments about how 
the plan would work “and in the 
long run, the success or failure of 
the plan will be decided by how it 
is implemented.” 

: . + 
Denver 


pee DeSoto and Chrysler 
dealers surveyed in Denver say 
they are not against the Plymouth 
separation plan, as long as no new 
dealers are appointed in the Denver 
metropolitan area. 

One Dodge-Plymouth dealer 
commented, “It should work out 
to the advantage of all concerned. 
It will be good for the factory 
people and will mean increased 
sales of Plymouth cars.” 

Several dealers suggested that the 
city’s 10 Chrysler dealers be split 
up, with four of them possibly 
becoming exclusive Plymouth out- 
lets.—(Ira Alexander.) 

* * * 
Buffalo 
Ipeec=. DeSoto and Chrysler 
dealers here are not at all 
happy about the proposed Plymouth 
separation. Half a dozen large deal- 
ers agreed it would cut sharply into 
their volume, reduce profits and 
wipe out a portion of their trade 
which they have spent considerable 
money and time to build up. 

Dealers pointed out that some 
Ford and Chevrolet deals in west- 
ern New York have found the going 
too rough in recent years and have 
folded. They believe the same might 
happen to exclusive Plymouth oper- 
ations. They feel there is greater 
strength for the dealer in dual 
dealerships. 

Dealers also pointed out that they 
have considerable money invested 
in Plymouth tools, equipment, signs 
and other items which would have 
to be written off if the Plymouth 
line was dropped. They said their 
general overhead expenses would 
not be reduced a great deal while 
their loss of volume from taking 
away one of their lines would be 
substantial_—(George Toles.) 
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WANT AD DEPT., AUTOMOTIVE N 


DETROIT 


HELP WANTED 


SALES MANAGER WANTED by long es- 
tablished Pontiac dealership in Hartford, 
Conn. We need an aggressive young man 
to take complete charge of and operate 
profitably, in volume, our sales depart- 
ment. If you are looking for good en- 
vironment and a better opportunity and 
have the qualifications to assume this 
responsibility, we are prepared to offer 
you an attractive salary and bonus plan. 
Only those qualified need answer. Please 
give present income, complete history 
over the past 5 years, age and family 
status. All replies strictly confidential. 
Write to Box 5525, c/o Automotive 
News, Detroit 26. 


SALES MANAGER 


With ability to develop and maintain a sales 
force capable of delivering 2,000 new units 
annually for a large Philadelphia Ford dealer- 
ship with an excellent reputation. This is an 
exceptional opportunity for a high grade man 
who operates in an ethical, business-like man- 
ner in today's high volume market. The man 
who qualifies will receive one of the most 
liberal salary and bonus arrangements in the 
industry. Please do not apply unless you hon- 
estly feel that you can measure up to the 
requirements, have a proven record of past 
accomplishments and can stand rigid investi- 
gation. Send full resume and a recent photo- 
en. Contact will be held in strictest con- 
ence. 


Box 5509, c/o Automotive News, Detroit 26. 


GENERAL MANAGER WITH some capital 
to run an Oklahoma ‘‘Big 3’’ dealership. 
Must be capable of operating whole deal 
and have factory approval. A wonderful 
opportunity for someone with a limited 
amount of capital to ‘‘buy in’’ on a large 
deal in one of the largest and best towns 
in Oklahoma. Present manager will sacri- 
fice 1/3 interest because of health. Write 
Box 5546, c/o Automotive News, Detroit 
26. 


on for use of a box number. Replies to 


r, unopened. Display ads: $12.30 per 


DVANCE OF PUBLICATION DATE. Contract 


EWS, 2666 PENOBSCOT BUILDING, 
26, MICH 


' HELP WANTED 


SALES MANAGER OF proven ability 
wanted by northern Michigan dealership. 
We have modern building—latest in equip- 
ment and facilities. Opportunity is in 
good resort area with ever growing sales 
potential. We have everything in good 
hunting and fishing. Dealer is in ‘‘Big 
3.’" Box 5492, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER - Tester. Complete 
charge of service operation. New York 
City Dodge dealer. Excellent opportunity 
for man with proper qualifications. Must 
have complete experience in all phases. 
New car preparation. Used car recondi- 
tioning included. Write, giving entire 
background and references for verifica- 
tion. Box 5524, c/o Automotive News, 
Detroit 26. 


SALES MANAGER—DEALERSHIP estab- 
lished over 35 years, one of ‘‘Big Three,” 
240,000 population—eastern United States, 
needs an experienced, aggressive man to 
take charge of new car sales. Salary and 
bonus to right man who wants permanent 
employment. Give complete history over 
past ten years—age, family status, phone 
number and recent picture. All replies 
strictly confidential. Box 5489, c/o Auto 
motive News, Detroit 26. 


POSITION WANTED 


Os el eM Shits i 
benefit of those seeking employment, 
Position Wanted Ads are accepted at 
CL iMe TD - ae -bo namely lle per 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
in advance Half-rate does not apply 
to display ads in this section.) 


GENERAL MANAGER or sales manager, 
~-xperienced in sales, business manage- 
ment, finance. Seven years’ New York 
City dealer ‘‘Big 3.’’ Presently employed 
as sales manager. Interested in position 
with financially sound dealership with 
possibility of later buy-in. Box 5532, c/o 
Automotive News. Detroit 26. 
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=—__ 
PARTS 


FORMER DEALER, 


2 
§MALL DUAL GENERAL Motors dealer 


ee 
SALES OR GENERAL MANAGER. Ag- 


Detroit 26. 
——— —__—— | 
SERVICE MANAGER. 


SERVICE MANAGER — 15 years’ 


SALES OR GENERAL manager. 


SALES MANAGER, presently employed— 


GENERAL MANAGER OR used car man- 


DEALERSHIP HANDLING CHEVROLET. 
‘Bingle dealer city in Ohio. County seat. 


facturing. Prosperous agricultural 
Munity. Excellent, 
ing, machinery, 


‘Wot adjoining building. Planning potential 
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POSITION WANTED 


MAN—BEIGHT years’ Studebaker 
experience. Would like to locate with an 
‘owner who values his service and parts 
business and considers them an asset to 
his company. Presently employed by 
Jarge dealer. Box 5526, c/o Automotive 
skews, Detroit 26. 








twelve years GM, 
Motors Holding branch manager, desires 
New England connection, like capacity— 
factory investment division. Would also 
like to discuss managerial capacity - re- 
tail dealership or sales management. 
Prefer opportunity to invest after proven 
ability. Box 5527, c/o Automotive News, 
‘Detroit 26. 


forced out in 1954. Want to make come- 
pack. 27 years’ experience in all depart- 
ments of dealership. Mature and settled. 
Mr. busy dealer, don’t you need a man 
Friday to help with administration and 
daily details? College education as well 
as experience. Been through depression 
and boom. Prefer east from Virginia 
gouth. Available on short notice. Box 
$528, c/o Automotive News, Detroit 26. 


gressive, ‘‘selling-executive,’’ with 25 
years’ experience in all phases of auto) 
merchandising and sales. Proof of suc- 


cessful background, excellent character 
furnished. Reliable and mature with} 
ability to direct profitable operation. 





Last 12 years with Ford and GM dealer. 
Would like to join midwest dealer with | 
300-500 new car operation. Write Box 
5529, c/o Automotive News, Detroit 26. 





— 
GENERAL MANAGER-—Specialized heavy 


trucks. Employed, family. 21 years’ ex- 
perience sales direction and dealer man- 
agement. Top references. Prefer Pacific 
Coast or southwest. Consider purchasing | 
interest. Box 5530, c/o Automotive News, | 


| 





Executive type. | 
Twenty years’ experience with GM deal- 
ers. Good technical knowledge, broad 
experience in handling customers and 
employes, knowledge of paper work and 
gales promotion. Family man, excellent 
references. Box 5531, c/o Automotive 
News, Detroit 26. 








dealer | 
and factory service representation. Can 
produce high rate of service absorption 
for service minded dealer. West Chicago 
or suburban area preferred. Box 5512, 
c/o Automotive News, Detroit 26. 


Young, 
aggressive, capable building and directing 
hard hitting organization. Ability proven 
by results! Ford-GM line—southeast only. 
Rigid investigation invited. Box 5479, c/o 
Automotive News, Detroit 26. 


know trucks and trucker’s problems. 
Can boost your sales, one of best sales 
Tecords and references. Seven years as 
gales manager, previously a truck line 
operator. Prefer Ford or Chevrolet in 
midwest with right to purchase in. Box 
5487, c/o Automotive News, Detroit 24. 





ager. I have seven years’ experience. De- | 
sire to locate in Texas near Corpus 
Christi, Texas or California. Will furnish | 
the best references. Box 5501, c/o Auto- 
Motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 





60,000 in trading area. Diversified manu- 
com- | 
adequate, brick build- 
tools and equipment. 
‘¢ paved parking area and used car 


—276. No used cars or accounts receiv- | 
@ble to buy. Well manned. A profitable, | 
mg concern. Have never shown a loss. 
ou must meet Chevrolet qualifications. | 
Kindly advise briefly as to your ability to | 
handle. 
Chevrolet retail. 
ad. Box 5523, 
Detroit 26. 





Owners 
News, 


Principals only. 
c/o Automotive 


_—_ ames 


America’s Best 


DEALERSHIP HANDLING Ford in north- 


FLORIDA DEALERSHIP AVAILABLE 


DEALERSHIPS AVAILABLE 





AGENCY NOW HANDLING DeSOTO- 


PLYMOUTH,.2 acres, lovely 4-bedroom 
gentlemen’s modern home, landscaped, 
flowers, shade, chain-fenced, On highway 
in Maryland, 30 miles from D. C. 180 foot 
showroom. 60-30 body shop. 11 stall 
garage, 5 safes, office accessories, tools. 
John Burdoft, 13318 Colesville Rd., Silver 
Spring, Md. Call Evergreen 4-3846. 





Retailed 77 new, 200 
used last year. Average net over last 5 
years—$15,800 per year. $30,000. Reply 
to Box 5517, c/o Automotive News, De- 
troit 26. 


ern Wisconsin. 





handling Pontiac. Medium size town. Low 
rent. Box 5506, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING LINC OLN- 


EXCELLENT DEALERSHIP opportunity 


DEALERSHIP HANDLING DeSoto-Plym- 


Mercury within 50 mile radius Detroit. 
Excellent facilities. 300 unit potential. 
Will sell for low inventory of parts and 
equipment. Bidg. for lease. Owner's other 
interests and health causes sale. Moore, 
Smith and Dale, 520 Lafayette Bidg., 
Detroit. Wo. 3-1585. 





downtown New Orleans. One of ‘Big 
Three’’ franchises. This is a real oppor- 
tunity for aggressive, qualified operator. 
Box 5533, c/o Automotive News, Detroit 
26. 


outh—located in central Wisconsin, Heart 
of the dairyland, Fully equipped shop. 
Beautiful showroom and parts room. On 
corner lot with adjoining used car lot. 
Very good potential. For more informa- 
tion call or write Myron Wepfer, Sales- 
man, Johnson Realty, 25F31, Abbotsford, 
Wis, Box 331. 








| DEALERSHIP AVAILABLE — 


DEALERSHIP HANDLING Dodge 


DEALERSHIP HANDLING Dodge 


Due to 
death of owner. Chrysler, Plymouth, 
International trucks agency in southern 
Penn. Modern garage, fully equipped. 
Will sell or lease. Box 5534, c/o Auto- 
motive News, Detroit 26. | 


and 
Plymouth. Due to retirement. Established 
31 years. Close proximity to Detroit, 
Michigan. 300 car potential. Possibility 
of factory participating up to 75% of 
investment. Will lease building and con- 
necting lot. Box 5535, c/o Automotive 
News, Detroit 26. 


and 
Plymouth in central Illinois. Prosperous 
community. City of 50,000 population. 
Owner in business 29 years in same loca- 
tion. Will sell at inventory of parts and 
equipment, approximately $15,000. At- 
tractive leases. Your opportunity to 
secure a very profitable business with 
excellent organization. Health forces re- 
tirement. Box 5536, c/o Automotive 
News, Detroit 26. 





DEALERSHIP AVAILABLE handling Pon- 


DEALERSHIP HANDLING Chrysler- Plym- 


| WILL WILL PURCHASE OLDS-Buick or Pontiac | 


Owner retiring after 22 years in| CADILLAC OR CADILLAC dual 


; HELP WANTED 


tiac—Connecticut city of 60,000. 175 to 
250 potential. Factory approval neces- 
sary. Principals only. Box 5537, c/o} 


Automotive News, Detroit 26. 





outh—north central Ohio. Well estab- 
lished. Buy stock and equipment only. 
Approximately $15,000. Box 5472, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 


dealership in Indiana, Ohio or Illinois. 
50-100 car contract desired. Factory ap- | 


DEALERSHIP WANTED 


WILL PURCHASE GENERAL Motors or 
Ford product dealership—1200 to 2400 
cars annually. Southern California or 
Florida. Lease facilities. Necessary cash 
available. Factory approval assured. Box 
5545, c/o Automotive News, Detroit 26. 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5541, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET - FORD — 100 - 200 car deal 
desired in Tennessee-Georgia area. Lease 
building. Ready to act. Replies confiden- 
tial. Box 5484, c/o Automotive News, 
Detroit 26. 


BUSINESS OPPORTUNITIES 


HEATING, SHEET METAL works, air 
conditioning. Prosperous city 100,000 
population, N. Y. state. Established 
1931. Receipts $85,291.75—can increase. 
Substantial net profit. Enviable reputa- 
tion. Fully equipped. Rent $60, Excel- 
lent future. Operating profitably. Attrac- 
tively priced. Rendlog Sales Co., 1775 
Broadway, NYC. PL 7-5345. 


FOR SALE—AUTOMOTIVE parts distrib- 
utor. Industry leader in city of 175,000, 
serving a market of 900,000 people in 
rapidly expanding Pacific northwest 
area. Grosses approximately $500,000 
beth wholesale and retail. Franchises 
for all leading lines. Complete machine 
shop. Excellent opportunity for big capi- 
tal gain. Write Box 5538, c/o Automo- 
tive News, Detroit 26, giving brief per- 
sonal background and financial refer- 
ences. 


EXCLUSIVE STATE distributorships avail- 
able in Kentucky and West Virginia from 
outstanding school bus body manufac- 
turer. Write fully in confidence to Box 
5508, c/o Automotive News, Detroit 26. 

BUSINESS GIFT and advertising specialty 
catalog sent free, Ideal, AN, 1133 Broad- 
way, New York 10, N. Y. 

















DEALER SERVICES © 


INVENTORY SERVICE 


Parts and Accessories 
. CERTIFIED REPORTS a 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 5 














INVENTORY SERVICE 


Complete parts and accessories inventories 
for all dealers by qualified, bonded employes. 
Reconciled to book figures. Obsolescence 
established. Operating in southeastern states. 


Geo. E. Kinney Inventory Service Co. 
727 Ponce de Leon Place Atlanta, Ga. 








MAILING LISTS 





DEALERS’ MAILING LIST—Ford, Chev- | 


rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 








in southern California. | 


ship, any size, 
All cash. Box 5544, c/o Automotive | 
News, Detroit 26. | 





dealer- 
ship desired. Cash available for immedi- 
ate transaction. Replies confidential. 
Box 237, Havre de Grace, Md. 


Auto Sales Manager 


FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 
take charge and operate a large dealership in North- 
ern N. J., one of the Big Three. Our company has 
been in business for many years and enjoys the finest 


reputation in the industry. 


have operated profitably. 


The man we want must be able to operate a volume 
dealership in a clean, ethical business-like manner 


We are now and always 


| 


profitably and successfully in today’s market. He must 

an exceptional individual, who can develop new 
business, hire, train and direct our sales personnel, 
help close deals, be experienced in sales promotion, 


and have present proof of accomplishment. 


This is a rare opportunity for an automobile sales 


manager of unsurpassed ability. 


Please do not apply unless you have a proven record 
of accomplishment, have the finest of character with 
the very best of references, and can stand rigid inves- 
tigation of your past performance. Send full resume, 
which will be held in strict confidence to Box 5520, 
c/o Automotive News, Detroit 26. 





proval guaranteed. Al! replies confiden- list. Nov., 1955 checked. On addressed | 

tial. Box 5543, c/o Automotive News,| labels, 32M, $14 per M. Box 5540, c/o} 

Detroit 26. ehh | Automotive News, Detroit 26. | 
WILL PURCHASE “Big Three’’ dealer- NEW LINES WANTED 





CARS FOR SALE 


ATTENTION DEALERS ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 











USED CAR BUYERS 
ATTENTION 


Why waste your time shopping when we are 
offering 200 late model popular used cars. All 
our cars are completely reconditioned and 
winterized. We specialize in Pontiacs, Chev- 
tolets, Fords and Plymouths. 


Write or Call 
Bill Morgan, Used Car Manager 
LAUREL C. WORMAN, INC. 
Ohio's Largest Pontiac Dealer 


Cherry 1-2267 P. O. Box 837 
Toledo, Ohio 








CARS WANTED 


WRECKED OR BURNT late model Cadil- 
lacs or sport cars. Will go anywhere. 
Miller Brothers, 732 Wyoming Ave., 
Scranton, Pa. Diamond 3-4242. 


Jaguar XK-120, 








SPORTS CARS — M.G., 





What have you? 
Tiffin, 


Volkswagen, Porsche. 
Coppus Motors, 145 Madison S&t., 
Ohio. 





TRUCKS WANTED 
WANTED—USED JEEPS. Willys 4 x 4 sta- 
tion wagons and pickups. Take transpert 
load, Call, wire or phone Kurland Motors, 

1134 Broadway, Denver, Colo. 








BUSES WANTED 
WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 5542, c/o Automotive 
News, Detroit 26. 





SHOP EQUIPMENT FOR SALE 


FOR SALE —.SUNDSTRAND accounting 
machine model DAD-204091-24FF. Ac- 
quired new in 1952. Specifically designed 
for dealership operations. Box 5539, c/o 
Automotive News, Detroit 26. : 





ANTIQUE CARS FOR SALE 


1937 —12 CYLINDER Packard _ coupe. 
Fender wells, rumble seat, good tires, 
complete gasket, ring set for tune-up 
job. Vernon Markusen Garage, Hillman, 
Minn. 











- MISCELLANEOUS 
1000 BUSINESS CARDS—Raised printing 
(1 color) $3.50; (2 colors) $4.50. Cut | 


insertion: 50c extra per 1000. Samples 
free. Dealer nameplates. Labels of all 
kinds. Send requirements. Business Spe- 
cialties, 1422-A Rosemont, Chicago, IIl. 





WELL KNOWN MANUFACTURERS rep- 
resentative, with three salesmen, cover- 
ing the southeastern states desires one 
good line. We call on all jobbers, dealers, 





and fleets, Box 5519, c/o Automotive 
News, Detroit 26. 
PARTS FOR SALE 





WE HAVE THREE 1955 Ford 


bird front end and body shells. Sam’s 


Auto Parts, 1117 E. 8 Mile Road, Hazel | 


Park, Mich. Jordan 4-5833. 
PARTS WANTED 





WE'LL BUY YOUR Nash parts. Send in-| 
ventory. Best price delivered Baltimore. | 


Parts shipped anywhere. 
812 _Paca St., 


Landay Nash, 
Baltimore, Md. 


CARS FOR SALE 


ROBINSON AUTO RENTAL 
FLEET LEASED CARS 


1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 





Now available at Hertz Stations in the fol- | 
Philadelphia, Baltimore, Wash- | 
ington, D. C., Pittsburgh, Akron Cleveland, 
incin- |. 


lowing cities: 


Detroit, Flint, Chicago, Milwaukee 
nati, Louisville, St. Louis, Kansas City, Lin- 
coin, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 

ROBINSON AUTO RENTAL 


DIVISION 
229 S. Hanson St. 


Philadelphia, Pa. 
1, E. Spatig, Used Car Mgr. 


Sherwood 8-1500 


ATTENTION 
NEW and USED 
CAR DEALERS 


Why waste your time and money trav- 
eling in search of A-1 used cars? We 
have a steady stock of about 200 
beautifully re-conditioned cars. Delivery 
service all over the nation in our car- 
riers or driveaway service. 


Write or Call 
Jimmy DeRose, Used Car Mgr. 
JEFFERSON CHEVROLET 
LOrain 7-5750 Detroit, Mich. 


| Thunder- | 


| 3-PLY CONVERTIBLE tops, $18.75, head- | 


liners, $12.50. Civilian jeep tops, $72.20. 
%-ton truck covers and bow assembly, 
$70.06. Free literature. Boston Big Buck, 
307 Cambridge St., Boston 14, Mass. 


CHROME DIE CAST 








NAME PLATES 


Quality plates at best prices. No die 


cost and early delivery. Free sample and 


sketches. Send us your rough sketch or 
your plate for low prices. 


Automotive Specialties Co. 
3726 Lancaster Ave. Philadelphia 4, Pa. 


Gi tins ccedbeavasesonann cence 











MISCELLANEOUS 


OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW + GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders in The Industry" 
Since 1939 


“How to DOUBLE Your 
Used Car Sales!" 


The 66 most successful used-car promo- 
tions of all time are outlined in this new 
brochure. Tells how an Alabama dealer 
put up a sign that brought 3,000 customers 
inside in 5 days; how a postcard sold 
700 cars for a Wyoming lot; how a series 
of unusual classified ads costing $3 each 
sparked a Michigan firm's sales sixfold 
in 2 years; how an lowa dealer, using 
a operators, yore his turnover 
by 40% in one month! And many more. 
New ideas are tried daily. Few succeed. 
These are the "cream": the business- 
stimulating, action-inspiring, sales-produc- 
ing plans that CONSISTENTLY win cus- 
tomers! Here are merchandising methods, 
publicity plans, “tricks of the trade," 
showmanship gimmicks, dramatically pav- 
ing the way to hit the JACKPOT . to 
win customer gratitude . . . to sell ‘higher- 
priced units . = create excitement 
for your cars . . Save money being 
wasted. OUR GUARANTEE: 25% %IN- & 


money refunded, 


— only $4.95, Send today—you can't 
lose 

H. K. Simon Co., Dept. AN-4 

48 Fifth Ave., Pelham, N. Y. 

Send at once 
Used Car Sales!" 
closed. 


Check for $4.95 is en- 


NAME 


CITY 


L» a oemnaene o «@ @ 





AUTOMOTIVE NEWS 
WANT ADS 


BRING RESULTS 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Car Dealer [] Truck Dealer [] Manufacturer [) 
Jobber [] Insurance [] Financial [) Supplier 1 
NE Oi as ox cas as £00 gnednads Kas cneknteens Wii<sas sd acm ae 4 
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CREASE IN BUSINESS IN 90 DAYS, or ‘ 


“How to DOUBLE Your a 


. 

I ein : 
ADDRESS i 
a! 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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Larson Buick 


THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
ew f ae dealers in the country select Lincoln Power Lubrication 
Ve ee g : AnhS . , : Reels . . . first, the exclusive feature of air-power actuation, plus 
<< es Re oe. smooth, uniform retraction makes it possible to handle more 
’ lubrication jobs with far greater efficiency than is possible 
with conventional equipment; secand, their clean, functional 
styling commands instant customer attention and confidence— 
an ordinary lubritorium is transformed into a sparkling 
“‘showcase’’; third, installation is simplicity itself and 


maintenance is the lowest ever recorded for similar equipment. 


When you are ready to make your lubritorium a proven 
“Invitation To New Business,”’ contact your local 

Lincoln Sales and Service Wholesaler. He will consider it a 
privilege to serve you. 


*Trade Nome Registered 


LINCOLN ENGINEERING COMPANY - 5709 Natural Bridge Avenue + St. Louis 20, Missour!i 


The Most Trustworthy Name in Lubricating Equipment 








